VOLUME 32 


NPN POINTS THE WAY TO PROFIT 


CLEVELAND, OHIO 


ON WINTER CHANGE-OVER ITEMS 


Here are the Winter Change-Over articles in this issue, 


NPN’s guide posts pointing the way for oil marketers to cash 


in on biggest selling season: 


FREQUENT OIL CHANGE required in winter driving—read why. Page 28. 


* * 


CHANGE-OVER MARKET is $5.90 per car—minimum protection. Page 32. 


* * 


CAREFUL SERVICING brings customers back; precautions listed. Page 38. 


* 7 


COLD BLASTS of last winter help sell Change-Over this year. Page 40. 


* = 


CHECK LIST for inventorying stations before Change-Over rush. Page 44. 


* * 


HOW OTHERS DO IT—marketers’ sales ideas that have clicked. Page 48. 


For the Industry's 
BIGGEST SELLING Season 
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NEWS IN BRIEF... 


Texas court declines review of deci- 
sion taxing stations. Page 11. 
* * * 
Coastwise tanker rates jump 4 to 9c 
per bbl. Page 11. 


Tanker war loss totals 75; U. S. build- 
ing 59 new ships. Page 13. 

August ‘Gas’ demand up 6.21%; in- 
creases 5.81% for 8 months. Page 13. 


Nearly all Texas fields ordered shut- 
in 7 days in November. Page ll. 


So. Carolina governor seeks higher 
‘gas’ tax to balance budget. Page 16. 


Tennessee marketers hold annual fall 
meeting at Chattanooga. Page 19. 


Texas Mid-Continent Oil & Gas Assn. 
celebrates 45th anniversary. Page 23. 


Moderation of credit practices urged 
by Bareco official. Page 20. 


Conoco decision may curtail powers 
of NLRB. Page 18. 


More than 180 defendants in the oil 
anti-trust suit served. Page 11. 


Holds Texas underproduced in first 
three-quarters of 1940. Page 12. 


Whole industry hit in suit says Phil- 
lips; sees vindication. Page 14. 


Wage-Hour Classifies 


Tank Truck Drivers 


WASHINGTON Biggest puzzle 
of the wage-hour law has been the 
status of truck drivers because of 
conflict of jurisdiction between ICC 
and the Wage-Hour Division. In oil 
industry, this is further complicated 
by question of exemptions for 
driver salesmen and retailers (Some 
fuel oil distributors may come with- 
in retailer exemption). 

NPN has discussed this import- 
ant question with the Wage-Hour 
Division’s legal staff and learns that 
these lawyers are grouping truck 
drivers into four classes. Page 11. 
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COMING 
MEETINGS 







NOVEMBER 





American Trucking Assn., Convention, Bilt- 
more Hotel, Los Angeles, Calif., Mon.- 
Fri., Nov. 11-15. 
















American Petroleum Institute, 2ist Annual 
Meeting, Stevens Hotel, Chicago, 
Mon.-Fri., Nov. 11-15. 

a oil 
‘hurs., 

















Dealers Assn., Little Rock, 
Nov. 14. 


American Society for Testing Materials, 
Hotel Mayflower, Washington, D. 
Thurs., Nov. 14. 





























American Automobile Assn., Washington, 
D. C., Thurs.-Fri., Nov, 14-15. 


Missouri Independent Oil Jobbers Assn., 
Fourth Annual convention, Hotel DeSoto, 
St. Louis, Mo., Wed.-Thurs., Nov. 27-28. 



























DECEMBER 








American Institute of Chemical Engineers, 
New Orleans, La., Mon.-Fri., Dec. 2-6. 










New Jersey Oil Trades Assn., Annual Meet- 
ing and Banquet, Robert Treat Hotel, 
Newark, N. J., Thurs,., Dec. 5. 


Mid-Continent Oi] & Gas Assn., Annual 
Joint Meeting of Standing Committee on 
State & Local Taxation, and Standing 
Committee on Federal Income & Excise 
Taxation, Hotel Tulsa, Tulsa, Okla., 
Thurs.-Fri., Dec. 5-6. 
Kansas Oil Men’s Assn., Convention, Hotel 
Broadview, Wichita, Kansas, Mon., Dec. 
9. 
Petroleum Electric Power Assn., Heidel- 
berg Hotel, Baton Rouge, La., Thurs.- 
Fri., Dec. 12-13. 

National Asphalt Conference, Dallas, Tex., 
Mon,-Sat., Dec. 9-14. 

South Dakota Independent Oil Men’s Assn., 
22nd Annual Convention, Coliseum An- 
nex Bldg., Sioux Falls, Iowa, Tues., 
Wed., Dec. 10-11. 

Mid-Continent Oil & Gas Assn., Annuai 
Meeting of General Board of Directors, 
Tulsa Club Roof, Tulsa, Okla., Mon., 
Dec. 16. 





























































































JANUARY, 1941 








SAE Annual Meeting, (and Engineering 
Display) Book-Cadillac Hotel, Detroit, 
Mich., Jan. 6-10. 


Oil Trades Assn. of New York, Quarterly 
Meeting and Dinner, Waldorf-Astoria, 
New York, Jan. 21. 





































FEBRUARY, 





1941 













Kentucky Petroleum Marketers Assn., Fif- 
teenth Annual Meeting and Convention, 
Brown Hotel, Louisville, Ky., Feb, 11-12. 
North Texas Oil & Gas Assn., Wichita 
Falls, Tex., Feb. 22. 

lowa Independent Oil Jobbers Assn., 
Moines, Ia., Feb. 26-28. 

American Petroleum Institute, Division of 
Production, Southwestern District, Wash- 


ington-Youree Hotel, Shreveport,  La., 
Feb. 27-28. 
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MARCH, 





1941 






American Society for Testing Materia's, 
Hotel Mayflower, Washington, D. “ 
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NOVEMBER 6, 1940 


NEWS 
Wage-Hour Official Discusses Status of Truck 
Drivers: Under the Eaw:..<5 6.66 cecsccdecewsacass 13 


Texas Supreme Court Upholds Service Station Chain 
Tax Law 
Tanker War Lose Totals 75 Boats «........cscseces 15 
Cc. M. Gile Heads Gulf Oil Corp.’s Sales........... 16 
Texas Manufacturers Urge New Oil and Gas Com- 
1 1) pe ae cane Eraser rar gee nr ieg- Gr omer eny Feta eee air 16 
August Gasoline Consumption is 6.21% Above Last 
Year; Increase is 5.81% for First 8 Months of 
South Carolina’s Governor Suggests Piling More 
Taxes on Gasoline to Balance Budget............ 19 
Tennessee Oil Men’s Assn. Holds Annual Fall Meet- 




















Bareco Oil Official Urges Moderation in Credit 





Pi | ee Ee eae are eee Cee eng BE ree eer rae 21 
Texas Mid-Continent Oil & Gas Assn. Observes 45th 
fp  5 SPPPPPETEET TOL T TTT TEE 22 


MERCHANDISING 

For the Industry’s Biggest Selling Season ......... 27 

Winter Driving Requires Frequent Oil Change and 
Lubrication to Avoid Damage to Engines .... .28-29 

Minimum of $5.90 per Car is Change-Over Market; 
Potential is SHOCCOROOO .o nude he cede cn ccesecows 32 

Careful Servicing in Change-Over will Bring Cus- 
tOMICES DOCK ASHI 6.0 cnc cdiccac ees cndcemeces Hanus 38 

Well Balanced Inventory at Station Keeps Operator, 
CUSIOINCES FIOOY 6606 55a cc ceccwae cusav enna wns 44 


Check-List of Change-Over Stocks and How to Esti- 
mate Requirements 
How Other Marketers 










MARKETS 

Mid-Continent ....... 5D Refinery Prices ...56, 57 
Pennsylvania ....... 55 Seaboard Prices ..... 58 
CAmIOPMiA: ....-6.6. 35" Tank Wagon Prices 
Mid-Western ........ Tee, (Stee teo tec oaae 59, 60 
Atlantic Coast ...... 55 Crude Oil Prices. .61, 62 














March 3-7. 

National Dixie Distributors, Ine., Fort 
Worth, Tex., March 10. 

American Petroleum Institute, Division of 
Production, Spring Meetirg, Pacific 
Coast District. Biltmore Hotel, Los An 
geles, Calif., March 11, 

Indiana Independent Petroleum Assn., 1941 
Spring Convention & Refiners’ & Sup- 
dliers Exhibit, Hotel Severin, Indianapo- 
lis, Ind., March 11-13. 

Oil Burner Institute, Progress Exhibition, 
Commercial Museum, Philadelphia, Pa., 
March 17-22. 

Oil Trades Assn. of New York, Annual 
Meeting, Waldorf-Astoria, New York, 
March 25. 






























































APRIL, 1941 













American Assn. of Petroleum Geologists, 
26t} Annual Meeting, 9 Hotel, Hous- 
ton, Tex., April 2, 3 and « 

American Petroleum ell Division of 
Production, Wm. Penn Hotel, Pittsburgh, 
ra., April 17-18. 

Petroleum Industry Electrical Assn., Tulsa, 
Ok. April 23-25. 

Natural Gasoline Assn. of America, Annual 


“onvention, Baker Hotel, Dallas, Texas 
Apri! 23-25. 













Petroleum  Assn., semi-annual 
ng, Hotel Cleveland, Cleveland, 
April 24-25 
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THIS WEEK 
WITH NPN 






WINTER CHANGE-OVER 


This is NPN’s.§ annual 
WINTER CHANGE-OVER 
issue—chock full of lubri- 
cation and Change-Over in- 
formation and ideas that 
will help you get your 
share of the estimated $500,- 
000,000 oil and accessory 
sales market. Features in 
this issue include: “Winter 
Driving Requires Frequent 
Oil Change and Lubrication 
to Avoid Damage to En- 
gines,” with recommenda- 
tions of automotive engi- 
neers on Change - Over; 
“Careful Servicing of 
Change-Over Brings Cus- 
tomers Back Again,’ list- 
ing precautions to take in 
servicing cars; “The Size 
of the Change-Over Mar- 
ket,” showing that the min- 
imum winter conditioning 
expenditure for each car is 
$5.90, not including tires, 
batteries and accessories; 
“Last Winter’s Cold Blasts 
Help Sell Change - Over 
Now, even in the South,” 
with maps showing extent 
of last year’s cold spell and 
freezing dates in various 
sections; “How Other Mar- 
keters Sell Winter Change 
Over,” giving experiences 
of marketers and_ ideas 
they have used: “Well- 
Balanced Inventory at Sta- 
tions Keeps Operator and 
Customers Happy,” con- 
taining a check list to see 
that all stations are ready 
for the Winter Change- 
Over rush. 






























































































































































































































































































































CHANGE-OVER POSTER 
















In this issue, NPN an- 
nounces its new Petroleum 
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Engineering Bulletin which 
gives engineering facts for 
use in building sales talks 
for selling Change-Over. 
See announcement on 
pages 6 and 7. 















































NEXT WEEK 














Next week’s NPN fea- 
tures exclusive findings 
about the new $70,000,000 
Pennsylvania Turnpike, and 
the effects of sustained 
high-speed driving on the 
highway’s new-type service 
stations. Approximately 
3500 cars was the daily es- 
timate, but average for 
first three weeks was over 
9000. This and other points 
of interest to oil marketers 
will be discussed by a NPN 
staff writer who gathered 
material first hand. 






























































































ADVERTISING PaGES KixvuVhi 





USE THIS POSTER TO BUILD YOUR SALES 


Put this poster where it will remind all your lubricating sales force to ASK for 
those profitable lubrication jobs . . . and give them the engineering facts to use in 
building sales talks! 


PUBLISHED BY NATIONAL PETROLEUM NEWS 





For Full Protection 


LUBRICATE EVERY 1000 MILES 


* 


In Winter's Zero Cold change Engine Oil 


every 300 miles 


Or once a month 


HERE 1S WHAT THE ENGINEERS SAY: 











WINTER !S HARD ON CARS 
eee 4 ! average winter driving-where cars 
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NEW PLUGS 
SAVE GAS 


New spark plugs will pay for 
thermelves in a relatively ahort 
time through increased ‘gagoline 
mileage. Worn-out or fouled 
plugs couse loss of power and 
pick-up 


+ National Petroleum News 





AVOID DILUTION 


Regardless of the brand or grade of gasoline peed. or make 
of car. cold starting im winter months increases dilution of the 
motor oil by unburned portions of the gasoline. Representing 
the heavy ends ai the fuel. thease blow-by fractions not only thin 
the oil but leave en cccumutating residue behind when the 
lighter vapors are expelled through the crankcase ventilating 
system. 


Why Change Oi”-N_P.N, 


HOW COLD WILL IT GET? | 


A sub-zere wave of cold blanketed the country in 
January, 1940. Some samples of the thermometer read. 


ings that week in various states 








Montana 3 Kentucty i“ 
idaho A abema 3 
W yorung 32 ennesse 
Colorado id Michigan 6 
North Dakota 26 Dh ia 
Nebraske 28 now 4 
Minnesota 23 Pennsylvania & 
lowa 25 Maryland 
Wisconan ? West Virginia 
Missouri 42 Inchana if 
Okiahormea Kansas 18 
Arkansas g New Jeracy s 
j 
psi atin 
Short runs mm cold weather, such as city driving. do not per 
mut thorough warnmung up of the engine and water may accumu 
at crankcase from condenaat ot moisture produced by 
b sg of fuel, Water. in the crankcase, metry freeze and inter 





tere with proper oil circulation. It also promotes rusting and 
may cause clogging of ofl screens and passages. Under nor 


nal driving conditions this water im removed by crankcasc 





ventilator hut if water accurr t should be removed by 


draining the crankcase as frequently as may be required 


Nethonal Petroleum News 


THIN OIL 


Non-lubticating elements in the oi reduce its bubncating 
properties. are more likely to cut through the thin oi] film of 
igbter cils used in lubricating the closer bearing clearances of 
the modern car, and are likely to clog vital oil circulating par- 
sages. 


—j. N. Westamith N_P.N. Engineering Editor. 


CLEAN AIR CLEANERS 


“The importence of heaving a highly efficient air cleaner 
and of property maintaining it cannot be overloeied. Engines 
con be rum in the icherntery under full lead for 100 hours at 
4000 ¢.p.m.. which ms equivalent to $000 miles. and have practi- 
cally no wear on the cylinder beres or rings. 

Hi the same engine is operated under dusty conditions 
without a highly efficient air cleaner tor the same mileage. the 
tings will be completely worn out. te the point where replace- 
ment is necessary to operate the vehicle. due to lack of oi con- 
trol and excessive blow-by.” 

~Max M. Roensch Detroit. experimental Engineer. 


AVOID WATERY SLUDGE 
call 


Accumiblahon of condenred 
weoter vapor a the crankcase m 
much more prevalent in the win 
ter than mast motorists realie« 
— m mixed with dirty oil, water 
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U.S. ARMY RULE IS CHANGE 
OIL EVERY 500-1000 MILES 
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the crankceme oi! should be checked frequent > ‘cain 
after $00 te 1.008 miles of opercti a 
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unless operating mile requir more frequ home 
Severe operating i nary require immediate attentior 
to lubneation im arder pre RNMCKSID z i peur 
and assemblies ond to assure dependabl« hicke adie 
ance with reason bie r § 
ply of proper lubrrcants rai ie 
supervision, and strict applicatic { hube 
necessary to achwve correct 

page 171. Basic Fleid Monuai, Motor Traaspert, Wo: 


Department 


- Operating Costs Decrease 50% Since ra 
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colors, 
black, red and yellow, on 
heavy poster paper. Size: 
27 inches by 407. 


Printed in three 
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N.P.N. Gasoline Index 


Dealer Tank 

T.W. Car 

Cents Per Gallon 

Nov. 4 8.71 5.06 
Month ago 8.57 5.13 
Year ago 9.84 6.26 


Dealer index is an average of “undivided” dealer 
prices, ex-tax, in 50 cities. 


DOLLARS 
PER BARREL 






Tank car index is a weighted average of 9 
vholesale markets for regular-grade gasoline. 

Weekly Changes in Crude Oil Stocks* Z 

! 

(Thousands of barrels) oc 

Change  L 

from ~~) 

Grade or origin Oct.19 Oct. 26 Oct. 19 ax 

Pennsylvania Grade 4,681 4,634 47 ry 

Other Appalachian 1.416 1,370 - 46 a 
Lima-Michigan 1,474 1,477 + 3 
[llinois-Indiana 19,883 19,639 244 
Arkansas 3,528 3,576 48 
Kansas , p ' 8,258 8,338 SO 
Louisiana: F 13,850 13,823 27 
Northern (ine. Miss.) 5,509 5,387 122 
Gulf Coast 8,341 8,436 95 
New Mexico 7,508 7,620 112 
Oklahoma 64,162 64,208 + 46 
Texas: : 83,171 84,155 984 
East Texas 19,161 18,976 -185 

West Texas 18,209 18,780 LAT] Z 

Gulf Coast ‘ 19,728 20,278 550 oe) 

Other Texas 26,073 26,121 18 n— 

Rocky Mountain 16,143 15,998 145 eS 

California 35,188 35,228 + 40 zd 

Foreign 2,836 2,680 156 li 

wae 

Total U. S. refinable 262,098 262,746 648 a 
Heavy in California 12,556 12,583 27 


As compiled by U. S. Bureau of Mines 


N. P. N. Refinery Index 


The Retinery Index shown 


below represents the return in cents 
per barrel (42 gallons) from refining a barrel of 36 gravity Mid 
Continent crude into its various principal products. The index is 
calculated by subtracting the current price of crude at the well 


from the average price of refined products sold at current quoted 


Oklahoma refinery market prices 

Date Margin 
Nov. 1 17.5 
Month ago 50.3 
Year ago 62.5 


Mid-Continent Lube Statistics, Sept. 1940 


Reported by Western Pet. Refiners Ass'n covering operations of 
12 member reporting companies.) 
Steam 
Bright Viscous Paraffin refed. Blended 
Stock Neutrals Oils Stocks Oils 
‘roduction 101,810 154,185 11,208 20,554 187,711 
Shipments 
Domestic 90,947 169,305 17,041 22,972 176,77 
Export 1,365 2,760 643 297 y, 1k 
rotal 95,312 172,065 17,684 23,269 182,558 
ventory, Sept. 30, 1940 379,135 265,001 15,339 71,489" 131,599 
Inventory, Aug. 31, 1940 372,637 282,881 51,815 74,204 126, 44¢ 
ventory, Sept. 30, 1939 278,690 131,382 12,792 116,407 141, 8+ 
*New basis of reporting; comparable only with data reported in p 


ling month, tNew basis of reporting: not comparable to previous d 


Petroleum Exports Drop, Imports Increase 


WASHINGTON 
yepartment 
mports of 


Preliminary figures issued by 
for September show declining exports 
petroleum and its products. Details 


the 
and 
follow: 


Commerce 
mounting 








Sept. Nine months 
Exports 1939 1940 1939 1940 
ras and fuel oil (1000 bbls.) 4,222 1,871 35,823 23,830 
($1000) 4,492 1,934 42,282 27,954 
‘araffin wax ($1000) 989 323 5,786 £264 
isoline (1000 bbls.) 3,590 1,528 28,769 14,618 
($1000) 9,636 4,382 72,065 16,898 
ubricating oil (1000 bbls.) 959 387 8,309 8,521 
($1000) 7,600 3,472 99,496 77,995 
rude petroleum (1000 bbls.) 6,924 4,260 55,138 40,515 
($1000) 9,071 5,490 71,043 53,352 

imports 
rude petroleum (1000 bbls.) 3,235 4,059 25,015 30,408 
($1000) 2,159 3,175 17,345 22,743 
is oil and fuel oil* ($1000) 619 1,680 8,644 19,591 
Partly oil used for refueling vessels and for refining and 


<port 


90} BUNKER *C” 


OKLA. NO. 6 


‘ 


MID-CONT 
BRIGHT STOCK 


GASOLINE CONSUMPTION BY STATES, 


Alabama 
Ariz na 

Arkansas 
California 
Colorado 


Connecticut 
Delaware 
District of 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
lowa 


Columbia 


Kansas 
Kent 
Louisiana 


Viaryland 

\iassachusetts 
Michi 
\linnesota 


gan 


\IiSSISSIPpl 
Nissouri 
Montana 
Nebr 
Nevada 
New Hampshire 
New Jersey 
New Mexico 
N York 
North Carolina 
North Dakota 
Ohio 

Oklahoma 

Oregon 

Pennsylvania 


iSKka 


Yew 


Rhode Island 
outh Carolina 
South Dakota 
rennessee 
lexas 

Utah 

Vermont 
Virginia 
Washington 
West Virginia 


Wisconsin 
Wyoming 


Total 

Daily Average 
Change from 

previous year: 
Total change 


Percentage change 
in Daily Average 


Oklahoma figures 


FMAMJIJA 


—— Month of——— 
Aug., 1940 Aug., 1939 


not 


, | aoe 
= 


(Figures in 


Gallons 
24,614 
9,542 
17,929 
177,224 
27,462 


38633 


available 


Gallons 


22,219 
9,247 


16,846 


166, 772 


at 


Cte 
25,994 
39,215 
1, 836 


13,562 





91, 


35,739 
19,000 
289 
7,840 


14,690 
69,184 


time 


SO 


Pst i - ao a en, 


thousands) 


rt 


AUGUST 


1940 


8 Months Ending With 


| of 
Change 
110.78 
3.19 
6.43 


6.27 1,27 


5.65 
9.71 
8.51 
9.9%) 
17 


1 > 
+15.74 


9 Qg 





1 913,290 


publication 


15.81 





Aug., 1940 Aug., 1939 | of 
Gallons Galions Change 
170,496 160,432 6.27 

75,691 70,299 7.67 
121,917 116,496 1.65 
70,63 1,210,233 1.99 
169,981 160,935 5.62 
43,595 230,604 5.63 
11,529 IS, 850 6.90 
107,614 98,563 t 9.18 
271,310 244,946 10.76 
254,443 234,851 + $.354 
70,175 64,337 L Y (7 
193, 208 924 G28 j 7.28 
3,591 126,973 10.92 
82934 165, O27 } 165 
15,430 $33,182 3.68 
188,615 178, 763 + 3.51 
177,364 167,379 3.97 
103,659 98,745 } 1.9N 
05.378 190,518 7.80 
188,250 173, 168 } 3.19 
822,391 754,912 8.94 
70,684 359,473 LE 2 
139, 382 134,414 t 3.70 
150,850 27.076 Sy | 
94,284 84,879 +11.08 
158, 905 156,035 + 1.84 
28,852 29,463 2.07 
63,262 61,388 L 305 
604,910 57.5, 281 5.52 
72,631 67,099 8.24 
294,506 1,251,520 t+ 3.433 
292,146 279,445 1.55 
106,641 R9.7R5 118.77 
962,595 893,943 + 7.68 
174,634 161,467 } “15 
31,218 961,509 iY 7 
$8,537 84,891 1.06 
151,576 139,548 & 
98, 966 89,875 + 10.12 
212,678 194,182 9.5% 
935,940 891,198 5.02 
70,357 65,123 x04 
16,683 14,467 1.98 
268,016 50,061 7.18 
252,158 231,750 8.81 
141,564 ; be 
390,696 1.76 
18,295 6.7! 
5,528,968 14,615,678 6.25 
63,643 60,147 5.81 





SIDNEY BEVIN 


E. V. MONCRIEF 


F. C. KERNS 


M. B. CHITTICK 


GREASE INSTITUTE STARTS 
STH YEAR, KERNS IS HEAD 


The National Lubricating Grease Institute started its 
ninth year this month headed by a man who has had 
much to do with the maintaining of interest in the in- 
stitute’s activities during the past five years. F. C. Kerns, 
The Texas Co., has been in charge of the convention pro- 
grams of the institute, known as the National Association 
of Lubricating Grease Manufacturers until 1937, during 
this period. 


This group of lubricating grease makers, technologists, 
and sales executives now represents a large percentage 
of the national output of lubricating greases and has be- 
come a clearing house for interchange of ideas and dis- 
semination of technical data. It has promoted policies 
and standards to meet the exacting conditions of today’s 
automotive and industrial service. 


The development of a grease classification by cor- 
sistencies last year by the technical committee, headed by 
M. B. Chittick, Pure Oil Co., is but one indication of the 
co-operation of this group and its growing influence in the 
field of grease lubrication. Mr. Chittick, being at the 
same time chairman of the grease subcommittee of 
Committee D-2 of the American Society for Testing Ma- 
terials, is in touch with the best thought on subjects 
related to grease and its manufacture. A large share 
of the objectives of the N.L.G.I. are carried out by its 
Technical committee. 


Three principal projects are now being handled by this 
committee. The first is to work with the American Pe- 
troleum Institute’s lubrication committee on recommenda- 
tions for grease change in motor vehicles. The second 
is in the standardization of a mobilometer for measuring 
a grease property related to but more general than the 
fluidity of a liquid, and expressed as the rate with which 
a grease is deformed after the yield value has been ex- 
ceeded. The third project is a co-operative one in devel- 
oping grease stability tests. 


President Kerns has taken a great personal interest in 
the activities of the institute since its organization eight 
years ago and has served it in several capacities during 
these years. He has been a director for 7 years, chairman 
of its program committee for 5 years, chairman of its 
publicity committee for 3 years, and served last year as 
vice president. 

Mr. Kerns will complete 30 years with The Texas 
Co. next January. During most of these years he has 
been connected with the sale of lubricants. He joined 
the company with opening of a lubrication division in Jan- 
uary, 1911. Since 1934 he has been on the headquarters 
staff of the vice president and general sales manager. 

A native of western Pennsylvania, Mr. Kerns grew 
up on a farm in Westmoreland county near Pittsburgh 
with little or no thought of entering the petroleum in- 
dustry. His first 10 years of employment were with a 
railroad. He joined The Texas Co. in Texas and became 
chief clerk in the Houston office scon afterward. After 
11 years in Houston he was transferred to Denver as su- 
perintendent of lubricant sales. From there he went to 
New York in 1925 to hold a similar position for the north- 
ern territory until 1934. 

Mr. Kerns has also been active as a member of the 
lubricant committee of the American Petroleum Institute 
and its grease sub-committee. He is also a member of 
the Society of Automotive Engineers. 


Mr. Chittick and all other officers of the grease in- 
stitute for the coming year are past presidents, with ex- 
ception of Sidney Bevin, Toledo, of Fiske Brothers Refining 
Co., who is the incoming vice-president. E. V. Moncrief, 
retiring president, has been treasurer of the organization 
since it was founded. Mr. Moncrief is president of Swan- 
Finch Oil Corp., New York. George W. Miller, Buffalo, 
re-elected executive secretary, served as its president, 1937- 
38; he is with Battenfeld Grease & Oil Corp., New York. 
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Texas Fields 
Ordered Closed 
For Seven Days 


Special to N.P.N. 

AUSTIN, Nov. 5.—In an un 
expected move, Texas Railroad 
Commission this week clamped 
7 shutdown days on all but a 
few of Texas’ 500 fields, which 
Commissioners estimated would 
reduce production 50,000 bbls. 
daily under Bureau of Mines 
estimate of 1,291,000 bbls. for 
November. 

Commissioner Sadler signed 
the order drawn last week by 
E. O. Thompson. Putting it 
into effect, Mr. Sadler reversed 
himself, coming over to Thomp- 
son’s viewpoint that a horizon- 
tal cut for the state was nec- 
essary. Last week Sadler re- 
fused to sign order, saying he 
saw no emergency. 

Shutdown days will be Nov. 
9, 10, 16, 17, 24, 28 and 30. Ex- 
empted fields are Luling, Bran- 
yon, Slat Flat, Mission River, 
Plummer, Bammel,_ Barber’s 
Hill, Boling, Esperson, Chara- 
museca, Moca, Sinton, Mexia, 
Powell, Wortham, Boggy Creek, 
Grapeland, Lone Star, Rotan, 
Big Lake, Hendricks, Howard- 
Glasscock, Iatan East Howard, 
Taylor Link, and Johnson in 
Cooke County. 

Order won’t affect marginal 
wells. Commission earlier had 


defended Texas production over 


Bureau of Mines estimate on 


grounds that state has been pro- 


ducing under estimate all year. 


Postponement Asked 
In Madison Retrial 


By Teletype 
N.P.N. News Bureau 
WASHINGTON, Nov. 5. 
Postponement of retrials in first 
Madison oil case, from Nov. 18 
until January (probably Janu- 
ary 20), has been requested by 
the Department of Justice be- 
cause of illness of one of the at- 
torneys who is participating in 
the case, Hearing on govern- 
ment’s request for postpone- 
ment has been set for Nov. 13. 
if retrials in the first Madison 
case are postponed, then it is 
considered likely that trial of 
the remaining defendants in the 
second Madison case (jobber 
contracts), scheduled for Janu- 
ary, 1941, will also be deferred 
for several months, 
Trial of both cases is to be be- 
fore Federal Judge Lindley, of 
Danville, 111. 
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Over 180 Defendants 
Served in Oil Suit 


By Teletupe 
N.P.N. News Bureau 
WASHINGTON, Nov. 5.—In- 
dications are that between 180 
and 185 of the 367 defendants 
have been served in anti-trust 
suit filed here Sept. 30 against 
the American Petroleum Insti- 
tute and 22 major oil com- 
panies and their alleged affili- 
ates, it was reported today at 
the justice department. 
Meanwhile, federal district 
court here has granted an ex- 
tension of time to Standard Oil 
Co. of Ohio and 19 so-called 
“secondary” defendants until 
Dec. 1 to answer the complaint. 
Official returns from U. S. 
marshals filed with the federal 
district court show 98 of the 
367 defendants served and one 
not yet located. Latter is Cali- 
fornia Petroleum Corp., listed 
by the Justice Department in 
the complaint as an affiliate of 
The Texas Co. with principal 
place of business at Calpet, 
Wyo., which the U. S. Marshal 
there said he could not find. 


Truckers Are Grouped 
Under Wage-Hour Law 


N.P.N. News Bureau 


WASHINGTON, Nov. 4. 
Truck drivers engaged in 
transportation of petroleum 


products may now be grouped 
under four general classifica- 
tions under the federal wage- 
hour law, according to Wage- 
Hour legal staff. 
This grouping, they say, will 
clear up some points arising 


Division's 


out of differences of opinion 
between the Interstate Com- 
merce Commission and _ the 
Wage-Hour Division as to what 
constitutes “interstate com- 
merce”’. 

Specific exemption as_ re- 
gards the maximum hours and 
overtime pay provisions (but 
not the minimum hourly rate 
30ce now) is granted in the 
wage-hour law itself to em- 





Texas Supreme Court Denies Hearing 


On Leased Stations Under Chain Tax 


Special to N.P.N 
AUSTIN, Nov. 2. 
preme Court has declined to 


Texas Su- 


grant a hearing on its recent re- 
fusal to review a lower court’s 
decision upholding the state 
chain store tax law as applied 
to a group of West Texas sta- 
tions. 

Stations involved were sup- 
plied by Standard Oil Co. of 
Texas (a California Standard af- 
filiate) and included dealer sta- 
tions as well as lessee-operated 
stations. Lower court held that 
(1) stations were “controlled by 
the supplier and (2) that they 
were not entitled to exemption 
granted to filling stations be- 
cause they sold accessories and 
other non-petroleum products 
(see NPN, Oct. 9, 1940 for de- 
tails). 

Seeks Ruling from Court 

Attorneys for the Texas 
Standard apparently were seek- 
ing a court decision on just how 
far oil companies could go with- 
out making all their filling sta- 
tions liable for the tax. The 
court was asked to render a de- 
cision “that will make clear to 


producing companies what they 
can do and must do.” 

The petition asked the court 
to state whether companies can 
advertise their products as sold 
at certain stations without mak- 
ing those stations part of a 
chain. The attorneys also asked 
if painting stations uniformly 
so patrons will know what class 
of products is sold, constitutes 
a chain. 

But the company’s plea that 
the court mark a boundary line 
between permissible and_non- 
permissible activities went un- 
answered, as the tribunal re- 
fused to consider the petition 
Oil companies apparently will 
have to rely on the judgment of 
their attorneys as to how far 
they can go in dominating retail 
outlets without coming under 
the tax. 

Standard’s joust with the 
courts has been watched with 
considerable interest and anxi- 
ety by other oil companies in 
Texas, for classifying all filling 
stations that sell anything but 
gas and oil as chain stores, 
means many millions more in 
taxes each year that the com- 
panies will have to pay. Texas’ 
chain store tax runs up to $750 
per year per station. 


ployes of companies which are 
subject to the ICC under the 
Motor Carrier Act. Employes 
of for-hire truckers engaged in 
{interstate commerce have been 
subject to the ICC’s hours-of- 
service regulations since March 
1, 1939. Since Oct. 15, 1940, the 
ICC safety rules, _ including 
hours of service, have been ap- 
plicable to employes of private 
carriers—such as truck drivers 
for oil companies—-engaged in 
interstate commerce. 

ICC is now engaged in an in- 
vestigation to determine what 
other employes— besides drivers 

should be covered by its safe- 
ty regulations. Whatever em- 
ployes are brought under the 
ICC regulations will be exempt 
from the maximum hours pro- 
visions of the wage-hour law. 
But so far drivers are the only 
pmployes under ICC control, so 
others are claimed by the 
Wage-Hour Division. 


40 or 60 Hours Per Week 


Fact that makes it important 
whether or not an employe is 
subject to the ICC is this: ICC 
regulations provide for 60-hour 
week while wage-hour law al- 
lows only 40 hours work per 
week without payment of time- 
and-a-half of regular rate of pay 
for each hour over 40 per week. 

The maximum workweek for 
drivers under the ICC’s safety 

(Continued on page 25) 


Tanker Rates Jump 
4 to 9c per Barrel 


N.P.N. News Bureau 


NEW YORK, Nov. 5.—Higher 
coastwise tanker rates were 


paid by charterers the _ past 
week, with indications pointing 
toward further increases in 
rates in the future, boat men 
reported here today. Boats 
were said to be very scarce, 
while at the same time, char- 
terers are reaching out into the 
market with considerably more 
interest than for some _ time 
past. 

A “dirty” boat was taken 
late last week at 38c for 30 
gravity or lighter crude, 43c 
for 10-19.9 gravity fuel. 

Last paid for “clean” tonnage 
was 40c for gasoline, 42.5¢c for 
kerosine and 45c for No. 2 fuel. 
These rates represent increases 
of from 4 to 9c per bbl. over 
previous fixtures. 








Quotas In Southwest States 
May Exceed November Needs 


N. P. N. News Bureau 

TULSA, Nov. 4.—Most south- 
western oil states are expected 
to continue more 
than the Bureau of Mines’ fore- 


November. 


producing 


casts in 
Texas continues to operate on 
3-month  proration 
scheduled to expire the end of 
November. Meanwhile, though, 
actual production figures the 
full week of October indi- 
cate the Bureau’s October fore- 
is being over-produced al- 
70,000 bbls. daily. Hear- 
ings continue to be scheduled 
for shutdown 
increased 


its order 


last 


cast 


most 


on requests ex- 


emptions and allow 


ables. 

Excess production is reported 
in East Texas and certain Gulf 
coastal fields, where oil is said 
to be available in the open spot 
market at 8 to 10c.a bbl. below 


the posted prices. 

Kansas, last week, stuck by 
the Bureau of Mines’ 186,000- 
bbl. demand estimate, but 
tacked on an additional 4000 
bbl. allocation for new wells. 


This brings total allowable to 
190,000 bbls. 

Louisiana, after setting its 
production figures below the 


Bureau estimate in September 


and challenging other states to 
do so, increased its November 
allowable to 279,973 bbls. daily, 
about 6000 bbls. daily above the 
bureau’s forecast. 

Oklahoma’s November  pro- 
duction allowable will remain 
unchanged at 390,000 bbls. 
daily. The November produc- 
tion is expected to fall below 
the Bureau’s 413,000-bbl. de- 
mand estimate, even though the 


state over-produces its allow- 
able by approximately 10,000 
bbls. as it did last month. 


In announcing the Oklahoma 
allowable order, Conservation 
Officer Armstrong said that the 
Bureau’s figures indicated a 
strong market demand for Ok- 
lahoma crude, but it was felt 
any increase in allowable at this 
time might be mis-interpreted 
by other producing states. 

The Arkansas production al- 
lowable has been revised to 69,- 
500 bbls. daily for November, 
1500 bbls. below the Bureau of 
Mines demand estimate. 





Holds Texas ‘Under-Produced’ 
For First 9 Months of 1940 


Special to N.P.N. 
AUSTIN, Nov. 2. Texas 
Zailroad Commission this week 
voiced at 


Petroleum 


answered criticisms 
the 


Assn. 


Independent 


of America’s convention 

at Dallas, which held that Tex- 

as production was too high. 
John E. 


visor of 


Taylor, chief super 
the 
and gas division, estimated that 
the first 9 months of this 
year, Texas under-produced the 
U. S. Bureau of Mines estimate 
by 8995 bbls. daily. 


commission’s oil 


for 


Mr. Taylor further countered 
that while Texas was underpro- 
ducing this year, 7 other states 
with 43.2% of the reserves, com- 
pared with 52.7% in Texas, 
overproduced the bureau esti- 
mate 5700 to 55,900 bbls. daily 
the first 8 months. 


Based on I.P.A.A._ reports, 
Mr. Taylor charged that the 7 
states, which he said were the 
leading producers,  over-pro- 
duced the estimate by the fol- 
lowing figures: 


Arkansas, 1.6% of the re- 
12 
aw 


serves, 6000 bbls. daily over-pro- 
duction; California, 18.6‘ of re- 
serves, 21,100 bbls. daily over- 
production; Illinois, 3.3¢ of re- 
serves, 55,900 bbls. over-produc- 
tion; Louisiana, 6.8% of re- 
serves, 19,800 bbls. over-produc- 
tion daily; Oklahoma, 5.6% of 
reserves, 16,600 bbls. daily over- 
production; Kansas, 3.4% of re- 
serves, 17,800 bbls. daily over- 
production; New Mexico, 3.9% 
of reserves, 5700 bbls. daily 
overproduction. 

Mr. Taylor said that these 
figures indicated Texas has “be- 
haved very nicely.” 


The continued policy of the 
railroad commission in grant- 


ing field increases to those fields 
that show firm market demand, 
in the meantime, has_ boosted 
daily production to 1,424,025 
bbls. daily, which is 133,025 over 
the bureau’s estimate of de- 
mand. Deductions for shut- 
down days and _ under-produc- 
tion, however, brought the sur- 
plus down to only 76,064 bbls. 
daily, the oil and gas division 
of the commission reported. A 
large part of the swelling fig- 
ure was also due to the addition 


of 115 new wells to the sched- 
ule. 

The commission, however, 
said that due to Texas under- 
production of the bureau figures 
throughout the year, the state 
could produce 50,000 bbls. daily 
over the estimate for 50 days 
without exceeding the bureau’s 
total estimate for the produc- 
tion perioid ending Dec. 1. 

A state-wide hearing of oil 
men has been called by the 
commission for Nov. 18 to con- 
sider production allowables for 
the next order to replace the 
one in effect. The commission 
has given no indication wheth- 
er it will be possible to make 
the coming order for 90 days, 
like the one now in effect. Many 
oil quarters have expressed op- 
position to the 90-day schedule, 
holding that 30 days is better 
adapted to take care of chang- 
ing situations in the oil pic- 
ture, 





New Texas Oil Commission 
Urged by Manufacturers 
Special to N.P.N 
AUSTIN, Nov. 2.—Demands 
for a separate oil and gas com 
mission in Texas were made in 
Dallas last week by the Traffic 
and New Industries Committee 
of the Texas State Manufactui 
ers’ Assn. 
‘Pay More Heed to Rates’ 
The traffic commission de 
clared, in a resolution, that th: 
present Railroad Commission is 
so burdened by oil and gas du 
ties that Texas railroad rates 
are being neglected. 
Furthermore, the committe: 
complained that Texas is being 
retarded industrially by what it 
termed unequal freight rates, 
and declared that the commis- 
sion should spend more time 
trying to amend this unequal 
ity. 





Motor Fuel Demand For U. S. 
At All-Time High in 1939 


>.N. News Bureau 


WASHINGTON, Nov. 4.—Do- 
demand for motor fue! 
established a new record of 555,- 
509,000 bbls. during 1939, Bu- 
reau of Mines stated today in 
its final summary for the year 
on crude petroleum and its prod- 
ucts. Exports of motor fuel, 
depressed by the war, dropped 
from 50,109,000 bbls. in 1938 to 
44,638,000 bbls. in 1939. Details 
follow: 


mestic 


1939 1938 
(figures in 
thousands of bbls.) 
Domestic production 


Crude petro- 
leum . 1,264,962 1,214,355 
Natural Zaso- 
line 51,650 51,347 
Benzol 2,498 1,764 
Total 1,319,110 1,267,466 
Imports 
Crude petro- 
leum 33,095 26,412 
fefined prod- 
ucts 25,965 27,896 
Decrease in 
stocks, all oils 41,865 9,077 
Total Demand 1,429,035 1,330,851 
Exports 
Crude petro- 
leum 72,076 77,254 
Retined prod- 
ucts 116,883 116,474 
Domestic Demand 
Motor fuel 555,509 523,003 
Kerosine 60,503 56,350 
Gas oils and 
distillate 
fuels 138,723 117,449 
Residual fuel 
oil , 319,738 291,833 
Lubricants 23,713 21,232 
Wex 1,162 995 
Coke 7,108 5,589 
Asphalt 27,093 24,155 
Road oil 7,846 7,847 
Still gas 68,779 65,890 
Drilling declined during the 


year and the number of oil wells 
brought in fell from 19,121 in 
1938 to 17,485 in 1939, Mines Bu- 
reau reports. Number of pro- 
ducing wells rose to 380,390 on 
December 31, 1939, as compared 
with 369,640 on the same date a 
year earlier. 


NATIONAL 


Magnolia Taking Bids 
For Pipeline Construction 
TULSA, Nov. 4. Magnolia 

Petroleum Co. is reported tak 
ing bids for construction of an 
approximate 85-mile,  8-inch 
welded crude pipeline to extend 
from the Duggan-Slaughter 
pool in Cochran-Hockley coun. 
ties of Texas south through the 
Wasson pool of Yoakum Coun- 
ty and thence to Magnolia’s 
Seminole, Gaines County, Tex- 
as station. 


Institute of Petroleum 
Announces Program 

CLEVELAND, Nov. 4.—‘‘Mod 
ern Motor Fuels” by Dr. T. A. 
Boyd, director of research, Gen 
eral Motors Corp., will be the 
subject of a talk to be given at 
the sixth annual meeting of the 
Institute of Petroleum (British), 
Chicago’s Stevens Hotel, Novy 
13 at 6 P.M. 

This talk will be followed by) 
motion pictures on “Slow-Mo- 
tion Study of Normal Combus 
tion, Pre-ignition, and Knock in 
a Spark-Ignition Engine”. 
through the courtesy of Dr. G 
W. Lewis, director of aeronauti 
cal research, National Advisor, 
Committee for Aeronautics. 


Mrs. Rexford S. Blazer Dies 

Funeral services were held in 
Cleveland Nov. 1 for Mrs. Rex 
ford S. Blazer who died of 2 
heart attack following child- 
birth at Fairview Park Hospital! 
on Oct. 30. Mrs. Blazer leaves 
her husband, who is sales man- 
ager of Allied Oil Co., Cleve 
land, and her newly-born daugh- 
ter. Rexford S. is a nephew 
of Paul G. Blazer, president of 
Ashland Refining Co., Ashland, 
Ky. 
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75 Tankers Destroyed in War; 
U.S. is Now Building 59 More 


N. P.N. News Bureau 

NEW YORK, Nov. 4.—De- 
struction of at least 75 oil tank- 
rs, totaling about 525,000 gross 
ons, by mines, torpedoes, bombs 
ind shells so far in World War 
II has caused oil companies in 
the U. S. to look to possible 
needs for tonnage in various for- 
eign runs after the termination 
of hostilities. 

Just how great the need for 
boats will be is not easily de- 
termined, but if the belligerent 
nations continue to suffer losses 
of oil carriers in the future at 
the same rate as they have in 
the past, there will be a greater 
demand for American boats. 

New keels are being laid in 
American shipyards as fast as 
boats are completed. Ten tank- 
ers of 97,667 gross tons were 
launched between Jan. 1 and Oct. 
1, 1940, and as of Nov. 1, 59 
tankers of 555,060 gross tons 
were still under construction 
and/or under contract, most of 
them contracted for since the 
first of this year, according to 
the American Bureau of Ship- 
ping. So far this year, 18 Amer- 
ican-flag tankers have been 
transferred to foreign registry. 


British Tankers 


Boats flying the American flag 
at present run a close second to 
British registered tankers. How- 
ever, since spring of this year 
when Norway and France, Bel- 
gium and the Netherlands were 
invaded, Great Britain has as- 
sumed control over part of the 
French, Norse and Netheriands 
tonnage. Considerable number 
of the Norwegian boats, it was 
understood, had been under time 
charter to British shippers, and 
it was believed that these boats 
are still in operation. 

On Jan. 1, 1940, there were 436 
sea-going tankers registered un- 
der the British flag, 353 under 
the American, 260 under the 
Norwegian, and 107 under the 
Netherlands. The world tanker 
fleet numbers 1556, leaving only 
100 tankers registered under the 
flags of all other nations. 

Expansion of the U. S. Navy 
and the subsequent need for 
more tankers to service the fleet 
IS another factor which has 
helped put tanker construction 
in the U. S. into high gear. It is 
the Navy’s policy not to con- 
(raect for construction of new 
‘ankers itself, but to purchase 
tankers already constructed for 

lvate companies. 

The shipbuilding program of 
he Maritime Commission _in- 
udes 23 defense-feature tank- 

S with superior speed and 
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built-in. gun emplacements. 
Agreements were made between 
Maritime Commission and 
Standard Oil Co. of New Jer- 
sey, Socony Vacuum Oil Co. 
Inc., and Keystone Tankship 
Corp. for construction of these 
tankers. 


Navy Purchases Boats 


The Jersey company’s con- 
tract called for construction of 
12 tankers, all of which have 
been launched. Eight of them 
have been purchased by _ the 
Navy, and the remaining 4 will 
be purchased by Dec. 1. They 
are the “Esso New Orleans”, 
“Esso Annapolis”, “Esso Ral- 
eigh”’, and “Esso Columbia’’. 
With exception of the “Esso Co 
lumbia’”’, which is still in the 
shipyard, these tankers have 
been in the coastwise service 
for the Jersey company since 
their completion less than a year 
ago. 

Two defense-type tankers, the 
“Esso Richmond” and the “Esso 
Trenton” were delivered by the 
Jersey Company to the Navy 
on Oct. 22. It was reported 


that two other tankers of this 
type, the ‘“Seakay” and _ the 
“Markay” owned by Keystone 


Tankship Corp., were also pur- 
chased by the government, but 
delivery date could not’ be 
learned. 


Coastwise Effect Studied 


Four of the 8 defense-type 
tankers already owned by the 
Navy have also seen service in 
the coastwise trade. Effect otf 
the withdrawal of these 7 large 
tankers from the Gulf-North 
Hatteras run is being closely 
watched by both boat and oil 
men. Carrying on the average 
of about 150,000 bbls., each is 
capable of at least 2'. round 


trips from Gulf ports to New 
York each month. In constant 
operation, they would carry 
each month a total of approxi- 
mately 2,625,000 bbls. of oil. 

Rumors persist of a “commit- 
tee” formed by the government 
and boat owners in which agree- 
ment was reached whereby own- 
ers suffering losses of tonnage 
through requisitioning could 
“borrow” a certain percentage 
of tonnage from other owners, 
but they are generally discount- 
ed by most boat men. 


59 New Tankers 


Following is list of companies 
contracting for the 59 tankers 
now under construction and 0: 


contract in U. S. shipyards as 


of Nov. 1, 1940: 
Gross 
No. Tons 
Petroleum Shipping Co. 3 29, 400 
Sinclair Refining Co 10 93,400 
Soecony Vacuum Oil Co 6 58.800 
Union Oil Co. of Calif 3 24,000 
Richfleld Oil Co 1 8,00 
Panama Transport Co y. 19,600 
Standard Oijil Co of 
New Jersey 13. 143,500 
Standard Oil Co. of 
Calif. 1 3,200 
Sun Oil Co py 22,800 
The Texas Co 1 38,400 
Continental Oil Co 1 8,000 
Tide Water Associated 
Oil Co 1 1.5 
Pan American Petro- 
leum & Transport Co 1 7.700 
Atlantic Refining Co 2 22,860 
U 5S. Maritime Com- 
mission 5 50,000 
National Bulk Car- 
riers, Inc 1 21,900 
Totals ag SAS, O60 





August Gasoline Consumption Up 6.21%. 


Increase Is 5.81% 


N.P.N. News Bureau 

NEW YORK, Nov. 3.— Gaso- 

line consumption in the U. S. 

6.21% in August, as 

compared with August, 1939, ac 

cording to the American Petro- 
leum Institute. 


was up 


Gasoline consumption for the 
first 8 months of 
5.81%, 


1940 was up 
as compared with a like 
period in 1939, the report said. 
August of this 
were shown in all by 3 


Increases in 
vear, 
states. States with substantia! 
increases were Wyoming, 
16.56°7; Georgia, 15.74%; Flor- 
ida, 14.75%; and Utah, 12.83°. 
The 3 with 
were: Minnesota, 24‘; 


states decreases 
Nebras- 
ka, 3.55°°; and Kansas, 0.66%. 


States with substantial in- 


creases for the first 8 months of 


1940, are: North Dakota, 
18.77% ; Montana, 11.08%; 


ana, 10.92%; Florida, 10.76%; 


and South Dakota, 10.12%. Nev- 


U. S. Navy Takes Over 12 New Tankers 





This is “Esso Richmond,” one of the 12 national-defense tankers, 


taken over by the U.S. Navy. 
of N. J., in cooperation with U. 


It was built for Standard Oil Co. 
S. Maritime Commission. It has 


speed of 18 knots, and capacity of approximately 150,000 tons 


Indi- 


For First 8 Months 


ada was the only state with a 
reduction in gasoline consump- 
tion during this period. This re- 
duction was 2.07%. 

Gasoline gallonage during 
August, 1940, was 2,277,938,000 
gals., compared with 2,144,690,- 
000 gals. for August, 1939. Gal- 
lonage for the first 8 months 
was) 15,528,968,00 gals., com 
pared with 14,615,678,000 gals. 
for the like period, the A.P.lI. 
report stated. 

Detailed consumption figures 
are on page 11 of this issue. 


Dealer Prices in N.Y.C. 
Cut Again by Socony 
N.P.N. News Bureau 

NEW YORK, Nov. 4—A re 
duction of 0.4¢, effective Oct. 31, 
in its posted dealer tankwagon 
price for Mobilgas (regular) in 
Manhattan, Brooklyn, Bronx and 
Queens, was announced by So- 
cony Vacuum Oil Co. Inc., last 
week. No change was made in 
its commercial tank car or tank 
wagon prices, a Socony official 
said. 

On Oct. 22, Socony had ad- 
vanced its dealer prices 0.4¢c in 
the same area, which followed a 
reduction of the same amount 
on Oct. 12. On Oct. 29, Socony 
advanced Mobilgas’ (regular) 
prices, all methods of delivery, 
O.lc per gal. throughout New 
York and New England, with 
exception of western New York 
state. 


Ohio Standard Cuts ‘Gas’ Price 


CLEVELAND, Oct. © 30. . 
Standard Oil Co. of Ohio an- 
nounced a 0.5¢ reduction in its 


gasoline prices at Marietta, 
effective Nov. 1. New price to 
resellers, except authorized 


agents, for X-70 (Regular) will 
be 8c, with retail price at com- 
pany-operated stations 10.5c; 
both prices ex tax. 








Phillips Sees Vindication 
When Oil Suits Are Tried 


BARTLESVILLE, Okla., Nov. 
5.—Frank Phillips, board chair- 
man of Phillips Petroleum Co., 
expects vindication of the anti- 
trust chdrges against his com- 
pany and 21 others in the courts. 
He wrote his sales organization 
after advising the group of the 
suit, Saying: 

“From reading them, you 
might be led to conclude that it 
must be wrong for us to seek 
oil and gas leases so as to build 
up prospective underground oil 
reserves to keep us going in the 
future; that it is wrong for us 
to abide by orders issued under 
existing laws, which fix the 
amount of crude oil we may pro- 
duce, for conformance with such 
orders tends to restrict the pro- 
duction of crude oil; that we 
should overcome, by some in- 
genious but unknown device, 
the tremendous. competi- 
tion which exists in the market- 
ing of petroleum products, so 
that our sales prices would not 
be forced down to a more or less 
uniform but rock-bottom level 
to which unrestrained competi- 
tion forces us along with most 
other marketers; and that it 
would seem we create monopoly 
simply because we operate 
crude oil and gasoline pipeline 
systems for our own purposes, 
and offer these facilities for the 
transportation of products of 
other oil companies, 

“This suit is an attack upon 
the oil industry as a whole, and 


each and every department 
thereof, Our company is not 
conscious of any violation of 


any of the anti-trust laws, and 
expects vindication at the hands 
of the courts.” 

Hits Pipeline Suits 


Speaking of separate suits 
filed against Phillips pipeline or- 


ganization and other pipeline 
companies, Mr. Phillips said: 


“This suit strikes at operating 
methods and _ procedures that 
have been in effect since pipe- 
lines were made common car- 
riers in 1906. In our opinion, 
the legality of which, so far as 
I am aware, has never been 
questioned until now. In our 
opinion, these practices do not 
constitute a violation of the 
Elkins Act or of any other law.” 

He outlined the growth of the 
petroleum industry, told of in- 
creasing quality of petroleum 
products and steadily decreas- 
ing prices, its ability to supply 
peace and war time needs. Con- 
trary to general belief, the 
Phillips executive said earnings 
of the past 10 years of the 20 
largest oil companies showed an 
average of only 2.98%. Speak- 
ing of integration, he added that 


“expansion of facilities in each 
and every instance has been for 
the purpose of supplementing 
some already established branch 
of the business, for the purpose 
of effecting savings, and for the 


prevention of waste, and the 
benefits of these savings and 
waste prevention have been 


passed on to the public in the 
way of improved products and 
lowered prices.” 


‘Aimed At Mere Bigness’ 


“If there has been anything 
wrong or unlawful in the 
srowth and development of the 
company I have been unaware 
of it. Of course, I understand 
that the growth of our company 
into a strong integrated unit in 
the petroleum industry is con- 
trary to that business _ philos- 
ophy which sees evil in mere 
bigness, and that it is contrary 
to the ideas of those who have 
sought in many sessions of Con- 


gress to bring about the adop- 
tion of so-called ‘divorcement’ 
laws, under which integrated 
companies would be compelled 
to separate into unrelated units, 
like separating pipelines from 
production, or from refining, 
and so on. These suits now 
seek to accomplish by indirec- 
tion what Congress has so far 
refused to grant directly. I can- 
not understand how the dis- 
memberment of an efficient in- 
tegrated company and the sep- 
aration into smaller, less effi- 
cient, units could result in any 
benefit, On the contrary, in my 
humble judgment, such a re- 
sult would be to the serious det- 
riment and disadvantage of the 
public, and for the benefit of no 
one, Somehow, I feel that those 
who are responsible for the 
bringing of these suits do not 
fully understand all of the cir- 
cumstances involved and do not 
realize the unhappy conse- 
quences that will result if their 
goal is attained. But no matter 
what the result of these suits 
may be, you and I, as good citi- 
zens will have to bow our heads 
in humble submission.” 





‘No Fears From Oil Suit, 
Says Atlantic's President 


N.P.N. News Bureau 
NEW YORK, Nov. 4.—“No 
fears” was one way Robert H. 


Colley, president of Atlantic Re- 
fining Co., expressed his com- 
pany’s attitude toward the final 
outcome of the recent anti-trust 
suit filed against 22 major oil 


companies by the Justice De- 
partment. 

Mr. Colley’s remarks about 
the suit were contained in the 
following message to stock- 


holders and employes: 

“Your company is one of the 
367 defendants which include 
the American Petroleum Insti- 
tute, 22 major oil companies and 
many subsidiaries and affiliates 
of these companies, against 
whom the Attorney General of 
the United States filed suit in 
the District Court of the United 
States for the District of Colum- 
bia on Sept. 30, 1940. 

“The complaint states that it 
was filed under the Sherman 
Anti-Trust Act and the Clayton 
Act in order to prevent and re- 
strain violations of specified sec- 
tions of those acts. It has been 
and is the policy of your com- 
pany to carry on its business in 
accordance with the letter and 
spirit of the law, and, to this 
end, to co-operate with law en- 
forcement agencies. We have 
no fears as to the ultimate out- 
come of the suit and under nor- 
mal circumstances would have 
welcomed a fair and impartial 
investigation of the relation of 
company activities to the anti- 
trust laws, which are designed 


to assure continuance of the free 
enterprise system under condi- 
tions of fair competition. 

“However, the times are not 
normal, and unfortunately, it 
is probable that if this case fol- 
lows the usual pattern of such 
litigation, management must 
devote considerable time and ef- 
fort to its defense. 

“It is regrettable that the 
filing of the suit has been pre- 
ceded and accompanied by pub- 
licity which can only tend to 
create unjustified prejudice and 
confusion. It is not Atlantic 
policy to encourage useless 
public controversy by discussing 
the merits of pending litigation. 
The proper place to consider 
these questions is in the courts, 
and you may be confident that 
the defense of the company will 
be conducted vigorously.” 


Government Committee Hits 
Interstate Trade Barriers 


WASHINGTON, Nov. 5.—I)- 
terstate trade barriers, which 
include the widely-differing 
state regulations governing 
weights and sizes of trucks in 
interstate commerce, are likely 
to retard the national defense 
program, according to inter-de- 
partmental committee on inter- 
state trade barriers. 

Operating under the wing of 
the Commerce Department, this 
committee has been campaign- 
ing for the elimination of inter- 
state trade barriers, 


NATIONAL 





C.M. Gile Appointed 
Gulf Sales Manager 





C. M. Gile 


PITTSBURGH, Nov. 2.—C. M. 
Gile has been appointed to the 
newly-created post of general 
manager of refined oil sales and 
sales operations for the entire 
marketing territory of Gulf Oil 
Corp., W. V. Hartmann, vice- 
president in charge of sales for 
Gulf has announced. 

The new post includes Mr. 
Gile’s former position as gen- 
eral manager of Gulf’s northern 
division, and also the southern 
division which had been man- 
aged by the late H. C. Meyer. 


3 Assistants Named 


Three assistant general man- 
agers have been named to aid 
Mr. Giles. W. V. C. Bulkeley 
will assist in handling the Bos- 
ton, New York, and Philadelphia 
divisions; H. E. Benson, in the 
Houston, New Orleans and At- 
lanta divisions, and V. H. Lud- 
wig, formerly assistant division 
manager at Toledo, Ohio, will 
assist with the Pittsburgh, To- 
ledo and Louisville divisions. 
Mr. Gile, and the assistant gen- 
eral managers will be located in 
the company’s main offices at 
Pittsburgh. 

Mr. Gile entered the oil busi- 
ness with the old New England 
Oil Refining Co. at Boston 22 
years ago, 4 years after grad- 
uating from Yale University. He 
has been associated with Gulf’s 
sales department since 1925. 


‘Gas’ Specifications Given 
For North Dakota Imports 
N.P.N. News Bureau 
CLEVELAND, Nov. 4.—Gas- 
oline imported into North Da- 
kota after Dec. 1 must show 
not less than 10% evaporated 
at 149°F., under the winter re 
quirements of the state. Sim- 
ilarly, gasoline carried over and 
sold after Dec. 1 must also meet 
the state’s requirements as re- 
gards the 10% point. 
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Answering a Commission Agent with Economic Reasons 
For the Great Advance in Oil Marketing Management 


The great problem, particularly these 
days, is to get men to open their minds 
and consider criticism against themselves 
or their group. 

We do not mean that one must accept 
all criticism, just to prove that he is 
“open minded’, but he should consider 
it, study it and, where it is called for, 
try to give a fair answer as to why 
any recommendations in such criticism 
cannot be adopted. 

Several times in the last few months, 
and many times over the years, NATION- 
AL PETROLEUM NEWS has criticized 
the principle of a flat commission of so 
many cents per gallon to major company 
commission agents. We also have said 
that it was not sound business for any 
man to be guaranteed a living regard- 
less of the character and profitableness 
of his own conduct. We believe that 
every man should be paid on as fair 
and accurate a measure of his own con- 
duct as possible and that he should not 
be provided with a living no matter how 
bad his misconduct or how foolish and 
uneconomic it may be, in short no matter 
how poor a business man he may be. 
(Except, of course, as an act of charity.) 

This criticism, when addressed to ma- 
jor company commission agents in recent 
months, has provoked vigorous protest 
from a half dozen or so agents with the 
cancelling by several of their subscrip- 
tions. Now comes such a letter from 
an Illinois commission agent of a major 
oil company. He writes, 


“IT do not wish to renew my sub- 
scription to NATIONAL PETROLE- 
UM NEWS. I believe your records 
will indicate that I have been a sub- 
scriber for almost twenty years; 
some eight years as Jobber; the 
next eight years as general agent 
and assistant sales manager in Chi- 
cago. For the past four years I 
have been commission agent for one 
of the major companies in Illinois. 

“Having associated with three 
types of marketing, I was_ so 
thoroughly disgusted with the articles 
which placed the blame for the de- 
moralized conditions on the commis- 
sion agent that I could not put much 
confidence in any subsequent articles 
you might have in your magazine.” 


We cannot accept the implied sug- 
restion in this letter of ceasing our criti- 
cism of the fixed-margin-per-unit-of-sale- 
method of compensation as regards ma- 
jor company commission agents, any 
more than we can agree to cease criti- 
cizing the same method of compensation 
is applied to oil marketers and dealers 
ind any more than we can cease criticiz- 
ng the same method—in effect—as ap- 
lied to the accounting for major com- 
pany marketing department operations. 

Neither this letter nor the cancella- 
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tion of his subscription nor the cancella- 
tion of the subscriptions of others, nor the 
criticism that we have at times received 
from oil marketers and dealers for not 
espousing a flat compensation per gal- 
lon regardless of their conduct, nor the 
criticism that we have received in the 
past from a few people high up in major 
oil companies and their sales depart- 
ments, nor the possible loss of some ad- 
vertising, can convince us that we are 
wrong in our conception of the evils of 
this method of compensating men, and of 
its economic unsoundness. 

We are not “out of step with the regi- 
ment.” The evidence is overwhelming 
that we and “the regiment” are much 
in step and that our critics are the ones 
who do not see the need of setting their 
gait with the rest of the business world. 

Particularly in the last score or two 
of years the whole aim of business has 
been to try and accurately value the 
worth even of every machine, of every 
act and of every man, and if units did 
not pay a profit then try and make them 
do so and if they could not pay a profit 
then to discontinue them. A simply im- 
mense profession of accountants has de- 
veloped in these years. It is dedicated 
to help the business man and every in- 
dividual in business to find out just what 
is actually happening in every detail in 
his business, so that he may adjust the 
factors to make each detail and each 
employe contribute toward a fair profit, 
rather than to a loss. 

Because of this increasingly intelligent 
search for facts, American industry has 
become the most efficient in the world. 
It is the quickest to get rid of old equip- 
ment and replace it with modern, cost- 
lowering equipment. It is the first to aban- 
don inefficient properties and methods, 
and it is the best in paying high wages to 
men but it pays those good wages only 
because it can put the right man to work 
in the place where he can produce the 
most profit. Therefore, it pays each man 
on a basis of a share in that profit. 

American industry generally is paying 
its men on this basis of profit perform- 
ance. It pays the managers of plants on 
that basis and it pays the heads of the 
sales departments and their salesmen in 
the same way. Millions of men are paid 
sales compensation on a per cent of sales, 
or a per cent of net profit performance, or 
a bonus for achieving certain objectives. 
Where salesmen are not paid on some 
such basis, then their salaries are figured 
on what they produce in profits. 

Commissions to oil agents of cents per 
gallon were started at the beginning of 
the oil industry somewhere back 50 to 
80 years ago. Though since their start, 
American business has developed the 
most scientific methods of ascertaining 
costs and valuing services, many of which 
the oil industry has adopted, the old 


“Commission Agent” and his “cents per 
gallon” form of compensation still exists 
in different parts of the oil industry. 

The great curse of the oil industry has 
been that its marketing division was the 
last to be permitted to develop the more 
scientific methods of management and 
to put them in effect, for profits without 
interference, by the heads of the business. 
For years, marketing departments were 
not a means of producing profit but only 
a channel through which to sell crude oil. 
The marketing departments did not have 
a word to say as to how much oil and 
gasoline they should receive to sell nor 
at what prices they should sell; the mar- 
keting departments were simply told by 
the over-all management to sell what 
was given them, even regardless of price, 
because the over-all management was in- 
terested solely or chiefly in production 
and wanted to produce and sell all the 
crude oil it could. 

The consequence has been that we never 
had any—or many-—of the larger factors 
in the industry constructively behind a 
market price and equipped to hold prices 
up or to push them up to profitable levels. 
The marketing departments were geared 
only to move gasoline regardless of cost, 
and lower and lower prices were the best 
means of a company to sell more gaso- 
line. 

Having to sell regardless of profit, the 
whole set-up of marketing departments, 
in the past, was to forget costs, hence 
sales compensation was for movement of 
gallons and not for creation of profits 
in any station, or bulk plant or marketing 
territory or even in the whole marketing 
department. 

Under such a general gallonage-at-any- 
cost objective, the Commission Agent and 
his flat allowance per gallon regardless 
of what he did with it, flourished and it 
has held fairly well to the present time. 


But in the past 20 years, and the past 
10 years especially, has come the applica- 
tion of methods of efficient cost-measure- 
ment to the marketing departments as 
well as to producing, pipeline and refin- 
ing, until today crude oil departments are 
controlled, not just by how much crude 
they can produce, but primarily by how 
much the marketing departments think 
they can sell at a profit. Cost control sys- 
tems have been established in oil market- 
ing so that companies today know “where 
they are at” with every bulk plant, sta- 
tion, oil equipment and with all men. The 
heads of marketing departments today are 
running those departments for profits and 
not letting them be used as adjuncts for 
their associated crude oil departments 
and the oil producers. And these market- 
ing heads are using the most up-to-date 
accounting and cost systems the world 
knows to bring about profits from the 
marketing operation alone. 


By reason of today’s scientific manage- 
ment of oil marketing—yes, yes, we know 
it is not perfect—oil companies have 
adopted a policy of abandoning equipment 
because it is inefficient, and they rebuild 
constantly for lower costs. Oil companies 
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today have given up whole marketing 
areas, even closed up refineries because 
they supplied a _ too-highly competitive 
marketing area where the division of 
gallonage per outlet was too small for 
profits. 

Under the guidance of modern manage- 
ment methods, oil marketing heads have 
abandoned many hundreds of bulk plants 
and many thousands of service stations. 


The abandonment is being continued 
every month. 
The introduction of the “Iowa plan”, 


in the summer of 1935, was the result of 
the application of better management 
methods, because the companies found 
themselves helpless to try and control all 
costs and to set fair prices for thousands 
of highly competitive points and to meet 
the capacities or tens of thousands of 
varying types of sales agents. The “Iowa 
Plan,” it has been found, is not the solu- 
tion but only a step down the road to 
ward a solution. 

The great error that the industry made 
under the late oil code was to try and 
stay this development of scientific man- 
agement, instead of sticking to the job 
that it first went to Washington to do, and 
that was to get federal government aid 
to stop illegally-produced oil from being 
shipped in interstate commerce. But in 
their panic from the great business col- 
lapse, oil men joined with all other busi- 
ness men, in trying to develop a totali- 
tarian state through which they unthink- 
ingly sought to stay the progress of the 
art of manufacture and the art of man- 
agement as well as the perfection of free 
competition. 


But, since that flurry, the principles of 
scientific management in oil marketing 
have been studied and developed and more 
intelligently and vigorously applied, until 
today we have oil marketers, both majors 
and Independent marketers, correcting 
the archaic “Commission Agent” system 
and that is what has started all the 
shooting. 


The oil marketer has been through his 
period of reorganization, so that today 
contracts between refiner and marketer 
almost invariably provide that the mar- 
keter must share in any low prices of his 
or his competitors creation, instead of the 
refiner taking all the loss as was true 
many years ago; and the marketer hands 
over to the refiner a share of any excep- 
tionally good margins that prevail in each 
marketing area. 


The operation of the system is not per- 
fect because of many other factors, but 
at all events the relationship is founded 
on the sound business principle that every 
marketer must stand on his own ability 
and live by his own profits or die from his 
own losses due to his lack of ability and 
poor management. 


Now the oil industry is applying this 
principle to the commission agents, who, 
we believe, are the only people in the in- 
dustry today to be guaranteed a fixed re- 
turn per unit of sale regardless of the 
degree of their management, regardless 
of their price policy, and regardless of 
whether they are good business men or 
not. 


We do not see how the comparatively 





small group of commission agents can 
hope to halt the progress of good man 
agement in oil marketing. Those agents 
who see this progress and adopt the prin- 
ciples of sound business that bring this 
progress, will continue and perhaps even 
profit greater than they have in the past. 
There is much room for improvement in 
management of wholesale and retail mar 
keting, improvement that will bring stil] 
lower costs per gallon but greater returns 
to the men who bring that much desirable 
end about. 


Referring to the Illinois agent’s letter, 
if he will read NPN a bit more carefully 
he will see that we never credited the 
commission agent with all the industry’s 
demoralized conditions. In fact we nevei 
even credited him with but a very smail 
fraction. But we have credited a large 
part of the industry’s demoralized condi- 
tion to its failure in past years to adop! 
the sound principle of all business man 
agement, that every marketing opera- 
tion and every individual, no matter how 
small or humble, must stand on the profit 
that he can create, or be discarded for the 
losses that he is responsible for. 


We hope the commission agents will 
see the wisdom of this principle and 
adopt it forthwith to their own operations. 
They are men mostly of years of train 
ing and skill and they of all people, 
should be able to do a better job of oi! 
marketing, at lower costs and at profit- 
able prices, than so many of the new 
comers who are constantly streaming into 
the oil industry. 





$2,000,000 ‘Gas’ Tax Diversion Blocked 
By South Carolina's Supreme Court 


Governor Phillips Surprised 
At Tax Diversion Rumors 


OKLAHOMA CITY, Nov. 4. 


verted to the general fund, 
which would in turn be avail 
able to schools. But this has 
been outside agitation and it 








N.P.N. News Bureau 

NEW YORK, Nov. 4.—Su- 
preme Court of South Carolina 
last week granted a permanent 
injunction preventing the diver- 
sion of $2,000,000 of the state’s 
highway funds. 

The 1940 session of the South 
Carolina legislature had passed 
a bill, sponsored by Governor 
Burnet R. Maybank, which 
would have transferred $2,000,- 
000 from gasoline tax and motor 
license revenues to the general 
fund for the purpose of balanc- 
ing the budget. Court held that 
the act was unconstitutional on 
three counts. Opinion was writ- 
ten by Associate Justice Baker, 
with concurrence of the other 
judges. 

In a separate opinion, Chief 
Justice Bonham said that if the 
act was to be considered con- 
stitutional, “the general assem- 
bly in 1941 and in subsequent 
years, may further encroach 
upon the revenue derived from 
the 5c gasoline tax and the mo- 
tor vehicle license fee until the 
whole amount of money allo- 
cated for road maintenance has 
been consumed. Thus, road 
maintenance, one of the named 
objectives of the act of 1929, im- 
posing the revenues in question, 
would be obliterated, leaving to 





general taxation the protection 
of the state’s huge investment 
in roads -’ He added, “This 
could not have been in legisla- 
tive contemplation when the 
gasoline tax was levied at its 
present rate.” Of South Caro- 
lina’s 6c per gal. gasoline tax, 
d¢ is allocated to highway funds 
and 1c is given to the “general” 
fund. 


Governor Maybank, upon 
hearing of the decision, ex- 
pressed “regret” that the “hon- 
est effort of the members of the 
general assembly to find some 
way of carrying out the wishes 
of the people of South Carolina 
to give the legislature control of 
South Carolina’s money in con- 
formity with the opinions of the 
supreme court should now be re- 
duced to nothing.” By diverting 
money from highway funds, the 
legislators were trying to find 
a way “to avoid imposing any 
additional tax upon the already 
overburdened taxpayers,” the 
governor said, concluding, ““The 
will of the people of South Car- 
olina cannot forever be frus- 
trated.” 


The 1939 legislature had also 
passed a diversion act, which 
was ruled unconstitutional early 
this year. 


Oklahoma’s Gov. Leon C, Phil- 
lips was reported to be highly 
incensed when.-he read of a rec- 
ommendation by his tax com 
mission that gasoline tax col- 
lections should be diverted from 
highway purposes. He was re- 
cuperating in St. Anthony’s hos- 
pital here from an attack of 
bronchitis when announcement 
of the recommendation was 
made. 


There has been some agita- 
tion that highway funds be di- 
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was said the governor was sur- 
prised that such a recommenda- 
tion would come from his tax 
commission. 

In a press conference here last 
week, the governor insisted that 
the administration’s tax policy 
had not been changed and that 
he intended to show that “you 
can run on a platform and keep 
your promises.” 


D. C. Gas Collections Up 


WASHINGTON, Nov. 1.—Re- 
ports show that Washington, 
D. C. gasoline tax collections 
were $278,396 in September 
1940. This is an increase of 
nearly 2° over September 1939 
collections of $249,079. 


Georgia ‘Gas’ Collections Up 


ATLANTA, Nov. 4. Geor- 
gia’s 6c gasoline tax collections 
brought in $1,975,517 in October, 
representing a 2% increase over 
October 1939 when collections 
were $1,815,795, and an 8% de- 
crease from September 1940 coi 
lections of $2,094,220. 


LOS ANGELES, Nov. 2.—Cali- 


fornia’s gasoline consumption 
during September was up 2.04“ 
over September 1939, State 


Board of Equalization reports. 
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The Dubbscracking process 
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Decision in Conoco’s Case 
May Curtail Powers of NLRB 


N.P.N. News Bureau 
WASHINGTON, Nov. 4. 
National Labor Relations Board 
conceptions as to the scope of 
that agency’s power to require 
re-instatement of employes in 
the oil industry will be sharply 
curtailed, if the Supreme Court 
upholds contentions of the Con- 
tinental Oil Co. in a case now 

awaiting hearing. 

Specifically, the question pro- 
pounded to the Court by Conti- 
nental Oil is: Must an employe 
“discharged” in violation of the 
Wagner Act be reinstated re- 
gardless of what kind of a job 
he has secured elsewhere, un- 
less that job happens to be jin 
or related to the oil industry it- 
self? 

Provisions of the Wagner Act 
involved are those which au- 
thorize the NLRB to require 
re-instatement of employes “dis- 
charged” for union activities 
“and who have not obtained any 
other regular and substantially 
equivalent employment _ else- 
where.” 

The labor board, in its inter- 
pretation of these provisions, 
regards as “discharged” any em- 
ploye who was fired, locked out, 
or who quit his job because of 
a demotion, transfer, or other 
discrimination, allegedly trace- 
able to such employe’s union ac- 
tivities. 

Obtain Employment Elsewhere 

The Conoco Oil case involves 
2 employes who quit their jobs 
when transferred from the Big 
Muddy, Wyo., field to the Hobbs, 
N. M., field, and who shortly 
thereafter obtained other em- 
ployment, one as the proprietor 
of a general store, and the oth- 
er with the State of Wyoming. 

Questions propounded by Con- 
tinental Oil Co., which the Su- 
preme ‘Court has agreed to re- 
view, attack the view of the 
NLRB that both men are still 
employes of Continental Oil un- 
der the Wagner Act, and as 
such are entitled to re-instate- 
ment with back pay from Ap- 
ril, 1936, until such time as they 
are offered re-instatement. 

In brief, Continental contends 
the back pay stopped when the 
2 men obtained other jobs; 
NLRB argues the back pay is 
still running and will continue 
to do so until Continental 
makes an offer of re-instatement 
to the 2 men. 


Still Employee, NLRB Claims 

One of the employes con- 
cerned (Ernest Jones) upon re- 
fusing to accept a transfer from 
the Big Muddy to the Hobbs 
field, purchased a general store 
at Parkerton, Wyo. This, Con- 
tinental Oil contends, terminat- 
ed his status as an employe 
under the Wagner Act, where- 


as the NLRB claims he is still 
an employe. 

The second employe (F. D. 
Moore) also refused a transfer 
to New Mexico, saying that his 
wife was ill. The company 
then offered him a job at Big 
Muddy until the wife recovered. 
Moore refused this offer and 
subsequently went to work at 
the Wyoming state penitentiary 
at Rawlins. 

Moore’s job at the penitentiary 
paid $70 per month plus room 
and board. This, Continental 
asserts, is equivalent to the 
$112.50 a month (without room 
and board) he received as a 
roustabout in the Big Muddy 
field. NLRB, on the other hand, 
claims it is not, since Moore 
had to move to another city to 
obtain his state job. 


German Trade 
Sees Fuel 


Press 
Shortage 


WASHINGTON, Nov. 5. 
German trade press_ predicts 
that motor power requirements 
of the nation will increase 
sharply after the current war 
and Greater Germany will be 
confronted with a scarcity of 
fuel, according to reports from 


the Commerce Department’s 
commercial attaches on the for- 
eign oil situation. 

German government, mean- 
while, has ordered all diesel 
tractors and trucks be convert- 
ed to use gas generated from 
wood, saying that this is more 
a long-range peace than war- 
time development. 

Two new alcohol plants with 
annual capacities of 275,000 and 
75,000 gallons have been planned 
for Sweden. 


Crude Production 
Off 160,350 Bbls. 


N.P.N. News Bureau 

NEW YORK, Nov. 5. U.S; 
crude production dropped 160,- 
350 bbls. on daily average in the 
week ended Nov. 2, according 
to a report of the American Pe- 
troleum Institute. 

Texas was responsible for the 
greater portion of the drop, with 
production in that state off an 
average of 143,150 bbls. daily. 
Production in Illinois, which has 
been on the downgrade for 
months, turned around with an 
increase of 9350 bbls. daily aver- 
age during the week, the Insti- 
tute report shows. 

Smaller changes were record- 
ed in other producing states, 
with Kansas off 6900 bbls. daily 
average and Oklahoma _ 1900 
bbls. down. Eastern fields 
crudes increased 5750 _ bbls. 
daily. 





Indiana Standard Honors Oldest Employee 


Fifty years of service with Standard Oil Co. of Indiana is the 
record just hung up by P. A. Petersen, right, who is Standard’s 


only employe with this record. 


Mr. Petersen, can department 


foreman of the company’s refinery at Whiting, Ind., is being con- 


gratulated on 
refinery manager. 


his anniversary, Nov. 1, 


by Dr. E. J. Shaeffer, 


This 50-year veteran was guest of company 


executives at the general office in Chicago, and was also enter- 
tained at a Whiting meeting of refinery executives 


NATIONAL 


Oil Marketers 
Meet at NDAC 


N.P.N. News Bureau 
WASHINGTON, Nov. 5. 
Panel discussions on defense 
aspects of wholesaling in which 
the Independent Petroleum 
Marketers Assn. and National 
Oil Marketers Assn. will take 
part, are now being arranged 
for a conference here Nov. 12 
between 100 wholesale’ trade 
groups and Miss Harriet Elli 
ott, defense commission con- 
sumer member. 
In considering wholesale dis 
tribution of consumer goods in 


relation to national defense, 
panel discussions will be on de 
fense aspects of warehousing, 
storage, wholesale price _poli- 
cies, and other’ wholesaling 
problems of importance to con- 
sumer interests, Miss Elliott 
says. One session will be de- 
voted to a general discussion 
of the wholesale industry’s con- 
tributions and_ responsibilities 
in the national defense  pro- 
gram. 

Methods of co-operation be- 
tween wholesalers and the De- 
fense Commission Consumer 
Division will be explored, Miss 
Elliott states, saying representa- 
tives of the wholesaling indus. 
try and of the consumer, agri- 
cultural, transportation and 
price stabilization divisions of 
the commission, will describe 
distribution problems in their 
fields. 


Interior Reminds Rails 
Of Land Grant Rates 


N.P.N. News Bureau 
WASHINGTON, Oct 31.—In- 
terior Department today 
warned the Nation’s 70-odd 
land grant railroads they can- 
not charge full rates on gov- 
ernment passenger and freight 
traffic (including petroleum 
products) until the Secretary 
of the Interior gives his offi- 
cial permission. 

Department said certain car- 
riers had been planning to col- 
lect full commercial rates from 
Sept. 18, effective date of the 
Transportation Act of 1940, 
which permits charging of full 
rates, except on Army and 
Navy traffic, upon release by 
railroad of their land grant 
claims, 


Railroads listed by Interior 
as having indicated intentions 
of establishing full rate sched- 
ules include—Southern; North- 
western; Missouri, Kansas & 
Texas; Nashville, Chattanooga 
& St. Louis; Alabama Great 
Southern; Frisco; Gulf Mobile 
& Ohio; Rock Island; [Illinois 
Central; Burlington; and Sea- 
board. 
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Importance of Business Life 
Told to Tennessee Oil Group 


Special to N.P.N. 

CHATTANOOGA, Nov. 2. 

In order that this country’s eco- 
nomic problems may be seen in 
a sound light, more business 
men should take an active part 
in public life. 

This was the opinion ex- 
pressed here this week by Col. 
T. H. Barton, president of Lion 
Oil Refining Co., Eldorado, Ark., 
at the annual fall meeting of 
the Tennessee Oil Men’s Assn. 

On the subject, “Doing Busi- 
ness in Today’s Market,” E. J. 
Gallmeyer, Fort Wayne, Ind., 
vice-president in charge of mar- 
keting for the Wayne Pump Co., 
said that “in approaching the 
market with which we have to 
deal, the first and most impor- 
tant is independent thinking. 
Independent operators should 
be able to do independent think- 
ine... 


More Frontiers Today 


“There are more frontiers to- 
day than we have ever had in 
the history of the world. We 
have to learn to do business in 
the time and under the circum- 
stances that are before us... 
we have just gone through a 
re-adjustment period, with peo- 
ple thinking of what they will 
do tomorrow, after things be- 
come normal again, but we must 
learn to do business today, in 
this kind of a market, in these 
times 

“Never in the history of our 
people have we been so regi- 
mented in our actions, by the 
many influences that crowd in 
upon us. 

“We are responsible for our 
own environment ... Wwe work 
in the most marvelous market in 
the world—70% of all automo- 
biles are in the U. S., 80% of the 
hard-surfaced roads are in the 
U.S. About 75% of everything, 
in the way of creature com- 
forts, are right here in the U. S., 
ind that is the market we are 
dealing with and that we are 
isked to understand .. . and be- 
yond all this, we are dealing 
with an enlightened clientele. . .” 


Oil Industry Ready 


Speaking about the oil indus- 
try, Colonel Barton said: 
“If you can find anywhere in 
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the industrial annals of Amer- 
ica an industry which is more 
ready to assume its share, or 
more ready to do its part, or 
more ready to stand in the front 
line of progress or achievement 

or of defense, gentlemen—you 
will find it to be the petroleum 
industry and the oil men who 
compose it. 

“The oil industry is in the best 
position of any basic industry 
within the nation to cooperate 
completely with our government 
in the defense program. We 
may have the satisfaction of 
knowing that whether in build- 
ing a defense program at home 
or whether actually involved in 
war again, we have the most 
capable petroleum industry, the 
greatest reserves, and the most 
extensive productive facilities of 
any nation in the world.” 

In relation to the voters’ elec- 
tion habits, Mr. Barton stated 
that ‘“‘too many people go to the 
polls, vote for a legislator and 
then forget all about him until 
ne does something they do not 
like, or he does something that 
somebody else doesn’t like and 
then they raise their voices to 
the heavens so that you would 
think they had been deprived of 
their birthright.” 

The solution to this problem, 


Colonel Barton said was addi- 
tional co-operation with the leg- 
islator, as well as the legislat- 
or’s co-operation with the peo- 
ple. 

Advocates 1% Allowance 


John W. Frey of the Amer- 
ican Oil Co., Nashville, spoke on 
the “Analysis of Petroleum 
Laws.” He advocated that oil 
marketers be allowed to cover 
the cost of collecting, and han- 
dling gasoline tax collections. 
Tennessee, he said, is one of the 
few states which has not taken 
this factor into consideration. 


Advocates Tax-Free ‘Gas’ 


This oil man also advocated 
that a law be passed enabling 
the state, city or county to buy 
tax-free gasoline within the 
state. At present, gasoline ship- 
ments must originate outside 
the state for these shipments to 
be tax exempt, he said. 

Tax evasion in this area has 
ceased to be a problem, accord- 
ing to R. L. Weakley, state di- 
rector of gasoline tax and oil in- 
spection division, who praised 
members for honesty in busi- 
ness. 

At a closed session, members 
developed its legislative  pro- 
gram for 1941, indicating that 
they would ask for 1% allow- 
ance, for collection of the state 
tax, in addition to the 1% al- 
ready allowed for _ handling, 
shrinkage and evaporation. 

Social events and a reception 
climaxed this year’s meeting. 


Snapped at Chattanooga Convention 





It must have been a good story which drew laughs from above 

oil men at the fall meeting of the Tennessee Oil Men’s Assn. 

From left to right, they are: Lew W. Collins, secretary of Ten- 

nessee Petroleum Industries Committee; Major Alfred T. Le- 

vine, T.0.M.A.’s general counsel; and G. B. Dickey, American 
Oil Co, and retiring president of T.O.M.A. 





Tire Dealers Score 
Unfair Advertising 


CHICAGO, Oct. 30.—Mislead- 
ing and unfair advertising of 
tires was vigorously condemned 
at the 20th annual convention 
of the National Assn. of Inde- 
pendent Tire Dealers here Oct. 
28 to 30. 

The association, said George 
J. Burger, secretary and gen- 
eral manager, has been in the 
lead in fighting the type of ad- 
vertising which has _ featured 
tire merchandising by mail or- 
der companies, manufacturers, 
and dealers. 

Production standards for tire 
rebuilding were discussed in 
closed sessions on tire rebuild- 
ing which took up a major por- 
tion of the convention program, 
it was said, but no action was 
taken. 

If inefficient or careless re- 
builders continue to make head- 
way, it was contended, the re- 
building industry faces prospect 
of legislation to safeguard the 
consumer. 

The National Institute of Re- 
tread Standards of California 
met with the tire dealers asso- 
ciation. Mutual problems were 
discussed, with the forum cen- 
tering on a code of ethics, and 
minimum standards for rebuild- 
ers. 

It was estimated at the meet- 
ing that while the introduction 
of lower-priced passenger car 
tires has halted somewhat the 
increase in tire rebuilding, this 
industry is still taking a large 
share of the new tire market. 
Mr. Burger estimated that re- 
building in 1940 would total 5,- 
000,000 to 6,000,000 tires. Po- 
tential annual replacement mar- 
ket for all tires, he added, would 
total between 30,000,000 and 35,- 
000,000 units. 

Legislative program, which in- 
cludes the adjusting of differ- 
ences between dealers and man- 
ufacturers also was discussed 
at the convention. 


WICHITA, Nov. 4.—Kansas 
Oil Mens Assn.’s annual con- 
vention will be held here Dec. 9, 
according to announcement by 
Fred Kistler of Coffeyville, as- 
sociation president. 
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Oil Man Urges 


Moderation 


In Credit Sales Practices 


N. P.N. 
TULSA, Nov. 2. 
for: a 


News Bureau 
Appealing 
middle-course type of 
policy, C. E. Votrian, 

treasurer of Bareco Oil 

Co., struck the keynote solution 

of the credit problem facing oil 

company credit 


credit 
Tulsa, 


men when he 
said: 

“In establishing a company 
credit policy the final objective 
is to provide maximum profits 
for the business as a whole. In 
providing for maximum profits, 
neither minimum credit 
nor maximum sales 
able.” 

The executive spoke 
on the subject of the “Relation- 
ship of the ‘Credit Department 
to the Sales and Operating De- 
partments” his remarks 
were addressed to members of 
the 
sion 


losses 


are desir- 


Bareco 


and 


Divi- 
Assn. 


Petroleum Refining 
of the National 
Credit Men in 
here this week. 


of 
annual session 

Stressing his suggested plan 
of a ‘middle course” for credits, 
Mr. Votrian pointed out that too 
liberal of credit 
feats purpose 


extension 
its 


de- 
own since 
derived from sales to 
poor credit risks will not cover 
losses from bad debts. At the 
same time, he contended, too 
restrictive a credit policy will 
cause loss of desirable business 
from which profits could more 
than pay the credit loss_ in- 
volved. 


profits 


‘Financing’ Scored 


After stating that over-expan- 
sion of retail marketing outlets 
was made _ possible largely 
through credits, the treasurer 
scored the practices of refiners 
and jobbers of entering into the 
“financing business” to _ pro- 
mote sale of their merchandise. 
A profit and loss statement on 
operation of the credit retail 
exchange plan would show it 
to be a “costly practice’, he 
said. 

The Bareco official maintained 
that while loan of equipment 
tied up millions of dollars of 
the industry’s capital and was 
not generally considered within 
jurisdiction of the credit de- 
partment, that results of such 
practices should be called to the 
attention of the management. 

A fuller co-operation between 
the sales and credit department 
of an oil company is especially 
necessary to control bulk plant 
and service station sales, Mr. 
Votrian told the credit men. 
Salesmen’s attitude toward sales 
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should be diverted from that of 
“sales-volume” to “sales profit”, 
he suggested. 

Papers and round-table dis- 
cussions on credit problems 
dealing with farm _ business, 
transport and deliveries and pa- 
pers on financial statement an- 
alysis and the “Problems of In- 
dependents” were also includ- 
ed on the program. 

As guests of Frank Phillips, 
Bartlesville, board chairman of 
Phillips Petroleum Co., credit 
men visited the oil man’s Wool- 
aroc ranch and lodge. The pro- 
gram at Bartlesville included an 
informal talk by R. C. Alden, 
Phillips Petroleum Co, research 
worker, on recent research de- 
velopments in the petroleum in- 
dustry. 


Sees Marketing Changes 


Mr. Alden told of such devel- 
opments as 100 octane gasoline, 
solvent refining, manufacture 
of neohexane, nylon from petro- 
leum, synthetic rubber, plastics 
and other petroleum deriva- 
tives. 

The U. S. faces a changing 
economy that will present 2 al- 
ternatives should totalitarian 
governments absorb Europe, the 
credit men were told by Dr. A. 
M. Paxton of the University of 
Tulsa. The U. S. must either 
compete with these “price-cut- 
ting’, barter-basis countries or 
follow a policy of isolation, he 
said. In order to secure the ma- 
jority of Latin American trade, 
he said. In order to secure the 
majority of Latin American 
trade, the U. S. must make 
U. S. markets so desirable that 
South American countries can- 
not afford to trade elsewhere 
and “this means reciprocal trade 
agreements,” he added. 

Departing from the _ credit 
angle in the oil industry, the 
credit men listened to papers 
by 2 Oil & Gas Journal repre- 
sentatives on petroleum _§re- 
serves and refinery develop- 
ments. Petroleum reserves 
were estimated at about 20 bil- 
lion bbls., with prospects that 
most sections of the country are 
possible “green pastures’ for 
the wildcatter’s well, the credit 
men were told. 

Resolutions Adopted 

North Dakota, Kansas and 
Oklahoma legislation providing 
for tax exempt purchases of 
gasoline for agricultural pur- 
poses was praised in a resolu- 
tion approved by the credit men. 
Resolutions urged that mem- 
bers of the group push the pas- 
sage of similar legislation in 


‘other states, since the legisla- 


tion simplifies accounting pro- 
cedure and the handling of re- 
fund claims. Another resolution 


expressed thanks and apprecia- 


tion to the Tulsa committee in 
charge of arrangements, all 
speakers on the program, Mr. 
Phillips, Tulsa newspapers and 
NATIONAL PETROLEUM 
NEWS. 


Elect Officers 


After a 3-day session devot- 
ed to credit problems and dis- 
cussion of the oil industry and 
economic conditions in general, 
the credit men elected Webb 
R. Charles, Wichita, Globe Oil 
& Refining Co., as chairman of 
the group. Vice-chairmen elect- 
ed were: M. V. Johnston, Pitts- 
burgh, Gulf Oil Corp.; W. M. 
Shelton, Los Angeles, Union 
Oil Co. of California and F. R. 
Springer, Houston, Humble Oil 
& Refining Co. R. A. Colliton, 
St. Louis, National Assn. of 
Credit Men, is secretary-treas- 
urer. 

In addition to the 
ficers, the board of governors 
includes H. E. Butcher, Chi- 
cago, Cities Service Oil Co., im- 
mediate past chairman of the 
group; R. C. Gordon, St. Louis, 
Shell Oil Co.; G. L. Martin, Chi- 
cago, Johnson Oil & Refining 
Co.; C. W. Neve, Kansas City, 
Mo., Skelly Oil Co.; H. L. Hamp- 
ton, New York City, The Texas 
Co.; D. F. Cocks, Louisville, 
Standard Oil Co. of Kentucky; 
R. C. Ward, Toledo, Sun Oil 
Co.; and L. R. Johnson, Cleve- 
land, Allied Oil Co. 


above of- 


Jersey, Louisiana Standard 
Lower Gasoline Prices 
N.P. N. News Bureau 

NEW YORK, Nov. 4.—Standa- 
ard Oil Co. of New Jersey has 
announced that effective Nov. 4, 
its tank wagon and tank car 
prices for “Esso” (regular) and 
“Esso Extra” (premium) were 
reduced generally 0.5¢c through- 
out West Virginia and North 
and South Carolina. 

On the same date, Standard 
Oil Co. of Louisiana (S.O.N.J. 
subsidiary) will reduce its tank 
car and tank wagon prices for 
the same grades of gasoline 0.5c 
throughout Louisiana, Arkansas 
and Tennessee, a Jersey com- 
pany official said. 

Some exceptions will be made 
where prices are now “subnor 
mal,” it was said. 


Sohio Advances Crude Prices 
In Michigan, Illinois 

CLEVELAND, Nov. 1.—Sohio 
Corp., crude purchasing sub 
sidiary of Standard Oil Co. of 
Ohio, today announced 2c _in- 
crease to $1.05 per bbl. in price 
it will pay for Carmi crude in 
Storms, Ill, area, effective 
Nov. 1. 

Sohio Corp. also announced 
a 6c increase, effective Nov. 1, 
in price it will pay for Van 
Buren County, Mich., crude, 
making it $1.18 per bbl. Last 
previous change was 4c per 
bbl. increase, Sept. 3. 





C.F.R. Test Engine May be Utilized 


In Army-Navy Aviation Gasoline Test 


N.P.N. News Bureau 
CLEVELAND, Nov. 4.—The 
new Army-Navy knock test for 
aviation fuel, AN-VV-F-746, 
made public last week with 
specifications for four grades 
of aviation fuel, employs either 
the high-speed or low-speed 
CPR. continuously - variable 
compression engine of full-sized 
3.25-inch cylinder bore. The 
test supersedes Army-Navy 
Specification AN-9525. 

There are, however, enough 
differences in the engine set-up 
and test procedure of the 
C.F.R. Motor Method and the 
new test, AN-VV-F-746, to make 
impractical the frequent con- 
version of engines—-now used 
for determining octane number 
by the Motor Method—to the 
AFD (Aviation Fuel Division) 
method, according to one expe- 
rienced observer. A spare 
C.F.R. engine, however, can be 
changed over to the AFD meth- 
od conveniently for a perma- 
nent set-up. 


Air Humidity Controlled 


One of the features of the 
new test method is that the en- 
gine speed is 1200 r.p.m. as 
compared with 900 r.p.m. for 
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the A.S.T.M. Motor Method and 
600 r.p.m. for the Research 
Method. Another is that the 
humidity of the air supplied to 
the engine must be controlled, 
which involves additional ex- 
penditure of perhaps $300 to 
$400. 

Temperatures maintained in 
the test are comparatively high, 
as indicated below: 

Coolant (measured in re- °F 
turn line from condenser 

to cylinder) 

Oil 
Intake air 
Intake mixture 


In place of the bouncing pin 
the standard thermal plug with 
thermocouple and_ potentiome- 
ter are employed in determin- 
ing knocking point. The piston 
is a 5-ring aluminum | alloy 
piston equipped with wedge 
type rings. A non-shrouded 
intake valve is used and both 
intake and exhaust valves are 
faced with stellite. No sodium- 
cooled valve is specified. The 
coolant is water white ethylene 
glycol with corrosion inhibitor. 
In addition there are a num- 
ber of other detail changes in 
bearings, connecting rod, tem- 
perature control, ete. 
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Egloff Sees Sufficient Oil 


In U.S. For Every Purpose 


LAFAYETTE, IND., Oct. 31. 
“The oil industry of the Unitea 
States is ready now to produce 
any volume of oil for any pur- 
pose required whether for 
peace or national defense. There 
will be no need for gasolineless 
Sundays that occurred during 
World War No. 1,” Dr. Gustav 
Egloff, Chicago, director of re- 
search, Universal Oil Products 
Co., said in an address at the 
Purdue University here Oct. 31. 


“Crude oil production and re- 
fining facilities can be stepped 
up rapidly whenever the demand 
is present,” Dr. Egloff said. 
“Within its own borders the 
United States has more than 
enough natural gas and crude 
oil to produce all the aviation 
gasoline, motor fuels, and lubri- 
cating oil for our every need. 
That strategic material, rubber, 
can be produced by the oil in- 
dustry in any quantity required; 
this also holds true for the ex- 
plosive, TNT,” he added. 


teviewing the war-petroleum 
outlook, Dr. Egloff said that 
present indications are that the 
Axis powers might develop a 
real shortage of oil and lubri- 
cants for industrial, air, army, 
and navy requirements in the 
event of a long war. 


Volume Not Sufficient 


“This shortage,” he said, “will 
be based upon lack of crude oil 
and substitute fuels, whether 
from hydrogenation of coal, car- 
bon monoxide, liquefied hydro- 
carbon gases, and gas produced 


from wood, coal, lignite, and 
coke, directly on the motor ve- 
hicle. The volume of oil pro- 
duced within European coun- 
tries has not been sufficient to 
cover the amounts consumed 


even in peacetime. 


“Germany’s crude oil and sub- 
stitute fuels show an estimated 
yearly production of 49,000,000 
barrels. This represents less 
than 2'2° of the world’s crude 
oil. Oil consumption in Ger- 
many and Czechoslovakia in 1938 
amounted to 60,000,00. bobls., a 
figure which in spite of curtail- 
ment of all civilian uses of pe- 
troleum cannot cover the mili- 
tary requirements on a_ 1940 
wartime basis. Although large 
volumes of stored petroleum 
went to the German army by 
the capture of a number of coun- 
tries, it is difficult to estimate 
the amount actually falling into 
their hands. This is due to the 
unknown factor of sabotage of 
oil supplies by retreating arm- 
ies. Air raid destruction and 
damage of synthetic oil plants 
and storage now going on has 
cut fuel supplies. 


“Italy’s oil from Albania and 
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synthetic fuels is about 2,000,000 
bbls. a year or less than 1/10th 
of 1% of the world’s crude oil. 

“The total oil production of 
Austria, Hungary, Poland, 
France, Rumania, and Czecho- 
slovakia amounts to 58,000,000 
bbls. or about 3% of the world’s 
total. 

“Crude oil production in Rus- 
sia is about 220,000,000 bbls. or 
10% of the world’s total which 
is probably lower than her in- 
ternal demands due to indus- 
trial, army, and aviation expan- 
sion. 

“Japan’s oil production is 
about 1/10th of 1% of the 
world’s total, whereas the Dutch 
East Indies yields about 3%%. 

“England’s empire has oil 
sources of over 150,000,000 


bbls. a year from Iran, Iraq, 
Bahrein, Burma, Trinidad, and 
Canada, and may draw from the 
205,C00,000 of Venezuela, 39.000,- 
000 of Mexico, and 22,000,000 of 
Colombia. 

“Accessible to Great Britain 
as long as her maritime power 
endures are the oil fields of Cen- 
tral and South America which 
have a yearly production of 300,- 


000,000 bbls. or 15% of the 
world’s total.” 
Regular ‘Gas’ Cut 
in New York City 
NEW YORK, Nov. 4.—Effec- 


tive Oct. 31, Socony Vacuum Oil 
Co. Inc. reduced its posted Mo- 
bilgas (regular) dealer tank 
wagon prices in Manhattan, 
Brooklyn, Bronx, and Queens 
0.4e per gal., according to a com- 
pany announcement. Other 
prices posted in greater New 
York were not affected, Socony 
said. 





Reader Hits NPN’s Canadian Article 
As ‘British Propaganda’; Defends Bund 


CLEVELAND—An article on 
Canadian oil industry in war- 
time, published in NATIONAL 
PETROLEUM NEWS of Oct. 
16, 1940, has drawn a sharply- 
worded from a 
who signs himself, “Charles F. 
Stolzenbach” of New York City, 
and that the article 
gives circulation to “lying Brit- 
ish propaganda.” 

The article in question was 
written by A. M. Petty, NPN 
news editor, on basis of a trip 
through Canada and interviews 
with government officials, busi- 


protest reader 


charges 


ness men and trade publication 
editors in that country and cor- 
rectly reports the facts. 

Here is complete text of the 
letter: 


338 East 14th Street, N. Y. C. 
October 26, 1940. 
Mr. W. C. Platt, Editor, 
National Petroleum News, 
1213 W. Third Street, 
Cleveland, Ohio 
Dear Sir: 

In your October 16, 1940, issue 
you have an article by A. M. 
Petty, “Staff Writer’, on Can- 
ada in Midst of War. I regret 
seeing this article in your other- 
wise excellent publication. In 
the midst of the European diffi- 
culties I see no reason to use 
every American publication for 
British propaganda purposes. 

Petty does not come out open- 
ly with any statement, but sug- 
gests and intimates by half 
truths. In the latter half of the 
article a section is entitled 
“Blame Nazi Propaganda” and 
brings in the story of some un- 
named American businessmen 


who received telegrams from an 
unnamed “nephew of a prom- 
inent (also unnamed) Bund 
leader in New York.” The story 
smells somewhat when it relates 
happenings to unnamed people 
by other unnamed persons. One 
is led immediately to the con- 
clusion that names were not 
mentioned because there were 
none. If the German-American 
Bund were meant—as it prob- 
ably was—-why not name it di- 
rectly? Also, why continue the 





lying British propaganda that 
the German-American Bund is a 
Nazi espionage activity? The 
Bund has been investigated al- 
most continuously during the 
past three years and no un- 
American activity has been 
found. The only Bund member 
to be punished was Kuhn, and 
he was punished for something 
besides un-American activity. By 
mentioning this lie you give it 
further circulation. 

Anyway, what business has 
this in an engineering publica- 
tion? 

Besides, I know that several 
naturalized German born Amer- 
ican citizens were turned back 
at the Canadian border with 
the remark that they were ene- 
mies of the Empire and were 
not desired in Canada. That is 
the main reason why the Can- 
adian tourist trade dropped off. 
If Canada persists in being 
British and boycotting all pe1- 
sons of German blood, then the 
same will be done to them. 

Yours very truly, 
Charles F. Stolzenbach 


Light Fuels Advanced in 
New York City Area 
N.P. N. News Bureau 
NEW YORK, Nov. 4.—Socony 
Vacuum Oil Co. Ine. has an- 
nounced tha tits prices for Mo- 
bilheat (Nos. 2 and 3 fuel oils), 
will be advanced 0.4c, all meth- 
ods of delivery, at New York 
harbor, effective today, Nov. 4. 
The reduction will cover New 
York City, Long Island, West- 
chester County and “east to 
Stamford, Conn.,” a Socony of 
ficial said. 


’ 





South Carolina's Budget Is ‘Ailing’, 


So Increase ‘Gas’ Tax Says Governor 


NEW YORK, Nov. 4.—Oil 
seems to be destined to pull 
South Carolina’s chestnuts from 
the fire, according to oil men 
here. The state’s budget shows 
a large deficit and all corrective 
efforts are apparently centered 
around added burdens on high- 
way users. After various at- 
tempts to divert highway funds 
failed, Governor Maybank now 
suggests an increase in the gaso- 
line tax. 

South Carolina’s constitution 
says that when a tax is levied, 
the purpose for which the reve- 
nue is intended should be dis- 
tinctly stated. The gasoline tax 
law didn’t say the revenue from 
that tax could be used for “gen- 
eral” purposes, so the state Su- 
preme Court invalidated a di- 
version bill passed by the 1939 
legislature. 

Then, the legislature passed a 
bill reducing the gasoline tax 
from 6c to 5c, but levied an addi- 
tional tax of 1c, the revenue from 
which was to be allocated to the 
“general fund.” This helped, but 
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not enough, so the 1940 legisla- 
ture passed a $2,000,000 diver- 
sion bill and tacked a provision 
to the gasoline tax law to per- 
mit revenue from the gasoline 
tax to be used for “general pur- 
poses.” 

Last week, it too was declared 
unconstitutional on the grounds 
that the constitution says the 
legislature should levy annual 
taxes “sufficient to defray the 
estimated expenses of the state,” 
and “sufficient with other 
sources of income, to pay the 


deficiency of the preceding 
year. .’ To divert income 
from a _ previous tax levy is 


not to levy annual taxes “suf- 
ficient to defray the estimated 
expenses of the state,” court 
held. 

Now, Governor Maybank says, 
“The only way out, the opinion 
(of the court) seems now to 
imply, is an additional levy upon 
gasoline; that is what the Gen- 
eral Assembly sought to pre- 
vent, and is what both workers 
and industry had hoped _ to 
avoid.” 
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Texas Mid-Continent Group 
Observes 45th Anniversary 


FORT WORTH, Nov. 2.—Cele- 
brating the 45th anniversary of 
the Texas oil industry, Texas 
Mid-Continent Oil & Gas Assn. 
this week honored the Lone Star 
State’s pioneers who have 
drilled Texas discovery wells. 

With quick glances back 45 
years ago when Texas first dis- 
covered oil at Corsicana, the 
Texas section of this oil associa- 
tion, meeting here in its 21st an- 
nual session, discussed the pe- 
troleum industry’s ability to 
supply existing needs and made 
plans to perpetuate the oil in- 
dustry in Texas. 


Sees War In 90 Days 


Laying the groundwork for 
discussions that were to follow 
on national defense and oil, Fort 
Worth’s Mayor I. N. McCrary, 
in his address of welcome, told 
oil men that “war follows the 
flow of oil’ and predicted the 
U. S. would probably be at war 
with totalitarian states within 
90 days. 

Following the theme set out 
by the mayor, Ray L. Dudley, 
publisher of the Oil Weekly, an- 
swered the national defense 
challenge with his report that 
“The Oil Industry Is Ready.” 

The invasion of England is 
over for this year, the oil men 
were told by Foreign Corre- 
spondent M. W. Fodor. And 
since dictators must not remain 
idle even after victory, the next 
logical battle front is in the 
Near East, source of much- 
needed petroleum reserves, he 
said. 

Germany now needs about 
80,000,000 bbls. of petroleum an- 
nually to carry on its conquests, 
but now has only an estimated 
36,000,000 bbls., the newsman es- 
timated. Germany is looking to 
the Near East to supply this de- 
ficiency, he added. 

Germany’s' present oil re- 
sources may be bolstered to 51,- 
000,000 bbls. annually if esti- 
mates of synthetic production 
are accurate and if Hitler can 
obtain 21,000,000 bbls. annually 
from Roumania, the correspond- 
ent believes. The seizure of 
about 50,000,000 bbls. of crude 
ind petroleum products from 
invaded countries has enabled 
Germany to maintain her pres- 
ent bombardment of England, 
he added. 


Italian Oil Needs Told 


Iranian and Roumanian oil 
stores, for the time being, would 
be sufficient to keep Germany 
“going with her conquests,” he 
predicted. But half of the 40,- 
000,000 bbls. annually of oil Ger- 
many expects from Roumania 
will have to fuel Italy’s navy. 
Not until Germany has rushed 
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at least 4 mechanized divisions 
and 6 infantry divisions to the 
Turkish front, can we be as- 
sured of an invasion of Turkey, 
the newspaper man predicted. 

E. L. Smith, in the president’s 
address, traced the history of 
the association and its 21 years 
of work, offering a program 
that called (1) for greater sup- 
port of the Interstate Oil Com- 
pact Commission, (2) active sup- 
port of the proposed constitu- 
tional amendment prohibiting 
gasoline tax diversion for pur- 
poses other than roads, (3) in- 
creased efforts in the fight to re- 
tain the depletion clause in the 
federal income tax laws, (4) re- 
enactment of Texas’ conserva- 
tion statutes that expire Sept. 1, 
1941, and (5) the re-statement 
and clarification of Texas’ truck 
ing laws. 

Reports of the committees on 
theft prevention, membership, 
social security, wage and hours 
and forms simplification were 
presented at the business ses- 
sion Stressing the part oil 
pDlays in the community, mem- 
bers heard talks on “Oil and the 
Community” by Homer T. Boul- 
din, president of County Judges’ 
and Commissioners’ Assn. and 
“If Oil Were Gone,” by R. B. 
Anderson, tax committee chair- 
man. Distinguished service 
awards this year were presented 
to E. R. Brown and Jake L. Ha- 
mon, both of Dallas. 


Started Corsicana Plant 


Mr. Brown, board chairman of 
Magnolia Petroleum Co. and 
vice-president-director of So 
cony-Vacuum Oil Co.,  Ine., 
“thirty six years ago... helped 
to kindle the fires of the South- 
west’s first refinery at Corsi- 
cana. The smoke rising from 
its stills wrote across the sky a 
marvelous prophecy, impossible 
of interpretation then, fulfilled 
today in the accomplished re- 
alization of a mighty industry. 
He helped push out the bound- 
aries of an industry destined 
soon to be world-wide in scope 
and in service.” 

Mr. Brown has the distinction 
of having been associated with 
the Texas oil industry continu- 
ously since its beginning and of 
having spent all the intervening 
years since with the same com- 
pany or its successor. He is 
still active in the affairs of his 
company. 

Jake Hamon is considered one 
of the outstanding independents 
in the nation, active in the Mid- 
Continent Oil & Gas Assn., In- 
dependent Petroleum Assn. of 
America, National Stripper Well 
Assn. and Independent Oil Pro- 
ducers’ Equity Assn., Inc. 

Spudding-in ceremony for the 


“Texas Mid-Continent Oil & Gas 
Assn. No. 1 Fort Worth well’ 
with the first mule-powered ro- 
tary equipment featured the 
first day’s commemorative serv- 
ices. The spudding-in was con- 
ducted by several of the pio- 
neers who drilled in the discov- 
ery well at Corsicana. The 
equipment was familiar to them, 
because it was the same set used 
on the first Corsicana well. The 
following day the association, 
through its vice-president, J. L 
Collins, presented to Corsicana 
citizens a commemorative plaque 
memorializing discovery of the 
first commercial oil well at Cor- 
sicana in 1895. 

Only one new name appears 
on the roster of association of- 
ficers elected at this session. B. 
G. Byars of Tyler, succeeds Bry- 
an W. Payne as vice president 
for the East Texas district. 


Election of Officers 


Re-elected officers, and in the 
case of vice-presidents, the dis- 
tricts they represent, are: E. L. 
Smith, president; George C. Gib- 
bons, executive vice-president; 
Eugene McElvaney, treasurer; 
H. R. Cullen, vice president, Gulf 
coast; J. L. Collins, vice-presi- 
dent, east central; D. Houston 
Bolin, vice-president, North Tex- 
as; M. B. Davis, vice-president, 
Panhandle; Hamilton McRae, 
vice-president, west Texas; Joe 
A. Clarke, vice-president, west 
central; and Al Buchanan, vice- 
president, southwest Texas. 


A dinner-dance Nov. 1 and the 
Texas Christian-Baylor Univer- 
sity football game Nov. 2 con- 
cluded the 21st annual meeting 
of the oil men. 


Oil Men Honored 





Jake L. Hamon 





E. R. Brown 


Pioneers Spud Texas Well 





Using the worlds’ first rotary oil drilling rig, above crew took 
part in the Mid-Continent Association’s celebrations, by spud- 


ding in a wildcat in downtown Fort Worth. 


Above crew, from 


left to right: Frank Pickrell, A. W. Hamill, Jack P. Shannon, 
C. D. Speed, Jr., William M. Elliott, and J. G. Hamill 
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HERES WHERE 
THE WORK IS DONE! 
























TRACTION... 
NOT POWER ALONE 
|§ WHAT YOU NEED 
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When there’s heavy work to do, TWO driving axles under the load are better 
than one. For better traction and load flotation use the 


a THORNTON nO WHEEL DRIVE oo 


YOU SAVE MONEY! Take a truck of 11% to 3 tons Two ratios, for power and speed, easily controlled 


original capacity and let us quickly and at a low by a lever in the cab. Walking-Beam Flexibility— 
cost convert it to a husky unit of 30,000 lbs. or Special spring construction keeps equal load and 
more gross vehicle weight capacity, balanced power on all four driving wheels. 


THORNTON TANDEM CO. 


8701-8779 GRINNELL AVE. DETROIT, MICH. 


Manufacturers also of the THORNTON automatic-locking DIFFERENTIAL which gives traction when 
slippery going makes trucks equipped with ordinary differentials helpless. 





“When you need TRACTION you need THORNTON” 
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Federal Law Urged 
On Sizes, Weights 
By ICC In Report 


N.P.N. News Bureau 
WASHINGTON, Nov. 2.— 
Congress has the power, under 
the commerce clause of the Con- 
stitution, to enact a federal law 
providing reasonable _ regula- 
tion on the sizes and weights of 
trucks, providing need for such 
legislation exists. 

Such is the conclusion reached 
in the Commission’s report No. 
5) on its weights and sizes study, 
which deals with “Legal As- 
pects of Federal Regulation of 
the Sizes and Weights of Mo- 
tor Vehicles.” 

Report further concludes Con- 
gress has the power to set up an 
administrative agency charged 
with the enforcement and ad- 
ministration of a weights and 
sizes law, with authority to ex- 
empt from the statute’s appli- 
cation some of the facilities or 
roads, which otherwise would 
be subject to the provisions of 
the act. Roads and facilities thus 
exempted would be under the 
regulation of the respective 
states in which they lie. 

In recommending that any 
federal legislation governing 
sizes and weights be based on 
the commerce clause, the report 
said such a law would cover 
more roads if based on the post 
roads clause of the Constitution, 
but would not be as satisfactory 
as the commerce clause. 

Report also discussed the pow- 
ers of Congress to legislate 
for the common defense and the 
general welfare but decided 
these could not be used as bases 
for legislation on the sizes and 
weights of motor vehicles, in- 
asmuch as such powers are 
granted only in connection with 
the power to tax and spend 
money. 


Basis for Legislation 


Report on the legal aspects of 
federal regulation of sizes and 
weights together with four oth- 
er reports on the need of such 
legislation are intended to pro- 
vide the basis for a report to 
Congress on the subject of a 
possible sizes and weights law. 

Most recent report on needs 
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is No. 4 which goes into the 
question of truck sizes and 
weights in relation to road and 
bridge facilities. Previous re- 
ports covered the relationship 
of dimensions and weights of 
trucks to safety; progress in the 
improvement of roads together 
with volume of truck traffic 
using them, and the variations 
between various state laws regu- 
lating sizes and weights. 

All five reports have now been 
submitted to the motor carrier 
industry for comment in the ex- 
pectation a preliminary ICC re- 
port on the question of federal 
control of sizes and weights will 
be submitted to Congress early 
in January. 


California Truckers 
Seek Rate Revision 


N.P.N. News Bureau 

LOS ANGELES, Nov. 2. 
California truck operators are 
attempting to secure a revision 
of present transportation rates 
for petroleum and petroleum 
products that will prevent the 
increasing tendency of shippers 
to purchase and control their 
own tank trucks and trailers. 

In a petition filed by Howard 
M. Lang, on behalf of the Tank 
Truck Operators Assn., of which 
he is president, the state rail- 
road commission is asked to in- 
vestigate existing rates and 
make such revisions as “will de- 
ter and discourage the continued 
use and operation of plant fa- 
cility, tank truck and trailer 
operations” by refiners and ship- 
pers of petroleum products. 
These changes are alleged to be 
necessary in the interest of the 
public, the shippers and the car- 
riers. 

No announcement has been 
made as to the attitude of the 
railroad commission or as to 
its intention to hold public hear- 
ings on the question. 


ICC Calendar 


HEARING 
Walter Freeze, Braman, Okla., 
(MC 59220), Nov. 22, Oklahoma 


City, on application for certificate to 
operate as a common or contract 
carrier in transportation of oilfield 
equipment between points in Okla- 
homa and Kansas over irregular 
routes, 


5 {| I 
7 


- = 






Wage-Hour Lawyers Discuss 
Situation of Truck Drivers 


(Continued from Page 13) 


regulations is 60 hours and any 
employe subject to such regu- 
lation by the ICC is automati- 
cally exempt from the wage- 
hour law’s provision for over- 
time pay for each hour in ex- 
cess of 40 hours per week. How- 
ever, such employes must be 
paid at least 30c per hour, or 
$18 for a 60-hour week. 


Grouped in 4 Classes 


According to Wage-Hour Di- 
vision attorneys here, there are 
are four classifications of truck 
drivers as regards the wage- 
hour law, and these classifica- 
tions apply equally to for-hires 
and private carriers. Briefly, 
they are: 

1. Drivers subject to ICC 
regulation as to hours and to 
Wage-Hour Division regula- 
tion as to minimum wages 

(30e per hour). 

2. Drivers subject to Wage- 
Hour Division control with 
respect to both maximum 
hours and minimum wages. 


3. Drivers wholly exempt 
from any Wage-Hour Divi- 
sion regulation, because of 


retail and driver-salesmen ex- 
emptions in the wage-hour 
law. 

4. Drivers who are exempt 
from the wage-hour law, but 
who are subject to ICC regu- 
lation, because they make de- 
liveries across state lines. 


ICC and Wage-Hour Differ 

Disagreement between the 
ICC and the Wage-Hour Divi- 
sion over what constitutes in- 
terstate commerce is a_ by- 
product of various recent U. S. 
Supreme Court decisions in 
which that tribunal has been 
developing a new and broader 
definition of “interstate com- 
merce.” 

ICC, in the light of what 
the supreme court has said in 
the past, believes the amount 
of oil transportation subject to 
federal control as_ interstate 
commerce is decidedly limited. 

Wage-Hour Division, on the 
other hand, is basing its belief 


on what it hopes the present 
“liberalized” supreme court will 
come to regard as “interstate 
commerce.” Wage-Hour officials 
therefore are claiming as _ un- 
der the wage-hour law truck 
drivers handling oil anywhere 
along the line from well to fill- 
ing station or fuel oil consum- 


er, if the petroleum in ques- 
tion has crossed a state line 
anywhere enroute, either  be- 


fore or after it was processed 
at the refinery. 


Answer QOil Inquiries 


In answering letters from oil 
companies recently, Wage-Hour 
Division attorneys have been 
saying that the Division is not 
at present enforcing its maxi- 
mum hours regulations against 
truck drivers delivering within 
a state from wholesale estab- 
lishments. This policy has 
been in effect since Oct. 15, 
1940, when the ICC in promul- 


gating its safety regulations, 
establishing maximum _ hours 


for private-carrier truck driv- 
ers, refused to assume jurisdic- 
tion over wholesalers. Wage- 
hour officials insist, however, 
that they have not relinquished 
any of their alleged authority 
over hours of drivers making 
deliveries from _ bulk plants, 
since minimum wages for such 
truck drivers are being en- 
forced as vigorously as ever, 
they said. 

Effect of the present non- 
enforcement of maximum hour 
regulations for truck drivers 
employed by wholesalers oper- 


ating entirely within a_ state 
may amount to a temporary 
“exemption” from the wage- 


hour law for tank truck driv- 
ers because wages paid by oil 
companies are well above the 
30c minimum hourly rate. How- 
ever, there is no guarantee 
that the Wage-Hour Division 
may not later change its mind 
and hold that such _ truck 
drivers are under the law 
and always have been—and are 
entitled to retroactive  time- 
and-a-half for ‘‘overtime’’ 
wages. 

The letters to oil companies 
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state that the Wage-Hour Di- 


vision will make no attempt 
until further notice—to en- 
force maximum-hour  regula- 


tions for drivers for wholesale 
establishments. 


Not Entering Damage Suits 


Division, however, is doing 
nothing to prevent such driv- 
ers from bringing double-dam- 
age suits against their employ- 
ers for “overtime” pay. Gov- 
ernment will not lend support 
to such suits, by intervening in 
the courts in behalf of drivers. 


ICC Hours, Wage-Hour Pay 


Generally speaking, truck 
drivers transporting petroleum 
products now subject to both 


ICC maximum hours and Wage- 
Hour Division minimum-wage 
regulation, according to pres- 
ent indications, are: 

Drivers hauling from refin- 
eries and water or pipeline 
terminals to bulk plants who 
cross one or more state lines 
in reaching their destinations. 

Drivers making deliveries 
from bulk plants to filling 
stations and crossing state 
lines in doing so. 

Tank wagon salesmen who 
spend more than 20% of their 
time in delivering to filling 
stations and cross state lines. 

Truck drivers who, in a 
situation where the bulk 
plant is not on a railroad sid- 
ing, haul oil drums to such 
plant. 


Truck Drivers Under the Law 
Listed by Wage-Hour Official 


Truck drivers who are sub- 
ject to regulation by the Wage- 
Hour Division with respect to 
both wages and hours, as the 
Division . now interprets’ the 
law, are: 

Drivers delivering to filling 
stations from bulk plants. 

(This would not include driv- 
ers hauling products from 
crude _ produced, processed 
and marketed within one 
state.) 

Those who haul products 
made from crude moving in- 
terstate from refineries and 
water or pipeline terminals to 
bulk plants located within the 
same state. 


Tank wagon driver-sales- 
men operating wholly with- 
in one state who spend more 
than 20% of their time in 
making deliveries to filling 
stations. 

Drivers delivering fuel oil 
to large-quantity customers, 
resellers or consumers (such 


customers might be business 
concerns or anyone else, in- 
cluding private home owners, 
receiving discounts  contin- 
gent upon purchase of large 
quantities), providing the 
company’s sales to such ac- 
counts make up more than 
50% of its total business. 
(Reason given is that such 
firms are not within the ex- 
emption granted retailers.) 
Even though a firm is ex- 
empt because more than 50% 
of its sales are at retail, some 
of its drivers may not be ex- 


across a state line to custo- 
mers located in another state. 


Drivers Who Are Exempt 

Truck drivers, totally exempt 
from wage and hour regulation 
by the Wage-Hour Division, ac- 
cording to views of wage-hour 
legal staff here, are: 

Drivers hauling to bulk 
plants or making deliveries 
from bulk plants to filling sta- 
tions, where the oil in ques- 
tion completes its trip from 
the well to the filling station 
entirely within the same state 
and without crossing a state 
line. 

Tank wagon_ salesmen 
spending more than 80% of 
their time in making sales 
and deliveries to non-contract 
commercial customers. (Time 
such salesmen can spend in 
making filling station deliv- 
eries cannot exceed 20% of 
the time spent by non-exempt 
employes in making such de- 
liveries. Thus, if non-exempt 
drivers delivering full-time to 
filling stations customarily 
work 40 hours per week, then 
tank wagon salesmen lose 
their wage-hour exemption if 
they spend more than 8 hours 

20% of 40 hours—per week 
at such work.) 

All drivers delivering fuel 
oil for a distributor where 
more than 50% of the total 
is sold at retail or where de- 
liveries cross a_ State line, 
providing there is no way to 
distinguish between drivers 
making wholesale and retail 


spending more than 80% of 
their time servicing non-con- 
tract commercial customers, 
but who cross state lines to 
make deliveries. 


Drivers making deliveries 
of fuel oil across state lines 
for distributors which are 
exempted from the wage- 
hour act as retailers or be- 
cause less than 50% of their 
deliveries are made across a 
state line. 


How Much ‘Interstate’? 


Whether a truck driver is 
partially or totally exempt from 
the wage-hour law depends on 
what he happens to be doing 
in any particular week. Thus, 
a driver, during one _ week, 
might be exempted altogether 
from regulations both of the 
ICC and Wage-Hour Division 
when he spends his time haul- 
ing gasoline to bulk plants 
from a refinery located in the 
same state, if such refinery re- 
fines only oil produced in that 
state. 

During the second week, this 
same driver might haul gaso- 
line from the same refinery to 
bulk stations in another state, 
and thereby become subhiect to 
ICC maximum hours regulation 
and Wage-Hour Division wage 
control. 


In the third week, he might 
be under Wage-Hour Division 
control with respect to both his 
hours and his wages, when he 
hauls gasoline to bulk plants 
from a refinery located in the 
same state, but which secures 
its crude oil from another state. 


Borderline Cases Cited 


An otherwise exempt driver 
becomes subject to the wage- 
hour law, if, during the week, 
he makes one trip in what the 
Wage-Hour Division regards as 
“interstate commerce’, accord- 
ing to the Division’s legal staff. 
(It should be pointed out, how- 
ever, that what the Wage-Hour 
Division regards as “interstate 
commerce” and the I'CC’s view 
are two different things.) 


Similarly, one trip across a 
state line clearly interstate 
commerce— by a driver subject 
to the wage-hour law would ap- 
pear to take him out from un- 
der control of the Wage-Hour 
division for that whole week 
and make him subject to the 
ICC’s 60-hour week. But the 
ICC is declining to rule on bor- 
derline cases for instance, 
when a fuel oil truck driver 
makes one delivery a week 
across a State line. 





wage-hour officials: 


salesman, 
state. 

Other factors may also de- 
termine whether tank wagon 
salesmen are exempt from the 
wage-hour law, such as custo- 
mers telephoning some of their 
orders into the bulk plant, and 
the contact employer of such 
salesmen has with the latter’s 
customers. 


NebraskaSeeks 
Wider Markets 


N.P.N. News Bureau 
TULSA, Nov. 4.—Producers of 
Nebraska are reported check: 
ing the supply of nuts stored 
by the squirrels, and observing 
other “signs of winter,” all the 
time hoping for a good season 
in the Mid-West this year. 
Seeking wider markets for 
their “heating oil” type of crude, 
they see in a severe winter the 
possibility of supplying a great- 
er portion of crude that goes to 
supply heating oil in this area. 
At present, approximately 4500 
bbls. of Nebraska oil daily 
moves to 3 northern refineries. 
This represents the approxi- 
mate extent of market outlet for 
the oil. Two of these outlets, 
taking approximately 4000 bbls. 
of Nebraska oil daily, are oper- 
ating on a blend of Illinois and 
Nebraska oils. A sudden hike 
in demand for heating oil, ac- 
cording to some_ producers, 
would probably cause these re- 
finers to increase the ratio of 
Nebraska oil refined and there- 
by bolster the market outlet 


for their newly’ discovered 
crude. 
Meanwhile, the 2  pipeline- 


gathering systems serving the 
Falls City, Neb., fields are said 
to have furnished connections 
for all leases in the field. “There 
is no distress oil in the field and 
plenty of pipeline capacity to 
care for any new production that 
may be brought in,” one pro- 
ducer said. 

Boundaries of the Falls City 
field have been “fairly clearly 
defined,” it is said, by 4 recently- 
discovered “dry holes.” 


Stanolind Asks High Court To 
Void Oklahoma Law 











deliveries, or between those 
making intrastate and inter- 
state deliveries. 
Those Subject to ICC 
Drivers, totally exempt from 
the wage-hour act, but who are 
still subject to hour regulation 
by the ICC are: 
Tank wagon 





empt because more than half 
of their deliveries are in 
“wholesale” quantities to re- 
sellers or consumers. 

Those delivering fuel oil 
for retail distributors (mak- 
ing less than half their sales 
at wholesale) which deliver 
more than 50% of their oil 
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WASHINGTON, Nov. 4. 
Stanolind Pipe Line Co. has 
asked the U. S. Supreme Court 
to hold unconstitutional the 2% 
Oklahoma use tax of 1937 as 
applied to machinery, repair 
parts and other articles used in 
the maintenance of the con- 
cern’s pipeline in Oklahoma. 


Borderline cases also figure 
in the exemption from the 
wage-hour law of tank wagon 
salesmen as_ driver-salesmen. 
Existence of a contract with 
the customer is an important 
factor in determining that a 
truck driver is merely a de- 
liveryman and not a driver- 











salesmen, 
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For the Industrys 


BIGGEST SELLING Season 


The oil industry’s biggest season 
TO SELL—and to teach its own peo- 
ple HOW TO SELL—is now on. 


This is the season for WINTER 
CHANGE-OVER. 


Some customers will drive into sta- 
tions and ask for change of motor 
oil, lubricants and other pre-winter 
servicing, but most motorists will 
have to be reminded and SOLD the 
job of servicing their cars properly 
for winter. 


This is the season when much EX- 
TRA PROFIT can be made by PUSH- 
ING sales of lubes, tires, batteries, 
heaters, anti-freeze, wind-shield wip- 
ers and other accessories. 


NOW is when oil marketers and 
their dealers can make extra profits 
to offset narrow gasoline margins 
suffered during the past gasoline sea- 
son, 


Oil companies, big and little, have 
made plans and spent quite a few mil- 
lions of dollars in preparation for the 
coming season of good Selling. Some 
WINTER CHANGE-OVER plans are 
already in operation, others will fol- 
low soon as snow and ice approach. 


But all this Selling and all these 
Sales Opportunities depend on MAN- 
AGEMENT. 


MANAGEMENT must start it and 
management now must see it through, 
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during every hour, of every day, of 
every week. 


And Management includes execu- 
tives, administrators, owners and su- 
pervisors in Oil Marketing. 


Management is the division and dis- 
trict executives of the larger oil com- 
panies, and their other representa- 
tives. Management also is the mar- 
keter and his staff of men who push 
Selling. 


On the shoulders of all of these, 
rests the responsibility of seeing that 
the SELLING job is actually done at 
the pump island, on the driveways 
and in the lubritorium. 


To help Oil Marketing Manage- 
ment at the start of this biggest sell- 
ing season, NATIONAL PETROLE- 
UM NEWS has gathered engineer- 
ing data and sales ideas from all 
available sources, presenting it in 
this issue. 


With this issue and with subse- 
quent articles, NPN hopes to assist 
in making this 1940 WINTER 
CHANGE-OVER season the best and 
most profitable ever. 


Editor. 























—Memphis, January 24, 1940. 









Winter Driving Requires Frequent 


Good housekeeping, modern equipment, good display 
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Excessive crankcase dilution 
Water contamination 

Oil emulsion sludge 
Accelerated engine wear 
Excessive oil consumption 
Poor fuel economy 

Hard steering and riding 

These are some of the automotive 
ailments found by lubrication § en- 
gineers on passenger cars operated too 
long on contaminated lubricants dur 
ing the winter months. The list in- 
cludes not hypothetical possibilities, 
but actual difficulties which occur re- 
peatedly during cold weather operation 
of many cars. 

The relation between winter sludge, 
crankcase oil contamination, inade- 
quate chassis lubrication, and too-long 
use of gear oils, and the all too com- 
mon premature rise in oil consump- 
tion, poor performance and economy 
and other operating problems, is not 


mer at this N 
right in | 
school at Vanderbilt University. He is 
Engineering Bulletin—to a custon 
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1ckground) is Gilbert Dickey, Jr., 
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generally recognized by the car owner. 

It is for this reason that many oil 
marketers recognize the need for CON- 
VINCING and USABLE arguments 
which their service station salesmen 
can use in SELLING complete Change- 
Over servicing and proper protection 
of customers’ cars during the winter 
months. 

Thoroughly trained and equipped 
with these merchandising facts, sta- 
tion attendants have been found not 
only better able to convince the cus- 
tomer but also more likely to open 
up with an effective solicitation. 

In this article NATIONAL PETRO- 
LEUM NEWS presents facts of an 
engineering nature gathered in recent 
weeks from the files of oil companies, 
from the laboratories and from leading 
automotive and lubrication engineers. 
Later on in this article actual case 
histories will be discussed, showing 


und service PLUS help from NPN’s 
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educational program resulted in a 25% in- 
ville station It is one of 30 operated by American Oil Co. of Tennessee of which 
who operates this station for his father, supple- 


of proper lubrication 
increase our lube sales this winter’ 


what was found in cars that developed 
lubrication troubles when lubricants 
were changed infrequently during cold 
weather. 

Facts obtained in this search are de- 

signed to show: 

1. Why it is important to change 
worn-out summer lubricants at 
the start of the winter season. 

2. Why regular lubrication every 
1000 miles and change of motor 
oil every 500 miles in winter’s 
Zero cold, is a sound practice 
during the winter months. 


While oil marketers may be familiar 
with the causes and effects of improper 
lubrication in the winter, as_ listed 
at the start of this article, a general 
review of these problems is warranted. 
The following analysis is from the 
lubrication engineering department of 
a leading oil company: 

“Crankcase Dilution may be caused 








Oil Change 
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Bnd Lubrication 


by the heavy ends of the fuel finding 
their way down by the piston rings 
into the crankcase. Their presence 
dilutes and thins down the oil, making 
it much lighter in body and less vis- 
cous. Badly diluted oil will be so thin 
that if the crankcase is drained while 
the oil is hot it will run out with the 
appearance of dirty Kerosine. 


“Even with good fuels of adequate 
volatility, dilutions as high as 10% or 
15% are found under certain condi- 
tions when oil is changed infrequently. 
High dilution is an indication that all 
is not well in the engine and while 
some technicians may argue that dilu- 
tion in itself may not ruin an engine, 
I think they will agree it is a danger 
sign. Draining and refiliing the crank- 
case reduces the dilution to zero. 

“Water Contamination: It is well 
known that for each pound of gasoline 
burned in the engine there is formed 
a little more than one pound of water 
vapor. Normally most of this passes 
out through the exhaust system. If 
the cylinder walls are cool (below the 
dew point), some of this water vapor 
will work down into the crankcase. 

“When the engine is stopped the 
water may freeze. When the engine 
is started the next time, the oil pump 
shaft may be twisted off or the ice 
crystals may block the flow of oil to 





to Avoid Damage to Engines 


the bearings, causing them to burn 
out. In some cases it may be impos- 
sible to crank the engine. 

“Carbon Dioxide which is one of the 
normal products of combustion, com- 
bines readily with any water vapor 
present at low cylinder wall tempera- 
tures to form carbonic acid. This cor- 
rosive acid may etch the metals of the 
engine, necessitating premature re- 
placement or expensive breakdowns. 

“Oil Emulsion Sludge: When water, 
soot blown by the piston rings, road 
dirt breathed in by the engine, dilution 
from the heavy fuel ends, metallic 
particles and lubricating oil are mixed 
together and whipped up in the engine 
crankcase, a product Known as emul- 
sion sludge often forms. This may 
vary in consistency from a mayonnaise- 
like viscous fluid to a heavy grease 
paste. 

“Whatever form it takes it is bad 
news to an engine. The combination 
of fuel from excessive dilution, water 
from condensation, carbonic acid and 
emulsion sludge will rapidly render 
even the best oil unfit for further 
service. 

“Accelerated Engine Wear: Rapid 
engine wear at low temperatures is 
quite generally attributed to the ‘cold 
corrosion’ of metallic parts by carbonic 
or sulphurous acid, gasoline washing 


of the cylinder walls, which removes 
the lubricating oil film, and to inade- 
quate oil body caused by excessive dilu- 
tion. 

“It has been found that in some in- 
stances cylinder wall wear was 5 to 
6 times as great at a cylinder wall 
temperature of 100°F. as it was at 
a wall temperature of 150°F. Much 
relief from excessive wear can be ob- 
tained by frequent draining of the 
diluted, acid and sludge contaminated 
oil. 

“Excessive Oil Consumption: In- 
creased oil consumption often results 
from failure of the oil control rings to 
function. These rings become plugged 
up and stuck in their grooves with 
sludge-like materials which may result 
from low temperature operation. As 
they become inoperative, oil passes 
into the combustion chamber, resulting 
in excessive consumption and_ ab- 
normal carbon deposit. 

“Poor Fuel Economy: Reduced ef- 
ficiency and performance will also re- 
sult from stuck piston rings which 
permit blowby. Fuel economy is also 
affected adversely by low temperatures 
which increase engine friction and 
necessitate richer carburetor mixtures 
or more frequent use of the choke.” 

There is particular interest for the 
oil marketer in evidence that a definite 
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correlation exists between formation 
of winter sludge in the crankcase oil 
and a premature increase in oil con- 
sumption of a passenger car engine in 
normal operation, the latter quite com- 
mon at 10,000 to 20,000 miles of service. 
Winter sludging and an early rise 
in oil consumption are conditions most 
commonly identified with the so-called 
“milk-route” or door-to-door type of op- 
eration, in which short runs, with 
idling stops in between, favor excessive 
accumulations of crankcase water. 


W ate sludge formation in the av- 
erage passenger car is likely to occur 
in smaller quantities over a longer 
interval, and perhaps not be the ap- 
parent cause for complaint in normal 
life of a vehicle, a premature increase 
in oil consumption is a comparatively 
common ailment of the passenger ve- 
hicle. It is also one of which the mo- 
torist is most conscious and most 
concerned. 

It has been noted that oil consump- 
tion does not become a factor in cars 
operated over long distances and at 
relatively high speeds, as early as it 
does in the family car with its less 
than 10,000 miles of annual operation. 
To the lubrication engineer this adds 
fresh evidence that the average car is 
not operated at speeds and over dis- 
tances that will prevent the accumu- 
lation of contaminants, particularly 
during cold weather. 

Another prominent authority says 
his studies indicate many of the engine 
troubles—-such as excessive oil con- 
sumption, poor performance and econ- 
omy—encountered in many passenger 
cars, can be avoided by more frequent 
oil changes; that longer life and higher 
efficiency are definitely tied in witn 
proper engine lubrication. 

Clogging deposits in the oil ring 
slots can be sharply reduced or pre- 
vented entirely by frequent oil drains, 
investigation by one» company shows. 
On a popular make car in normal pas- 
senger car service, the motor oil was 
drained at 500-mile intervals in 75,000 
miles of operation. 
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Accumulations of 
winter sludge on oil 
pump filter screens, 
such as shown 
here, prevent ade- 
quate flow of oil to 
vital engine parts 


At the end of this time, the engine 
was torn down and examined. Pistons, 
rings and oil passages were found to 
be as clean as the average engine after 
only 2000 miles. Oil consumption at 
the 75,000-mile mark was equivalent 
to that at 25,000 miles on the average 
car. 

This study indicates that many en- 
gine overhauls would be made_ un- 
necessary by sufficiently frequent oil 
change to prevent gumming up of pis- 
ton oil slots and drains. 

On the basis of 10 years to drive 
the 75,000 miles and a 5 qt. crankcase 
capacity, the car described above would 
have used an average of only 75 qts. 
a year, even at 500-mile oil change 
periods and only 37.5 qts. at the safe 
1000-mile periods. 

In addition to the above factors, 
another oil company engineer lists the 
following causes of winter emulsion 
sludge formation in the crankcase of 
many cars: 

1. Overly 


rich carburetor’ setting 





Se) i+ 


Deposits in the valve chamber of an engine 
operated short distances and in stop-and-go driving in 


changes in cars 


and poor ignition, contributing to 
excessive fuel dilution and poor 
combustion. 


2. Faulty thermostats which keep 
the engine from warming up as 
rapidly as it should and promote 
accumulation of water. 

The experience of this company has 
also indicated the danger of formation 
of winter sludge is substantially great- 
er where an engine is run on oil al- 
ready contaminated and/or oxidized by 
summer driving. In commenting on 
this, this engineer said: 


“It should be pointed out that per- 
fectly clean, fresh oil, in a clean en- 
gine, will resist formation of emulsion 
sludge, even though large concentra- 
tions of water are present. Clean oil 
and clean water will not mix and emul- 
sion sludges are formed only when 
considerable amounts of dirty con- 
taminants accumulate. 


“Oil which has been used during the 
summer will naturally accumulate 
dirty residues, due to normal opera- 
tion, so that if this oil is used in the 
winter it will not resist sludge forma- 
tion. 


T HERE is also another factor dic- 
tating change of summer oil, namely 
that oil which has been used for hot 
weather driving may become oxidized 
or chemically changed to a greater or 
lesser degree. Such oils are materially 
more susceptible to formation of emul- 
sion sludges in the presence of water 
than is fresh, unoxidized oil.” 


The studies made by this company 
also indicate the higher compression 
engines being used in greater numbers 
today, have increased the possibility 
that cooling water or anti-freeze from 
the cooling system, will leak into the 
combustion chamber and crankcase. 


Much of the discussion here has been 
given to reasons why motor oil should 


such as this, may result from infrequent oil 
cold weather 
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be changed before contaminants de- 
stroy its lubricating value. This ap- 
parent slight of other lubrication needs 
was because it is felt motorists are not 
as conscious of the damage that may 
occur to their engines and therefore 
require more convincing arguments 
on why the oil should be changed at 
least every 1000 miles, and oftener in 
extreme cold. 


Motorists are made conscious—by 
squeaks, rattles, and hard riding, steer- 
ing and gear shifting—of the need for 
fresh chassis and gear lubricants at 
the start of winter. Also, the service 
station salesmen can point to the con- 
tamination of chassis lubricants by 
summer dust and winter’s snow, ice 
and water. 

Following are_ specific instances 
taken from oil company files showing 
contamination of crankcase oil during 
winter months. The oils and fuels in- 
volved were supplied by a number of 
different marketers. 


Case No. 1: 


A sample of used oil from a 1937 
passenger car of popular make, op- 
erated in Worcester, Mass., showed 
the following in an analysis made 
Feb. 21, 1940: 


Laboratory No. , : 9582 
Dilution ee D% 
Materials Insoluble in Petro- 

leum Ether 6.6% 


Materials Insol ubl e in 


Chloroform 3.4% 
Ash . j . 1.85% 
Water see inte ce On 


Investigation showed the lubricat- 
ing oil had been contaminated by 
these non-lubricating products. The 
condition was aggravated by leak- 
age of anti-freeze solution, and too 
long use of the oil. Had the oil 
been changed within the safe lim- 
its of 1000 miles, the contaminants 
would not have accumulated and 
appearance of the oil would have 
indicated the cooling system leak. 
This leak could have been repaired 
at low cost. Instead, however, ex- 
tensive repairs were necessary. 


Case No. 2: 
Analysis of valve chamber de- 
posit, taken from a medium priced 
car operated in Boston, Mass., 
showed the following: 
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This sample of win- 
ter sludge was 
scraped from the 
crankcase of a 1940 
engine. The opera 
tion was for short 
distances with fre- 
quent starts and 
stops. The sludge 
showed 26% wate! 


17 fuel dilution 
8 solids. Extreme, 
yes, but this was 


enough to cause 
engine failure; 
muct less would 
still result in exce: 


sive wear 


Materials Insoluble in Pe- 


troleum Ether 35.0% 
Materials Insoluble in 

Chloroform 12.5% 
Ash (Mainly Iron Oxide) 9.0% 
Water 1.0% 


The oil from this engine yielded 
the following analysis: 


Dilution 4% 
Materials Insoluble in Pe- 

troleum Ether 0.82% 
Materiais , Insoluble in 

Chloroform 0.57 % 
Ash . Ona 
Water Trace 
Saybolt Universal Viscosity 

@ 210°F. 61 sec 
Neutralization No . 06 


The percentages of non-lubricating 
deposits found in the valve chamber 
on this car mean more when it is 
known that the accumulation was so 
heavy that it almost filled the spaces 
around the valves and springs; finally 
resulting in stuck valves. 

By the owner’s admission, it is 
known that the oil was changed at 
infrequent intervals on this car. It is 
also of interest that the manufacturer 
specifies an unusually long interval be- 
tween oil changes on this make car. 

The oil analysis shows by the rela- 
tively small amounts of the various 
contaminants, how these products were 
thrown out of the oil to Geposit on and 
around the engine parts. 


Case No. 3: 
Used oil from another medium 
priced car—-in the lower bracket 
analyzed March 20, 1940, showed: 


Laboratory No. 9677 
Dilution 8.0% 
Materials Insoluble in Pe- 

troleum Ether 0.50% 
Materials Insoluble in 

Chloroform 0.34% 
ee ; 0.3% 
Water Trace 
Viscosity @ 210° F 58 sec 
Neutralization No 0.5 


Deposits on the valve chamber 
cover showed: 
Materials Insoluble in Pe- 


troleum Ether . 59% 
Materials Insoluble in 

Chloroform 30% 
Ash ; 7.1% 
Water 0.0 


This vehicle was used around the 
city, with many stops and relatively 
short distances between. The engine 
was puiled down for expensive repairs 
when the valves stuck. 

No information is available on the 
frequency with which oil was changed, 
but there is ample evidence here that 
it was not often enough. Perhaps this 
is an instance in which the oil should 
have been changed every 500 miles, as 


a means of keeping the dilution down 

and carrying out the solid impurities 

in the oil. 

Case No. 4: 
A car owned by Mr. S on the 
outskirts of Boston, was pulled 
down due to noise and lack of oil 
pressure. The oil pump was sent 
to the oil company on March 20 
for inspection. Analysis of the 
deposit was: 


Laboratory No. 9687 
Materials Insoluble in Pe- 
troleum Ether 60.7 % 
Materials Insoluble in 
Chloroform 36.1% 
Ash ; 8.9% 
Water . 12.0% 


When the 12% water showed up, 
the immediate cause of this cold 
weather failure was understood. 


Case No, 5: 

The S$ Company, which oper- 
ates a fleet of trucks in Cambridge, 
Mass., sent the oil company a sam- 
ple of used oil from a light weight 
truck. <A bearing had failed on 
this engine; the third failure in 
the then current cold snap. Analy- 
sis of the oil on March 14, 1940, 
showed: 


Laboratory No. 9615 
Dilution 17% 
Material Insoluble in Pe- 

troleum Ether 0.50% 
Materials Insoluble in 

Chloroform 0.46% 
Ash ; 0.75% 
Water : Trace 
Viscosity @ 210° F 51 see. 
Neutralization No. 1.0 


This operator was putting an SAE 


Here's what happens to an oil filter when 
called upon to clean oil containing heavy 


winter sludge. Completely plugged, this 

filter would no longer pass oil. No infor- 

mation is available on how long it had 

been plugged before the condition was 
discovered 
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40 oil into the crankcase and yet was 
running on a mixture of oil and gaso- 
line lighter in body than the SAE 
oil of the same brand. In this case a 
careful survey of the fleet indicated im- 
provements could be made in operating 
conditions, maintenance and oil change 
practice with the result that no further 
trouble occurred. 


Case No. 6: 


The engine on a 1940 car operated 
in cold weather for only short dis- 
tances and with frequent starts 
and stops became badly fouled with 
winter sludge. Analysis of the 
sludge showed: 


Dilution 

Solids (soot, dirt, car- 
bon, etc.) 

Water 

Mineral oil 


The mineral oil recovered from this 
sludge in the laboratory was found 
to be practically as good as new 
oil, indicating that contamination 
with excessively large amounts of 
fuel, water and solids, was the 
cause of the sludge formation. 

While it must be admitted that some 
of these examples of what can happen 
to good lubricating oil are extreme, 
they also represent instances in which 
engine conditions were bad enough to 
cause trouble or failure and make the 
car owner conscious that something 
was wrong. 

These cases do not include hundreds 
of thousands of other cars in which 
contaminants may accumulate more 
slowly and cause excessive engine 
wear, higher oil consumption and poor- 
er performance, without resulting in 
actual failure. Drains at 1000-miles 
in normal winter weather and every 
500 miles for sub-zero cold will prevent 
the accumulation of impurities and 
greatly reduce the possibilities of seri- 
ous engine damage. 


This sludge-filled oil pan shows the need 
for frequent crankcase flushing and oil 
change 


Minimum of $5.90 per Car 
Is Change-Over Market; 
Potential is $500,000,000 


Every oil marketer in the 
country has a chance to profit from 
the $170,000,000 Winter Change-Over 
market just ahead. Big as the figure 
is, it includes only sales of lubricants 
and services motorists will need to pro- 
tect their cars and insure safer driv- 
ing thru the winter months, 


The potential Winter Change-Over 
market open to oil marketers reaches 
the staggering total of about $500,000,- 
000 if there is included opportunities 
to sell tires and tubes, batteries, light 
bulbs, spark plugs, oil filters, wiper 
blades and arms, fan belts, battery 
cables, heaters, radios, defrosters, fog 
lights, hose, replacement thermostats, 
tire chains and other accessories, and 
services such as tire repairs, battery 
charging and rentals, radiator flush- 
ing and others. 

Marketers who have been doing 
what they think is a 100% sales job 
will still profit to whatever degree 
of effort they put forth in the Winter 
Change-Over program, 

For example, exclusive of anti- 
freeze, a station on monthly gasoline 
sales of 10,000 gals., can get a $1200 
slice of this Change-Over business, 
with a gross profit of $600 if it sells 
only the lubricants and services that 
adequately protect customers’ cars 
against winter’s cold, This is $230 
more than such a station would nor- 
mally sell in lubricants and services 
on the same volume of gasoline busi- 
ness, without the benefit of a Change- 
Over drive. And that is based on the 
station normally doing a 100% selling 
job. Marketers know that a station do- 
ing even a 75% sales job on items 
other than gasoline is considered very 
good. 

There are 3 reasons why this Change- 
Over market will be the biggest ever: 

1. There are at least 1,500,000 
more cars to be _ serviced than 
there were last fall. A good share 
of these are new cars, whose 


Batteries are a big item in the potential 
Winter Change-Over market 


owners will be more eager for 
necessary winter protection. 

2. Last winter’s extreme cold, 
which extended over the entire 
country and took in many states 
that normally have mild winters, 
for the first time made a few more 
millions of motorists conscious of 
the importance of winter condi- 
tioning their automobiles, 

3. More people are working than 
a year ago, so have the money 
to adequately prepare their cars 
for worry-free winter driving. 
Every one of the 27,000,000 passen- 

ger cars registered in the U. S., as 
of Sept. 30, should be sold these mini- 
mum Change-Over necessities. For 
the average car they consist of: 
Crankease drain and refill with 
proper winter grade of motor oil 
—6 qts. @ 25c 
Drain and refill transmission and 
differential with winter _lubri- 
cants—-5 pts. at 25c 
Thorough chassis lubrication .. $ .75 
Total for each car 
Total for 27,000,000 cars, $94,000,000. 
Most marketers consider this only 
the beginning of the Change-Over pro- 
gram. In addition, they include the 
following services, which, while they 
may not be classified as “necessities,” 
are important to the operation of the 
car and for its protection against cold: 
Wheel bearing pack 
Crank case flushing 
Air cleaner service 
Spark plug cleaning 


Total for each car 


These items would total $64,800,000 
for all the 27,000,000 cars on the road. 
With proper selling, the owners of 
most of these cars, as experience has 
shown, will buy the above services 
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QUALITY BUILT 


XG NINGHD 


Model 566. When the hose is 
extended, the pulley moves up. 
When the hose is not in use, 
gravity takes the pulley down. 


The familiar normal length 


hose Model 541. 


BENNETT GIVES YOU BOTH 
THE LONG REACH HOSE AND PYRAMID CONSTRUCTION 


Chosen by service men everywhere... 
acclaimed by the Petroleum industry 
. . . the most completely engineered 
pump ever built. Modern performance. 
Efficient construction. Lowest mainte- 
nance. Get the advantage of pyramid 
construction at no increase in cost. 


Again, Bennett's simplified engineer- 
ing scores! Bennett’s Long Reach Hose 
Model 566 is designed so that there 


are no more gasoline joints than in 
the pump with the usual length hose. 
When more than the average hose is 
needed, the operator easily draws out 
the extra length which hangs con- 
cealed and protected within the pump 
housing. 

Automatically, the additional hose 
is eased back (gravity returns the hose 
... gravity never fails). Save wear on 


the hose! Assure operator comfort! 

If it’s the Long Reach Hose you need, 
specify the Bennett with an extended 
length of fifteen feet two inches. That 
IS long! For those who prefer the nor- 
mal length hose, Model 541 has all 
the Bennett “plus” values in the pyra- 
mid construction but affords a savings 
over the above Long Reach Hose 
Model 566. Send for special bulletins. 


SERVICE STATION EQUIPMENT COMPANY - MUSKEGON, MICHIGAN 


Division Offices —New York, Boston, Philadelphia, Pittsburgh, Richmond, Louisville, Memphis, Atlanta, Detroit, Chicago, St. Paul, Kansas City, St. Lovis, Oklahoma City, Dallas, Denver, 
San Francisco, Los Angeles and Seattle Canada-—Service Station Equipment Company, Ltd., 101 Hanson St., Toronto. Branches — Moncton, Montreal, Winnipeg, Calgary and Vancouver 


Foreign Division—29 Broadway, New York City 
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gleaming white 
body is a unit in the 
Vanosdoll fleet. 


VIEW of Gore Boat 
Yard, the largest boat 
yard on Lake of the 
Ozarks, offers boat 
storage, service, re- 
pairs and Sinclair 
Products. 
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CLARK VANOSDOLL 
President, Vanosdoll Oil 
Company, 


LAKE OZARK Cabin commu- 
HEADQUARTERS OFFICE nity—a Vanosdoll Oil Com- 
(above) and Bulk Plant (ieft) pany customer. Here the 
—Vanosdoll Oil Company, Thomas Cabins, Cafe and 
Eldon, Mo.—a Sinclair Dis- Service Station enjoy a brisk 
tributor since 1916. vacation business. 





VERNON 1-STOP 
STATION, Eldon, Mo., 
another valued Van- 
osdoll and Sinclair 
account. Operator 


Chester S. Vernon is 
SERVICE STATION—POST OFFICE—Bybee’s Service in the foreground. 


Station not only sells Sinclair Products but it also 
contains the U. S. Post Office for Etterville, Mo. Mr. 
Bybee, a Vanosdoll customer, has been Postmaster 
for 23 years and a Sinclair dealer for four years. 





For full 
particulars 
about the value 


of a Sinclair fran- 
chise, write the 
Sinclair office 


nearest 


NORFLEET GARAGE, 
Brazito, Mo. Vanosdoll 
Oil Co. serves this 
busy account. 


you. 





2540 W. Cermak Rd. 573 W. Peachtree St. 1907 Grand Ave. Fair Building | 10 W. Sist St. 
ie iler.\cie) ATLANTA KANSAS CITY FT. WORTH NEW YORK 
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with their Winter Change-Over, To 
be conservative, say that c::'v 2/3 of 
the potential is sold. That would still 
leave oil companies a $43,200,000 mar- 
ket for these plus Change-Over serv- 
ices, 

Exclusive of anti-freeze and tires 
and accessories, every customer dur- 
ing the Change-Over season becomes 
a prospect for $5.90 worth of services 
and material to adequately protect 
his car, 

In looking at the anti-freeze mar- 
ket, this being a national Change-Over 
market, we will consider it as consist- 
ing of 22,000,000 cars in states where 
Weather Bureau records—based on 20 
years compilation—show freezing 
weather and the necessity for anti- 
freeze protection. After deducting the 
5,000,000 cars in the mild winter zones, 
anti-freeze for the remaining 22,000,- 
000 cars is another necessity. Taking 
an average of 6 qts. of the inexpensive 
anti-freeze (25c per qt.), we find 
another “necessary” market of $33,000,- 
000. 

Thus, without even considering tire 
and accessory market, absolute neces- 
sities, plus the items that are usually 
considered necessary, old man winter 
is providing a $170,000,000 market for 
oil marketers during the Winter 
Change-Over period, 

These are imposing figures. But 
like the tall mountains, they inspire 
awe and mean nothing, unless broken 
down in terms of potential Change- 
Over business that marketers can ex- 
pect at their own stations. 


Draining summer lubricants from differen- 


} 
i 


and replacing with proper grade of 
winter lubricant, is one of the most neces- 


sary items of winter-conditioning 


36 





Spark Plugs are Big Winter Change-Over Item 





Four common faults of worn-out spark plugs are illustrated above. Left to right, they are 
fouled; fused points; worn points; and broken porcelain. Plugs less worn than these will 
give poor service, so be on the safe side and sell the customer a complete set 


For more than a year NPN has It should be remembered that these 
been making a study as to the sales same stations in ordinary times, were 
possibilities for a station during the doing a perfect selling job, would run 
Change-Over period, In order to pre- $484 sales with a gross profit of $228 
sent a picture to its readers that may at the 5000-gal. station, and twice that 
be used as a yardstick in analyzing amount on a 10,000-gal. station, Dur- 
individual markets, or setting quotas, ing the Change-Over season, the money 
only the national average can be used. comes in quicker than would other- 
Basing this on the amount of business wise be the case, permitting exten- 
per 1000 gals. of gasoline sold, fur- sion of credit for stock for a short 
nishes a gauge as to the amount of period of time, where ordinarily a 
business that normally may be ex- marketer might not be inclined to ex- 
pected. tend credit over the normal turnover 

Some marketers may have a few, or period. 
many, stations that will exceed the Those marketers selling anti-freeze 
figures. Or unusual conditions in some will add $30 to the average sales per 
locality or individual station might 1000 gals, of gasoline (on the $1 per 
make them too high. But those mar- gallon type) with a gross profit of 
keters who wish to measure their $13.80. Thus, a 5000-gal. station selling 
sales with the national average will only the $1 per gal. type of anti-freeze, 
find the following an accurate yard- would add $150 additional sales with 
stick, The actual Change-Over period gross profits of $69, while a 1000-gal. 
is usually considered only one month station would run $300 on alcohol 
long. with gross profit of $138. Where the 

The data may be broken down daily, Ethylene-glycol type of anti-freeze is 
weekly or monthly, It is really only sold a gross profit of around $1 per 
25% higher than the normal 100% gal. will be made, 
sales job, and not likely to bring forth Individual marketers and_ stations 
any “aw yeahs” from operators who vary as to the accessories and special- 
know the difference between swivel ties they sell. During the Change- 
chair and attainable quotas: Over season, at least 25% more of the 





STATION VOLUME PROFITS WINTER CHANGE OVER 
(Per 1000 gals. of gasoline) 


Product or service 











Average per 1000 gals. Gross profit 
eee ohare 37.5 gals. @ 1.00 $37.50 $18.75 
Other oils: 

(Flushing, penetrating and so on. Much 
variance as to selling price and oils 
included. Some use solvents, some bi 
ee) a rr 6.25 gals. @ 50c $3.13 $1.56 
Complete lubrication jobs ..... ae 12.5 jobs @ $2.50 $31.25 18.30 
($1.00 chassis job $1.50 Trans. & Diff.) ; ‘ 
ere OM TUBS oki keel accwwcccs BBO $25.00 6.45 
Accessories & Specialties ............. $26.00 $26.80 10.02 
Other cash services: : ; 
(Plug cleaning, air elements, service = 
Pe EE IDs onda cates wie es $3.75 $3.75 3.75 
$127.43 $58.83 
With this yardstick, marketers can following should be sold than dur- 
easily see the possibilities of their ing a normal period: 
oe territory or stations. Thus, a Radiator cleaner Rubber floor mats 
5000-gal. station should produce 5 and solder Oil filter cartridges 
: —T scot m i 4 Winter fronts Fan belts 
times the sales _ shown in the com Spark plugs Hose connections 
pilation, This would give a figure of Wiper arms and ‘nants 
$637, with a gross profit of $294.15. blades Batteries 
: : Chemically-treated Satiary cation 
And on a 10,000 gallon station the re- wiper blades ee , ™ 
sult would be $1273, with a gross of —_— = — — 
$588, and so on, Valve cores Grill guards 
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| t's here ... years ahead of its time! 

it’s here . . . with improvements so notable that every road and 
laboratory test shows sensational results. It’s Quaker State’s great- 
est contribution to date . . . the New Stabilized Quaker State Motor 
Oil... an oil so chemically stable that it successfully resists oxida- 
tion under the extreme action of heat, pressure, and contaminants 
present in the modern internal combustion motor. Use the coupon 


now .. . today! It brings you important news! 


STABILIZED QUAKER STATE MOTOR OIL 


‘OVEMBER 6, 1940 


T’S HERE! 










TECHNICAL RESEARCH LABORATORY, DEPT., 11 H 
Quaker State Oil Refining Corp. 
Oil City, Pa. 


Gentlemen: Please send me at once your free tech- 
nical booklet containing comparative tests, data, and 
descriptive matter on the New Stabilized Quaker State 
Motor Oil. 


Name 
Street 


City State 
(Cut this out—Fill in—Paste on Penny Post Card) 
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Careful Servicing in Change-Over 


Will Bring Customers Back Again 


In talking over Winter Change-Over 
programs with oil marketers, points 
were brought out where special pre- 
cautions are in order, entirely aside 
from established servicing procedure. 
They may seem unimportant. But 
marketers who have seen time lost at 
stations—-perhaps customers lost—by 
reason of some of the points being 
neglected, consider them far from un- 
important. 

For instance, all kinds of grief can 
result from not having accurate anti- 
freeze testers and from not reading 
them correctly. Dealers, misled by in- 
accurate readings, not only lose cus- 
tomers, but also sales of extra anti- 
freeze for lack of an accurate anti- 
freeze tester. 


Or a customer asks that sufficient 
anti-freeze be put in his radiator to 
give protection to 20 degrees. That 
night it goes to zero and the radiator 
freezes. There is almost sure to be 
an argument with the station that 
sold the anti-freeze. 


It is very easy to prevent both these 
conditions. Inaccurate readings can 
be prevented by testing the tester 
with solutions of known concentration 
for freezing point and by determining 
that the tester reading is the same as 
the known freezing point of the test- 
ing solution. The station can use the 





1g yre 1and-prints while sé J 








Use of an electric heat gun is an ef- 
ficient way of loosening up cold-hardened 
greases from gears 


tables for proportions of anti-freeze 
to water which are used in serving 
cars to make a testing solution to any 
desired temperature. 

As an example, a solution of one- 
third Ethylene-glycol anti-freeze and 
2/3 water gives zero degrees protec- 
tion. A 50-50 solution of this anti- 
freeze gives—34° protection. Both old 
and new testers should be checked tre- 
quently. 

Also, for the protection of the sta- 
tion in selling anti-freeze, many oil 
companies advise the station to keep 
a record showing the date, name of 
customer, amount of anti-freeze and 
degrees Fahrenheit the customer re- 
quested for his car’s protection. Some 
of the large marketers have a printed 
pad they use for this purpose. The 
pad is in duplicate, one for file and 
one for the customer. It gives the fol- 
lowing information: Date............ 


CC 105: eee an ee Name and ad- 
dress of customer... ....4.6005.2 Make 
pnd model (Ol Car... icc ss sae License 
Bile fos eae Kind and quantity of 
OMUETPOCTZE «on kiana Protects to...... 
degrees as requested by you.......... 
OS re Sienea 2. .6c.c. ss. BRE 


This form not only acts as a pro- 
tection in event of future arguments. 
It acts as a follow-up in case much 
colder weather is predicted. Customers 
are told they should get more anti- 
freeze to be safe against the antici- 
pated colder weather. It also acts as 
a guide for the following year in So- 
liciting Change-Over business, or in 
connection with spring ‘Change-Over 
activities. 

Another 


precaution that is some- 


times overlooked in Change-Over serv- 
icing is the care that should be exer- 
cised in battery service, particularly 
in regard to keeping customers away 
from freshly-charged batteries. Occa- 
sionally a battery compartment boils 
over, aS a result of not being prop- 
erly ventilated, when a spark may 
set off the hydrogen vapor. Battery 
shops generally cover a battery with 
a wet cloth, and most battery workers 
wear goggles, for protection in such 
an event. Customers are kept out of 
the way until the job is done, so their 
clothes won’t be damaged. 

Worn insulation, particularly under 
clips, on battery to starter switch ca- 
bles, presents a fire hazard due to pos- 
sible short circuits. An _ acid-eaten 
ground cable is extremely brittle and 
may easily break off. Arguments can 
be avoided and sales made by calling 
such a condition to customers atten- 
tion. 

Avoiding the use of blow torches 
in servicing gears and shackles prob- 
ably seems a trite warning to most 
marketers. Yet, many marketers as 
late as the past winter, ran into diffi- 
culties because station operators de- 
vised original ideas for these services 
to hurry the jobs along, or for other 
reasons. Car manufacturers recom- 
mend the use of hot flushing oil in 





Tightening battery supports gives the op- 
erator an opportunity to check condition 


at 


of cables and battery itself 
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ye \ equipme” ; Ford Trucks engines—85 or 95 hp. 
on yore eat start with . w% New 4-cylinder super- 
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Ask : “ phe-job” test trucks. 7/4-floating in Com- 
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% Improved rear springs 
(main and auxiliary) on 
Regular and C.-0O.-E. 
Trucks for heavy duty. 


FOR 4/-PUT A FORD 70 WORK/ 


1941 FORD TRUCKS 


FORD MOTOR COMPANY, BUILDERS OF FORD V-8 AND MERCURY CARS, FORD 
TRUCKS, COMMERCIAL CARS, STATION WAGONS AND TRANSIT BUSES 
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Cleaning and checking anti-freeze testers 
is one of the most necessary precaution: 
in launching a Change-Over program 


servicing gear housings where it is 
difficult to remove the old lubricant. 
Oil marketers, in most cases, use 
flushing equipment that either heats 
the flushing oil before it is forced into 
the housing, or heats air which is 
forced into the housing with the flush- 
ing oil. Automotive engineers and oil 
companies warn against application of 
direct heat to the outside of gear or 
transmission housings. 


Every marketer has his “pet peeve” 
on some or several points, in connec- 
tion with Winter Change-Over proced- 
ure, but they all include wheel bear- 
ing lubrication. It is estimated that 
90° of all passenger car and truck 
brake troubles, result from improper 
lubrication of the front and rear wheel 
bearings. While stations are finding 
front wheel bearing service profitable, 
all experienced marketers recommend 
that the service be given only when 
the station is properly equipped to 
do the work, and mechanically com- 
petent personnel is available. Wheel 
bearing packers are coming into more 
general use and their simple opera- 
tion saves both time and lubricant. 


It would seem that the servicing of 

ark plugs would be down toa fine 
point by this time. But on the list of 
“little things that run into big money” 
is breakage of plugs in making in- 
stallations; also, in taking them out 
for inspection or servicing. Using an 
end wrench or an adjustable wrench 
seems to be the cause of most of the 
grief here. The wrench slips and the 
porcelain is cracked. And plugs are 
often tightened too much in aluminum 
cylinder heads, thus damaging the 
threads. 





Last Winter's Cold Blasts 
Sell Change-Over Now 


W inter’s ice and cold 
and zero days can be made stronger 
sales helps in merchandising Winter 
Change-Over servicing to the nation’s 
27,000,000 motorists, 

The extreme cold waves of last De- 
cember and January, which brought 
temperatures of zero and below, to 
many sections of the country that 
normally have “mild” winters, made 
nearly 5,000,000 passenger car owners 
conscious, for the first time, of the 
need for protecting their cars against 
cold weather driving, 

This is a sizable market in itself 
and is open to many oil marketing 
companies that have not had Winter 
Change-Over drives in past years. 
Simply reminding motorists, in many 
states, of unfortunate experiences suf- 
fered by themselves and friends, 
should lead oil company stations to 
sell many Change-Over jobs this fall, 
in order to insure car owners against 
similar inconveniences and car damage 
this winter, 

The accompanying map shows how 
winter struck, in one week, in a sec- 
tion of the country that does not nor- 
mally experience below-freezing tem- 
peratures. This map gives minimum 
temperatures experienced over the en- 
tire country during the week ended 
Jan. 30, 1940. It shows how a wide 
territory, including most of New Mex- 
ico, and across most of Texas, Arkan- 
sas, Louisiana, Mississippi, Alabama 
and Georgia and parts of the lower 


Atlantic (Coast experienced extreme 
cold, at some points down to zero 
and below. All of Florida had temper- 
atures well below freezing. 


This map, posted in windows of sta- 
tions in these states and brought to 
the attention of motorists during the 
Change-Over drive, will sharpen mo- 
torists’ memories on last winter’s cold 
and help in the sale of Change-Over 
servicing, in advance of any cold spells 
in this territory this winter. Photo- 
graphs of cars in the same town stuck 
in snow banks, perhaps pictures of 
the station itself, and such a sign as, 
“Remember Jan. , last. Official 
thermometer reading ... ,” will help 
in the sale of Change-Over servicing 
also. 

This same map also shows the ex- 
tremely low temperatures experienced 
last winter in northern states during 
this same cold wave the last week in 
January, Temperatures were 30 below 
zero in many points, and between 10 
and 20 below zero over a wide terri- 
tory. Cars that had not been winter- 
conditioned could not be operated in 
many cases. Radiators were frozen 
where motorists had not put in enough 
anti-freeze to guard against extreme 
cold. 

The map drives home the need for 
protecting in advance, through the 
oil companies’ Change-Over drives, the 
22,000,000 passenger cars that are oper- 
ated in this vast section of the country. 
The map doesn’t show the _ lowest 













+32° TO ZERO 


TO ZERO 








Last week of January, 1940, broke many records for cold weather—especially in the 
South. This map shows extent of cold wave. All sections below the heavy black line 
usually enjoy mild weather, seldom below freezing—but it went way below last winter 
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HERE IS THE HOSE REEL YOU 
HAVE BEEN LOOKING FOR 


Compact, Rugged, Light in weight, ball bearing construction throughout 


Free-running, combina- 
tion ball bearing and 
swing joint, easily tight- 
ened or repacked in 
place. The bearing takes 


Hose competion at cor- 
rect angle to prevent 
hose kinks. Hose can be 
attached to reel or re- 








newed easily by first 
removing the elbow.This 
elbow is fastened to the 
reel by twe bolts. 


the entire weight and 
thrust of the reel, remov- 
ing all strain from the 
packing gland. 


Recessed front makes 
this the most compact 
reel obtainable. All parts 
een Hose clamp by its snub- 
— action takes strain 
off fittings and prevents 
hose breakage where it 
is attached to reel. 
Double outlet simplifies 
piping and permits a by- 
pass connection when 
required. 


Rigid construction with 
welded spokes and sup- 
porting angles assuring 


Roller chain drive in long life. 


front for easy access. 
Free-running and easily 
adjusted for wear. 





Brake prevents reel from 
spinning when unwind- 

ing. Can be released for 5 
winding, can be locked 
instantly. 





COMPACT, rugged, light in weight, this is the 

finest hose reel built. All parts are of steel, 
malleable iron or bronze, no cast iron is used. 
This reel will never wear out as it is ball bearing 
throughout with hardened and ground races. 






































All working parts and hese connections are in 
front and easily accessible. Its rigid base is 
welded throughout. The reel can be easily un- 
bolted from its supports. It is light in weight, a 
reel that holds 100 feet of 114" hose only weighs 
Make clean, safe, trouble - free 93 pounds. 








calls on all customers. Leave your 





truck on the highway, but deliver exactly where the load is wanted 
without making any connections or resorting to makeshifts. Fit every 
truck with the new patented Philadelphia Valve Co. Hose Reel. 





We can furnish hose reels in any size or shape. They can be 
furnished with side winding device where required. Reels can be 
furnished for installation either in bucket box at rear of truck or in 


underslung box on side of truck. 


Delivery can generally be made in a few days after receipt of order. 


For sizes, prices and dimensions write for Bulletin #162. 


PHILADELPHIA VALVE COMPANY 


Aramingo Avenue and Ontario Street Philadelphia, Pa. 
Pacific Coast Distributors: Hercules Equipment & Rubber Co., 550 Third St.. San Francisco. 
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Record Cold Week 

Following low temperatures 
were recorded at one or more 
points in these states during week 
ended Jan. 31, 1940: 
WARP RUNR OUR asia ao te tens idieiste'e he 17 
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temperatures experienced at many 


points last winter. It only gives the 
low temperatures during this one week. 
Many points shown as having tem- 
peratures only around zero in this 
period, had even more severe cold at 
other times last winter. 


Another map with this article shows 
what a large proportion of the na- 
tion’s automobiles are operated in ter- 
ritory that normally expects below 
freezing weather in the late fall or 
early winter, In these states the need 
is imperative for the motorist to have 
his car Winter-Conditioned early and 
to put anti-freeze in the radiator, to 
be on the safe side against an early 
cold spell that would be only normal 
winter weather, according to the last 
20 years’ records of the U. S. Weather 
Bureau, 


This map shows the dates at which 
temperatures below freezing are to be 
expected in all states, except the nar- 
row belt in the extreme south that 
normally escapes temperatures below 
32°. In part of this southern area 
also, the Weather Bureau reports con- 
tinued temperatures near enough to 
freezing that summer grades of lubri- 
cants stiffen up in a car and make 
starting sluggish, at least. 


When to Expect Freezing Weather 


Dates shown below are those when 
below-freezing temperatures are to be 
expected, as taken from 20 years’ 
records of the Weather Bureau: 


Between Oct. 15 and Nov. 15 


Maine North Dakota 
New Hampshire South Dakota 
Vermont Nebraska 
Northern New York Western Colorado 
Northern Michigan Montana 
Wisconsin Central Utah 
Minnesota Wyoming 


Northern Iowa Northern Idaho 


A2 





Between Nov. 15 and Dec. 16 


Massachusetts Indiana 
Connecticut Iowa 
Rhode Island Kansas 


Northern Missouri 
Southern Nebraska 
Part of Colorado 


Southern New 
Hampshire 

Southern New York 

Western Virginia Northern Arizona 

West Virginia Northern New Mex- 

New Jersey ico 

Pennsylvania Part of Utah 

Northern Ohio Nevada 

Southern Michigan Southern Idaho 

Illinois Part of Washington 


From Dec. 16 to Jan. 16 


Delaware 

Maryland 

Dist. of Columbia 
Southern Ohio 
Southern Illinois 
Northern Tennessee 
North Carolina 
Central Virginia 
Kentucky 


Southern Indiana 
Southern Missouri 
Part of Oklahoma 
Part of New Mexico 
Northern Arkansas 
Northwest Texas 
Part of Arizona 
Part of California 











seems | 


Richmond, Va., 12° below zero 









OCT. 15 - NOV. 15 
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DEC. iS — JAN. 15 





NOV. 15 - DEC.IS 





Fereeeee ond : 
MILD WINTER AREA 








When to expect first freezing weather is a fact worth knowing in selling Winter Ghange- 


Over 


This map, based on weather bureau records for the past 20 years, shows when 


the first freeze is due. Unshaded portions include sections which have mild winters. 
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In African jungles, messages are often 
transmitted by talking drums—a method 
that is slow and limited to the distance 
an ear can hear. 

In American business, messages are 
transmitted by “‘talking”’ type—a method 
that carries written words any distance as 
quickly as they’re typed! 

Many businesses benefit by the up-to- 
the-minute efficiency of typing-by-wire. 
It helps speed orders to waiting customers 
... flashes specifications accurately to far- 
off factories . . . records stock transactions 
as they’re discussed between distant points 

. Saves time, mistakes and money in 
many other ways. 

A Bell System representative will be 
glad to tell you about this modern com- 
munication method. Call him through 
your local telephone office. 


BELL SYSTEM 
TELETYPEWRITER SERVICE 
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Well-Balanced Inventory at Station 


Keeps Operator, Customers Happy 


Tue average oil marketer 
doesn’t seem to know how much stock 
a station should carry. Right off the 
reel, it would seem that the answer 
would be, enough to take care of the 
trade, Which of course is right. 

But how much is “enough”? That 
is the puzzling question in the minds 
of many marketers. Particularly 
those who stock accessories or have 
some kind of jobbing arrangement to 
furnish their dealers with tires, bat- 
teries and so on. 

Other marketers are often faced with 
operators having their cash tied up 
in a stock of all kinds of gadgets and 
even regular turnover items all out 
of proportion to what should be carried 
in the station. AS a consequence, 
many times operators have no capital 
to put in adequate stocks of gasoline, 
oils and greases, 

And many times the station lacks 
proper equipment, simply because the 
operator has been high pressured into 
buying every special deal that comes 
along and has no money left for more 
necessary equipment, Or it may be 
because he doesn’t know the principles 
of turnover or, in some cases, how to 
resist “bargains” wrapped up in a long 
string of discounts, The large tire 
and accessory representatives are hon- 
est and are not so hungry for business 
that they use trickery in getting it. 
But station men are exposed to other 
types of salesmen where ethics mean 
nothing, 

Many marketers have found they 
can be of great help to their lessees in 
helping them decide what inventory 
they should carry and what the in- 
ventory should consist of. That is, 
on the inventory not actually sold by 
the marketer. Naturally, no _ legiti- 
mate marketer is going to over-load 
a station purposely. If it does happen, 
as is the case sometimes, thru mis- 
judgment or for other reasons, the 
merchandise is either returned to stock 
or transferred to another station, This 
of course is expensive. 

Many marketers have asked the 
question as to how much stock should 
be in small, medium and large sta- 
tions. No set scale that will apply 
everywhere could possibly be worked 
out, 

In the accompanying list, which is 
a flexible rule for stocking stations, 
the figures are based on general in- 
formation secured from various 
sources, Mostly the figures are those 
used by some of the major companies 
and larger marketers, The list will 
work as a guide and a check list and 





A final check-up on stocks at his stations 
may pay big dividends to a marketer 
when the Winter Change-Over rush begins 


in the majority of cases will be as 
nearly correct as any general list 
could be, 

But on considering what a station 
should stock, there are several impor- 
tant factors to be considered. 

The first is the financial condition of 
the operator, If he is on a cash basis 
and is badly in need of certain stocks, 
particularly winter oil and grease, 
many times it will be found that an 
inventory of his station will show a 
lot of slow moving or dead _ stock. 


Here a tip can be taken from the 
large tire companies who operate their 
own stores. They experiment with 
all kinds of merchandise, But when 
they get an item that doesn’t turnover 
four times a year, they go into a 
mark-down program. They start off 
with a small discount and keep raising 
it until the merchandise moves, re- 
gardless of its original cost. That 
should be the first step taken by a 
station manager who has gotten him- 
self “accessory rich.” 

Other things to consider in estimat- 
ing the stock are quickness of delivery 
by supplying companies and the rate 


at which it turns over, A station that 
is always out of automobile necessities 
can quickly build up a reputation of 
being “on the rocks” or at least not 
aggressive. If delivery can be had 
on tires or batteries, for instance, in 
a very short time, there is no particu- 
lar reason for the station to carry 
a large stock. True there is the matter 
of quantity discounts to be considered 
in buying in larger quantities. But 
unless the station is large enough so 
that these extra discounts really mean 
something, the money can be used to 
much better advantage in having a 
well-rounded, balanced stock and more 
modern equipment for giving service. 


One of the most successful retail 
market operations is chain stores— 
and they apparently carry tremendous 
stocks of all kinds of merchandise. 
The public has a feeling that anything 
can be had at one of these stores; 
that there will be no substitution and 
no waiting. Consequently these stores 
have a lot of oil marketers buffaloed. 
As a matter of fact, they do carry 
large stocks; but not out of propor- 
tion to the size of their outlet. The 
large stores carry larger stocks, the 
shelves are full—and they have made 
experts out of themselves by studying 
merchandising displays. A small store 
of a chain in a small town carries 
the same proportion of stock as does 
the super market in the big city. But 
a study has been made of the class of 
trade where the store is located and 
the slow-turnover items are held to a 
minimum, while mass displays are 
made of the fast-moving merchandise. 


Most any marketer can think of 
some station—which is supposed to be 
a gasoline and oil service station—with 
several hundred dollars worth of tires 
and batteries and various kinds of ac- 
cessories and perhaps a total, all told, 
of 20 gallons of canned oil, one or 
two kinds of grease and some obsolete 
equipment, 

If the average station is sold at 
least 30 days’ supply of petroleum 
products—-and the stock kept 30 days 
ahead all the time, more accessories 
will be sold. There is no combination 
of accessories that will make a better 
display, and a better impression of a 
customer, than shelves of canned oil, 
several grades of grease on display, 
outside pyramids of canned oil where 
possible, and other petroleum merchan- 
dise, Car owners go to a _ service 
station primarily to get gasoline and 
oil and service. One of the best ways 
to get and keep their confidence is 
to show a large stock of oil products 
is carried, That in turn will lead to 
the sales of the various accessories. 


Oil marketers, in advising their oper- 
ators as to proper stocks of merchan- 
dise, should consider that the acces- 
sory store uses their stock of accessor- 
ies aS mass appeal, yet sells a tremen- 
dous amount of oil, that perhaps 
should be sold at stations, by building 
up confidence as an accessory store. 
Stations can go in reverse and sell 
accessories by showing they carry 
adequate stocks of lubricants, 
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It's new—it’s profitable— 
and it’s exclusive with 


CITIES SERVICE 


With the introduction of the new Sealed 
Lubrication Ride Improver Unit, Cities Serv- 
ice solves a grease problem that long has 
baffled service station operators. 








Panel at 
the right shows 7 big reasons why this new 
unit potentially is able to double your re- 
turns from grease jobs. It’s an exclusive 
Cities Service feature, proving once again 
that it pays to join the Cities Service standard. 
For complete details on how you can install 
Sealed Lubrication Ride Improver service at 
your station, write the nearest office listed 
below. 





Miami. 


OVEMBER 6, 1940 


CITIES SERVICE 


CITIES SERVICE OIL COMPANY — Chicago, New York, Cedar 


Rapids, Boston, St. Paul, Grand Forks, Syracuse, Kansas City, Fort 
Worth, Oklahoma City, Milwaukee, Cleveland, Detroit, Harrisburg. 


CITIES SERVICE OIL COMPANY, LTD. — Toronto. Canada. 
ARKANSAS FUEL OIL COMPANY — Shreveport, Little Rock, 


Jackson, Birmingham, Atlanta, Charlotte, Nashville, Richmond, 
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CITIES SERVICE 
SEALED LUBRICATION 
RIDE IMPROVER 


GIVES YOUR CUSTOMER 


CLEAN GREASE 





ONLY THE SEALED LUBRICATION 
RIDE IMPROVER OFFERS YOU THESE 


SEVEN FEATURES 


1. 


~ 


QUICK, CLEAN LOADING 
—Have you ever been able to 
change the grease in your 
present gun in less than five 
minutes? You can if you have 
a new Sealed Lubrication Ride 
Improver. This feature saves 
you time, and time means 
money to any Dealer. 


MORE JOBS PER POUND— 
Dealers tell us that they get 
more lubrication jobs _ per 
pound of lubricant used than 
ever before. The new Sealed 
Lubrication Ride Improver is 
thrifty. That means extra 
profit for you. 


SEALED DELIVERY FROM 
REFINERY TO SHACKLE— 
You receive your supply of 
grease in a_ refinery-sealed 
cartridge. This grease is pro 
tected from dirt and moisture 
up to the time it hits the 
shackle. This means a better 
lubrication service for your 
customers. 


ELIMINATES WASTE—The 
Sealed Lubrication Ride Im- 
prover is a money-saver be 
cause there is no waste. Every 
pound of grease you buy, you 
use. There is no such thing as 
a half-empty container lying 
around your station. Does 


- 


OIL COMPANIES 


your present grease gun offer 
this advantage? 


NEW CUSTOMER APPEAL 
—Only Cities Service Dealers 
can offer Sealed Lubrication, 
because it is an exclusive Cities 
Service product. Motorists 
want the advantage of Sealed 
Lubrication and they have to 
go to your station to get it. 


NEW DISPLAY VALUE— 
Where do you keep your 
present supply of grease? Out 
of sight and probably not in a 
handy position, either. With 
Sealed Lubrication, the grease 
comes in an attractive car- 
tridge that can be displayed 
prominently in your station. 
This appeals to your cus 
tomers, because then they can 
see they will get clean, fresh 
grease. 


ACCURATE GREASE 
CHECK—Have you ever tried 
to guess how many pounds of 
grease are in your gun? Have 
you ever wondered if you had 
enough grease for the rest of 
the day? With the Sealed 
Lubrication Ride Improver you 
get a grease check which tells 
you exactly how much grease 
is left in the container—and it 
takes only a minute to find out. 











N.P.N. has compiled a convenient list, printed below, for oil 
marketers to use in checking their service stations to see the 
proper equipment is ready and adequate stocks are on hand 
to sell Winter Change-Over items and services. It is based 


Product 


CHASSIS LUBRICANT 

Equipment necessary: 

Dolly for 100 lb. grease 
container. 

25 lb. grease pack. 

Grease hose. 

Grease hose coupling and 
nozzle. 

Gear grease heater. 

Brush for oiling springs. 

Oil cans 8” spout (Light 
and heavy oils). 

Wrecking pinch bar, 24”. 

Hub cap wrench. 

Gun adaptors. 

Alemite pin type coupling 

Hydraulic compling. 

Zerk coupling. 

Continuous flow nozzle. 

Gun set complete. 

Lift attachments (knee 
action, etc.). 

Brush, wire, cleaning 
springs. 

3rush for oiling springs 


Check-List of Change-Over Stocks 


And How to Estimate Requirements 


on average stocks and is stated in terms of gallonage and 
number of customers, so that it applies generally to all types 
of stations. 


(Vv) means stock O.K. (<) means short or none. 


Usual Stock 


Ibs. of lubricant per [] 





TRANSMISSION AND 
DIFFERENTIAL LU- 
BRICANTS 

Equipment necessary: 

Gun adaptors: 

Alemite pin type coup- 
lings. 

Hydraulic coupling. 

Zerk coupling. 

Continuous flow nozzle. 

Hose and non drip nozzle. 

Guns: 

1-ib. hand operated hand 
gun (low pressure 
2000 lbs.) unless an 
air operated unit is 
available producing re- 
quired pressure and 
accommodating adap- 
tor, in which = case 
hand gun is not re- 
quired. 

Metered dispenser where 
legally required: Fol- 
lowing types avai l- 
able: 

25-lb. and 100-lb. hand 


operated; 100-lb. air 


operated, portable or 


stationary; 400-lb. air 


operated, stationary. 
12” Suction type oil gun. 
“Flusher.” 


Estimate 6 lbs. per car. 1 








OIL FILTERS 
Equipment necessary: 
Minor repair job tools. 


Estimate sales on a basis of $4 
per 1000 gals. gasoline. 
(Usual stock is 2 or 3 filters.) 


Product 


WHEEL BEARING 
LUBRICANT 

Equipment required: 

Wheel bearing packer 
(front). 

Wheel bearing washer. 

Low pressure push gun 
or— 

Low pressure lever gun 
spring barrel or air 
barrel. 





Estimate 1 lb. per job. 





WATER PUMP GREASE 

Equipment required: 

Push type hand gun. 

Adaptors: 

Alemite pin type coup- 
ling. 

Hydraulic coupling. 

Zerk coupling. 


Average stock 5 lbs. 





FLUSHING OIL 
Equipment necessary: 
F'lusher. 

Flushing oil heater. 
Waste oil drain. 


Estimate 20 gals. flushing oil for 
every 1000 gals. gasoline. 








HYPOID LUBRICANT 

Equipment necessary: 

(See differential & 
Transmission.) 


S.A.E. 80 and 
passenger and car truck serv- 





METAL COVERED 
SPRING GREASE 

Equipment necessary: 

Clamp with telescoping 
plunger with Spiral 
Nozzle Tip. 


(Average station stocks 5 





MOTOR OILS 

Equipment necessary: 

Highboys. 

Can opener and dis- 
penser. 

All-purpose funnel. 

Oil measure swing spout. 

Oil measure, flexible 
spout. 

Can display racks. 

Drain can. 

Drain plug wrench. 








Estimate sale of 24 gals. motor 
oil for every 1000 gals. gaso- 








RUBBER SHACKLE 
LUBRICANT 















(Average stock one 1 gal. can.) [ 
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Product 


WET CLUTCH COM- 
POUND 

i quipment required: 

12” suction type oil gun. 


Usual Stock 



































‘lexible 12” nozzle adap- Average stock 1 gal. 7] 
tor. 
Rigid non drip nozzle 
adaptor. 
(See knee action.) 
“KNEE ACTION” FLUID 
Equipment necessary: 
Oil type hand gun with 
small flexible 12” 
nozzzle. (Usually stocked in 5 gal. cans.) [ } 
5” curved nozzle with 
tapered tip. 
(Also used for wet 
clutch service.) 
LAMP BULBS Estimate sales on a basis of $1.50 [| 
Equipment necessary: per 1000 gals. gasoline. 
Lamp bulb plier. (Assortment of 40 in small sta- 
Lens remover. tions—80 in medium sized sta- 
ticns and 100 in large stations 
is the usual stock.) 
ANTI FREEZE Multiply no. of station customers [ ] 
Equipment necessary: by 1.5 gals. per customer. 
1 and 5 qt. measuring Another method used by some 
cans. companies is to multiply sta- 
Accurate antifreeze test- tion gallonage per month by 
ers. 4%. 
Lock faucets for drums. U. S. Industrial Chemicals esti- 
Canned alcohol dispenser. mate seasons consumption per 
car in cold states 2.5 gals. 
BATTERIES Estimate sales at $3.75 per 1000 [J 
Equipment necessary: gals. gasoline. 
Hydrometer. 13-15 and 17-plate batteries will 
Battery water dispenser. take care of the needs of 85 to 
Voltmeter. 90% of the cars coming in the 
Carrier. station. 
Charger. From 6 to 8 new batteries is the 
average inventory. 
BATTERY CABLES Estimate 1-1/5 cables per 1000 [|] 
Equipment necessary: gals. of gasoline. 
Wire brush. (Usual assortment is from 12 to 
Soft mallet. 24 per station.) 
Wrenches. 
CAR HEATERS Estimate sale of 1 heater for [| 
every 3000 gals. of gasoline. 
FAN BELTS Estimate sale of 14 belts for [] 
Equipment necessary: every 1000 gals. gasoline. 
Belt flipping tool. (An assortment of from 6 to 24 
is usually stocked per station.) 
FOG LAMPS: (2 or 3 is the average station [] 
Equipment necessary: stock.) 
Minor repair job tools. 
FUSES (Usual stock is 40 per station.) [] 
GRILL GUARDS 
Equipment necessary: (From 2 to 6 is average inven- [| 
No special equipment tory.) 
necessary. 
HOUSEHOLD LUBRI- Usual stock 24 cans ‘a 


CANT 


— 


Product 


HYDRAULIC BRAKE 
FLUID 


Usual Stock 
































Equipment necessary: (Average station keeps an inven- [ ] 

Master cylinder refiller. tory of 1 gal.) 

Hydraulic pressure 

bleeder. 

EXHAUST SYSTEMS Estimate sales on a basis of 1 [] 

Equipment necessary: muffler per 5000 gals. gasoline. 

Bolt cutter. 6 of the more popular sizes of 

Car frame jack. mufflers and tail pipes are 

Flat rate and_ service usually stocked; others or- 

manual. dered from jobber as needed. 

TIRES & TUBES Estimate sales on tires at $18 per ["} 

Equipment necessary: 1000 gals. gasoline. 

Air coupler. Estimate sales on tubes at $4.50 

Service jack. per 1000 gals. gasoline. 

Changing tools. 10 Most Popular Replacement Sizes 

Accurate air gauge Percentage shown is relation to total pas- 

Accurate alr gauge. senger replacement sales—industry basis— 

Tire stand. Ist 6 months 1940 

Tube repair equipment. (% Total Replacement -— ie 

Tire spreader. % % 

r ee Sen 1 6.00-16 12.65 3.24 

Vulcanizer. 2 5.25-5.50-17 15.87 72 

Air gun. 3 6.25-6.50-16 9.05 1.03 

a ee " 1 4.75-5.00-19 9.82 22 

Tire irons. 5 5.25-5.50-18 1.70 16 

Mallets. 6 4.40-4.50-21 3.97 11 

ees : 7 7.00-16 2.409 16 

est tanks. 8 4.50-4.75-5.00-20 109° * .06 

9 5.50-16 o% 05 

10 7.00-15 a 15 

90.91 &.20 

Miscellaneous 2.89' 

RADIATOR HOSE Estimate sale of 2% ft. per 1000 [j 

Equipment necessary: gals. gasoline. 

Minor repair job tools. (12 to 18 feet considered ample 
stock.) 

RADIATOR CLEANING From 6 to 12 cans considered [ | 

COMPOUND ample stock. 

SPARK PLUGS Estimate sales on a basis of $3.60 [j 

Equipment necessary: per 1000 gals. gasoline. 

(From 12 to 60 is the average 

Spark plug wrenches. stock per station.) 

(An average of 6 sets of plug 
wiring is usually carried in 
stock.) 

SIDE VIEW MIRRORS _ Estimate 1 for every 2000 gals. [| 

Equipment necessary: gasoline. 

Minor repair job tools. From 2 to 6 average stock in 
small, medium and large sta- 
tions respectively. 

Estimate 1 polishing cloth for [| 

POLISH AND POLISH- every 1000 gals. gasoline. 

ING CLOTHS (6 to 12 pts. usual stock.) 

RADIOS 

Equipment necessary: Estimate 1 for every 6000 gals. [ ] 

Usually installed by radio of gasoline. 

shop. 

Estimate sales on basis of $1.65 [7] 

WIPER BLADES AND per 1000 gals. gasoline. 

ARMS (Usual stock is 5 arms and from 
10 to 20 blades per station.) 
(Assortment running from $1 to [] 


VALVE HARDWARE 


$3.50 is usual stock per sta- 
tion.) 





NOVEMBER 6, 


1940 


AW 











every Granco Pump is built complete with re- 
licf valve. No noise when nozzle is closed at wet 
end of hose. Midnight deliveries can be made 
to any residential district without disturbance. 
This is only one of many benefits to be derived 
from Granco truck pumps. A card will bring you 
folder with full information and prices. 


. FOR EXTRA GOOD PUMPING EQUIPMENT 


GranBercG Equipment, Inc. 


1308 - 67th Street 
Oakland, California 
STOCKS AND SERVICE IN PRINCIPAL CITIES 

















52 
ISSUES 


$3 


News ... Markets . . . Technical 
Developments . . Merchandis- 
ing Ideas ... Operating Helps 
- » « Tax and Transportation 
News .. . Statistics, etc. 


in 


NATIONAL PETROLEUM NEWS 


Every Week 





National Petroleum News 
| Cleveland, Ohio 
Send NPN to me for the next 
52 weeks. Enclesed is $3 for one 
year. (Canada $4, Foreign $4.50.) 
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How Other Marketers Sell 
Winter Change-Over Items 


Independent oil marketers tell NATIONAL PETROLEUM NEWS they are 
“stepping on it” in preparing for the largest Winter Change-Over season in 


history. 


MAKING FLAT RATES FOR CHANGE-OVER SERVICES—putting the 
entire job in one package at an attractive price—offering price inducements 


to early customers. 


NEW SALES PROMOTION PROGRAMS— including effective arguments 
for selling tires and accessories with the Change-Over—tie-in advertising of 


every kind. 


SPECIAL INCENTIVES FOR SALESMEN AND OPERATORS—bonuses 
on sales, commissions, contests and other helps are being used more this year 


to put steam into the sales drive. 


N.P.N. has been studying the Winter Change-Over market for many weeks. 
Its field staff has gathered successful plans used by many marketers in the 
past. Below are described many practical ways which oil companies have used 


to boost their Change-Over sales. 


COMBINATION, FLAT RATE OFFERS 
USED BY 35%; 20% ARE UNDECIDED 


Thirty-five per cent of marketers re- 
plying to an N.P.N. questionnaire on 
how they fixed their prices for Change- 
Over servicing use some kind of flat 
rate system for the most part. The 
flat rate system includes the following 
products or services: 

Chassis lubrication 

Transmission change 

Differential change 

Wheel pack 

Cooling system flushed 
Only a small number included anti- 

freeze in the flat rate. Most included 
some of the following free check 
service: 

Oil filter mileage checked, water 
pump check and tightening if nec- 
essary, battery water checked, 
battery terminals checked and 
corrosion removed, windshield 
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2° “WINTER COAT” 
PROTECTION! 


Orme < CP ee DISTRIBUTORS : 


wiper blades checked, tires checked 
and inflated, light bulbs checked, 
spark plugs and wire connections 
checked, fan belt inspected, car- 
buretor sediment bowl checked 
and cleaned, condition of air 
cleaner checked, check made for 
lost lubrication fittings, radiator 
hose and _ connections checked, 
all glass polished, interior of car 
cleaned. 

Of all of the replies received, none 
of the flat rate propositions outlined 
could be called ‘“chiseling” to the ex- 
tent of upsetting the Winter Change- 
Over market. Most of the marketers 
indicated that they bunched the vari- 
ous services and arrived at a’ figure, 
then made the flat price come out 
even. For instance if the total were 
$9.75, the flat price would be figured 
on a basis of $9. The accepted prac- 
tice seems to be to list the various 
products or services and show the reg- 







































re 











eee ene 
‘ 


aeeeeaeaee 





— 
‘eee SRC ECE EE ES RE ivy 
Pee@baeedbodg 
ee eee eeeeeeeese 

ee eeeeene 


PS eeee eee ee ee eeoe 
* a er 


+H SPEC O SERRE ES oy 
DOr OOOO Ay ine 
eee yey yy ey yyy ates a, 





his enterprising Pennsylvania marketer uses roadside billboards in pushing its Winter 





Change-Over program 
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ular price for each product or service, 
rather than include all the ordinary 
free services and setting a price in 
that way. 


SPECIAL RATES FOR EARLY COMERS 


Some marketers are already mer- 
chandising their Winter Change-Over 
with very special offers. One large 
marketer, as an inducement to get 
customers in before the big rush, 
has made the following offers based on 
the work being done over a_ short 
period of time: 

Crankcase flushed free with lubrica- 
tion and oil change. Regular $1.50 
radiator flush for 50c with every fill 
of regular or permanent anti-freeze; 
and air cleaner reconditioned free 
with every motor wash. In the servic- 
ing is included inspection of lights, 
horns, wipers, battery, tires, heater 
hose, thermostats and ignition wiring. 
An offer is also made to clean and 
regap spark plugs for 2c each; and 
as a special offer for a very short 
time, a free battery charge is offered 
with a change-over if required. 

Another marketer is already bring- 
ing in the customers by offering a 
savings of from 10% to 15% on win- 
ter Change-Over service if bought be- 
fore freezing weather. 


NORTHERN MARKETER OFFERS 
SPECIAL NOVEMBER RATE 


One marketer, who is located in one 
of the cold, northern states’ has 
worked out a bumper-to-bumper ‘Win- 
ter Coat” protection service on which 
his money saving offer applies during 
November only. In the event the car 
does not need the complete service, 
various combinations are offered in 
the November “special sale package’”’ 
at a discount of from 10 to 15%. This 
marketer uses hand bills, cards and 
other promotional material prepared 
on his own multigraph. He does not 
expose his prices to competitors, but 
by means of special discount advertis- 
ing, and by painting a picture of 
miserable cold weather and resultant 
car trouble, he is already doing a big 
job. 


SOUTHERN MARKETER REFUSES 
TO CONCEDE COLD IN SOUTH 


By means of a clever house organ 
presentation a large marketer in the 
South is putting over the Winter- 
Change-Over story in beautiful shape 
by talking in terms of seasons instead 
of cold weather. This southern mar- 
keter admits that sometimes it gets 
a bit cool in the South, but that the 
“natives” would rather not be re- 
minded of it. So his winter campaign 
is based on the theme of SEASONIZ- 
ING. Included in the “seasonizing” 
program are: Oil change, flushing 
service, battery service, grease flush- 
ing from transmission and differential 
and refill, radiator flush and the sea- 
sonal amount of anti-freeze, checking 
and replacing of tires, spark plugs, fan 
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PREVENT EVAPORATION LOSSES .. . 
SECURE MAXIMUM OPERATING PROFITS 


18 ft. dia. x 40 ft. 
Wiggins Pontoon Roof 
installed on a gasoline 
storage tank for the 
Sun Oil Company, at 
Blawnox, Penna. 





Use WIGGINS PONTOON ROOFS 


WENTY years ago the realization that’ evaporation — losses 
presented a serious problem was confined to a relatively small 
group of individuals. Today, however, engineers and executives 
throughout the entire oil industry are well aware that: maximum 
operating profits can be secured only by handling and storing volatile 
liquids in such a way that evaporation losses are held to a minimum. 


One of the effective methods of combating vapor loss problems 
is available through the use of Wiggins Pontoon Roofs. These 
modern units are especially designed for service on working tanks 
handling all oil products that do not boil at ordinary atmospheric 
temperatures. Tanks so equipped can be filled and emptied as fre- 
quently as desired with practically no vapor loss due to pumping. 


Loss of vapor due to breathing is also eliminated in pontoon 
roof tanks, for the simple reason that there is no space above the 
oil for an air-vapor mixture to accumulate. This feature also con- 
tributes an effective resistance to fire hazard. In some sections where 
sour oils are handled, the elimination of air has reduced corrosion 
on the inside of the tank. 


Our nearest office will be glad to send you complete information 
about Wiggins Pontoon Roofs and other evaporation saving equip- 
ment designed to reduce operating costs. 


Chicago Bridge & Iron Company 





Cleveland 2206 Builders Exchange Bldg. Dallas 1639 Praetorian Bldg. 
Chicago 2125 MeCormick Bldg. Birmingham 1534 N. Fiftieth Street 
New York 3345—165 Broadway Bldg. Houston 918 Richmond Avenue 
Philadelphia 1614 1700 Walnut Street Bldg. Tulsa 1607 Hunt Bldg. 
Boston 1516 Consolidated Gas Bldg. San Francisco 1060 Rialto Bldg. 
Detroit 1513 Lafayette Bldg. Los Angeles 1422 Wm. Fox Bldg. 


FABRICATING PLANTS in Birmingham, Chicago and Greenville, Pa. 


LICENSEES: Horton Steel Works, Limited, Ft. Erie. Ont., Canada; The Motherwell Bridge & Engineering 
Co., Ltd., Motherwell, Scotland; The Whessoe Foundry & Engineering Co. Ltd., London, England; 
Worms & Cie., Paris, France; Compagnia Tecnica Industrie Petroli S. A. I., Rome, Italy. 
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ad “JE RHEAD DOORS 


check valves are designed 


ground joint when in- 
serted in standard or 
extra heavy union. 


MANUFACTURERS OF OILCO TRUCK 
AND TANK CAR LOADING EQUIP- 






One without the other is not enough. The 
two work together for lasting efficiency. Use 
The “OVERHEAD DOOR?” for every job... 
small homes, large homes, factories, ware- 
houses, service stations, fire stations and 
similar buildings. No job too large, no job 
too small. 
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Leaky Foot Valves 


BY INSTALLING 
Oilco UNION CHECKS 


Pumps installed with Oilco Union Check 
valves, eliminates the possibilities of exten- 
sive and costly operation of replacing de- 
fective foot valves or angle checks. 


Oilco Union Check valves require Feil 
neither washers or gaskets. Thus 
preventing leaks when check 


in union. Oilco 


leak proof 





OIL EQUIPMENT MFG. CO. 


e LOUISVILLE, KY. 


belts, battery cables, oil filters and 
other items. 


COLD WEATHER FOUND TO BE 
BEST TIRE SELLING TIME 


Marketers, realizing that petroleum 
products themselves represent only 
about 50%, at the most, of their po- 
tential sales volume, have given seri- 
ous study to the best technique in 
selling tires, tubes, accessories, neces- 
sities and _ specialties, during their 
Change-Over drive. 

Take the matter of tires, for in- 
stance. Some smart merchandising 
man has found that the best time to 
sell tires is at the beginning of the 
cold weather season. Of course any 
time is a good time to sell them; but 
now smart marketers are telling their 
customers why winter is the best time 
to break in a set of new tires. The 
accompanying chart shows the influ- 
ence on tire wear in hot and cold 
weather, regardless of the driving 
speed. It shows that tires wear longer 
in cold weather than in hot weather. 
Prospects are being promised approx- 
imately 20% more tire mileage than 
normally, being shown how it is pos- 
sible by this chart. 
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Another seasonal factor more wide- 
ly known, and which is being used to 
a greater extent, is the need for safe 
tires for winter driving. And that 
doesn’t necessarily mean where there 
is constant ice and snow. In the fall, 
little patches of snow, ice and sleet 
occur in practically every state. Oil 
marketers selling tires have dis- 
covered that there is a big fall and 
winter tire market waiting for them 
from regular tire dealers alone who 
are in the habit of “crawling in their 
shell” when cold weather comes. 

As will be seen by the chart, the 
rate of tread wear at 40, 60, 80 or 
100 degrees is relatively the same, 
whether the speed is 20, 30 or 40 miles 
per hour. In any case, the lower the 
temperature, the less the rate of tread 
wear. This point is being used success- 
fully by marketers in selling more 
tires during the Winter Change-Over 
season than during hot weather. 
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EXTRA REWARDS FOR EXTRA EFFORTS 
TO SALESMEN AND OPERATORS 


Another indication of the thought 
marketers have given to making this 
their biggest Change-Over year, is the 
greater number of contests planned to 
reward their operators and dealers 
for doing good jobs. 

Turkeys for Quota Makers 

One company operating many sta- 
tions has a turkey prize contest. Each 
station is given a sales quota on lu- 
brication, tires, batteries and other ac- 
cessories. If the station makes its 
quota—which is not too difficult—each 
man in the station is given a 20 lb. 
turkey. 

Big Feeds for Hard Workers 

Many marketers have worked out 
various bonus plans for the Change- 
Over period. These are usually based 
on last year’s business during the 
same period, the bonus being a per- 
centage of the increase. The usual 
practice is for the marketer to pay 
the bonus to the station. The station 
manager, in turns, works out a fair 
division with the helpers at the station. 

Several companies report they ar- 
ranged to have “a big feed” right after 
the Winter Change-Over drive and in- 
vite those dealers who made their 
quota—usually set on a 3% ratio of 
oil to gasoline. 

Turkey an’ Beans-Water 

Others put a touch of fun to the 
procedure by inviting all dealers to 
the dinner. Those dealers making their 
quotas get a fine turkey dinner with 
all the trimmings. Those who did not, 
must be satisfied with beans and 
water. 


BILLY GOATS AND WHITE ELEPHANTS 

One marketer bought a Billy Goat 
and sent it to, the homes of various 
operators for keeping while their sta- 
tion was lagging behind its quotas. 
And still another ingenious gentleman 
purchased a white elephant which was 
hung over the doorway of the station 
doing the poorest selling job. 


ALL NOT FISH AND CHIPS BUT A 
LOTTERY MAKES THEM HAPPY 


On the other hand, some marketers 
reported that they had discontinued 
contests on account of arguments 
among the station men as to how it 
should be divided. That is a very deli- 
cate thing to handle, and one which 
requires a great deal of thought and 
planning in order to make it fair and 
leave everyone happy. This is some 
times handled by appealing to the 
gambling instinct of dealers. Tickets 
are given every man for certain re- 
sults. We will say 5 tickets for a 
crankcase change, 20 for a tire sale 
and so on. At the end of the contest 
a drawing is held and cash prizes 
awarded to the lucky holders. Natur- 
ally the more tickets a man has the 
better chance he has of winning. 


GOES AFTER FARM TRADE 

An Illinois marketer circularizes all 
the rural box holders in his territory 
for winter Change-Over business. This 
marketer doesn’t miss a bet. He in- 
cludes in his circular, prices for bulk 
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FOR GOLD WEATHER 


Oh boy! Four hot numbers for cold-weather sales—Beaver- 


Penn, Fort Pitt, Penn Trump and Four-State—all of the famous 
FREEDOM family of quality lubricants, produced in 10 W and 
20 W grades for cold-weather sales. Write today for exclusive 


territory. Meets competition—nice profits. 


FREEDOM OIL COMPANY, FREEDOM, PA. 
Pacific Coast Bulk Plant and Warehouse: Los Angeles, California 


FREEDOMc::>: MOTOR OILS 
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motor, tractor oil and grease needed 
in farm service. He also promotes the 
sale of tractor funnels, gun filler pails, 
kerosine, tractor fuel and other petro- 
leum products and accessories. 





NPN’S CHANGE OVER TIPS USED 
FOR ADVERTISING IDEAS 


000 W In reply to questions asked many 
y att marketers as to how they used NPN’s 
Change-Over articles, 24% of those re- 

DIESELECTR] plying stated that they used the NPN 
C material, among other things, in de- 

veloping ideas for their own adver- 
tising and sales promotion programs. 
There seems to be a vast difference of 
® Here’s extra power for all the power and pining Ose to the best advertising 
light you need to brighten up your station and attract media, But most marketers tell NPN 


























the customers. This new and larger WITTE is a masterpiece of qual- that they study their suppliers’ na- 
ity construction—has the same famous WITTE engineering features of tional programs and take bee where 
the popular small WITTE they leave off. For instance, if news- 

©40 HP.. 4 cylinder 30 K. Diesels. Gives you the pe — _ part of the program, 

V.A. Electric starting. Tested utmost in dependability ocal newspapers are often used to 


and performance proved. 


and power and light for tie in with the campaign. 
less than 1c a K.W.H. 

MOST MARKETERS BELIEVE 
eo Compact, rugged practi- 


cally no wearout. Operates IN WRITING THEIR OWN 


on cheap, non-explosive fuel. 


And you pay for only the This year, more than ever, it seems 

current produced and used. to be the intention of marketers to 

Other WITTE Diesels—_2500 co-operate with their suppliers by do- 

to 30000 watts—4 to 40 H.P ing local advertising to tie in with the 

Vertical or Horizontal. ae national campaigns. Ninety per cent of 

and 4 cylinders. Manual, ™ ae a 1 - . 
@ PAY FOR THEMSELVES— Available under F.H.A Electric or Full Automatic the marketers questioned by NATION- 
nothing down, 36 months to pay. Write now for literature Starting. All backed by 70 AL PETROLEUM NEWS on this point 
and full details years of reliability. 


say they expect to continue writing 
their own local advertising, rather 
than using stock material as furnished 
by the supplying companies. Practi- 
cally all of these marketers, despite 
the fact that they are using local 


s . . . 
newspapers, radio, and direct mail, to 
A Golden Opportunity for Change-Over sales, believe 


promote 


~ a that the best advertising for both them- 
Winter Profits ses ses Sell K-24! selves and their supplying companies 


is by personal contact, or “mouth to 
mouth campaigns” as one expressed it. 
Some marketers advertise “gadgets” 
key rings, tin banks and balloons in 
a big way. Many supplying compa- 


3708 OAKLAND AVENUE 


WITTE ENGINE WORKS-KANSAS CITY, MO. 





Noted for long mileage, high viscosity index .... 
easy starting .... rapid formation of the protective 
oil film. K-24 is an established and proven 100‘, 
Bradford Pennsylvania Motor oil (Permit No. 166) 





and presents great eye appeal, packaged in striking- nies, particularly the tire companies, 
Let Us Quote on ly modern black and gold lithographed cans. ; 
HIGH FLASH It is LOW-PRICED to meet your competition... 
CYLINDER STOCKS and make money for you! Send for samples and 


& prices. 
SOLVENT DEWAXED Also producers of ‘‘Bradford Lube’’ 100‘, Pennsyl- 
NEUTRALS vania lubricating oil, in 10 quart cans. 


150;- 180-200-250 Vis. at 100 





& ‘‘For Safety’s Sake, LUBRICATE Every 1000 Miles’’ 
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& Refiners of 
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co-operate with marketers in the pur- 
chase of calendars and other novel- 
ties. Many marketers use multigraphs 
and mimeographs, making free use of 
stock cuts, or employing clever artists 
to illustrate their Winter-Change-Over 
promotional material. 


MARKETERS USE NPN 
IN SALESMEN’S TRAINING PROGRAMS 


Thirty-six per cent of the marketers 
telling NPN how they used the Win- 
ter Change-Over program last year, 
said they used it in training salesmen. 

To quote from one marketer: “In 
addition to using NPN’s’ Winter 
Change-Over number for training our 
salesmen, every man in our organiza- 
tion read it, or heard the articles read 
at our dealer meetings.” 

Another marketer said: “The prin- 
cipal advantage to your articles is in 
giving ideas which marketers can de- 
velop.” 

The various ways that marketers 
use the Winter Change-Over articles 
might be summed up in the words of 
another marketer: “I use the Winter 
Change-Over articles in helping my 
dealers in ways too numerous to men- 
tion.” 


MANY ITEMS ARE RATED 
AS GOOD PROFIT POSSIBILITIES 


As a matter of general information, 
NPN wanted to know what single item 
in the Winter Change-Over program 
produced the most dollar profit and 
which items the least profitable. So, 
many marketers were asked this 
question. Practically no marketer gave 
the same answer. Some said motor oil 
was the most profitable; others bat- 
teries. Still others said these were the 
least profitable items. Some of the 
largest marketers in the country sim- 
ply replied “hard to tell’, or words 
to that effect. 

While NPN contacted only a frac- 
tion of the marketers on this subject, 
replies from a good cross-section of 
marketers indicate that any Winter 
Change-Over item can be made prof- 
itable. Perhaps those marketers who 
indicate, for instance, that they make 
the greatest profit on lubrication are 
better equipped for this service or 
have made more a study of all its 
possibilities. This would indicate that 
more effort on the complete line, or 
a better balanced selling job, would 
be more profitable than specializing on 
one particular item or service. 

Naturally, a marketer’s general set- 
up and various local factors have a 
great deal to do with whether certain 
items are profitable or unprofitable. 
Perhaps a more thorough study of the 
sales breakdown on the various items 
and services would give a different 
picture than just taking for granted 
that certain lines are profitable or un- 
profitable. In order to do this, an ac- 
curate accounting system giving the 
real facets, is necessary. 

MARKETER FINDS ACRES OF DIAMONDS 
IN HIS OWN BACK YARD 

The sales manager of a large mar- 
keting company, operating around 40 
stations having approximately 150 
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“« SELUOWESGENT TUBING 


For Service Station Signs that stay brighter longer! 


ENERAL ELECTRIC’S complete new 
line of Fluorescent Tubing—the kind 
that’s made to stay brighter longer—offers 
many advantages. Here’s why it pays to 
specify it for your electric signs and dis- 


play advertising: 


HIGH INITIAL BRILLIANCY. 
G-E Fluorescent Tubing 
offers maximum eff- 
ciency in conversion of 
ultra violet energy into 
light. 


MAINTENANCE OF BRIL- 
LIANCY. Brightness is 


maintained throughout 
life. It’s made to stay 
brighter longer. 


UNIFORMITY OF COLOR. 
The colors you order to- 
morrow will be exactly 
like those you order to- 
day. G-E Fluorescent 
Tubing colors are always 


uniform. (Available in 
nine standard colors.) 


GOOD APPEARANCE. (-E 
Fluorescent Tubing is 
not “grainy” in appear- 
ance. It does not darken 
at welds or bends. Be- 
cause of the baking pro- 
cess, the entire diameter 
of the tube is luminous. 
BENDS EASILY. Does not 
crack, chip, or flake the 
fluorescent coating when 
ent. 

QUALITY PRODUCT. Back- 
ed up by G.E.’s complete 
manufacturing and lab 
oratory facilities. 


MANUFACTURED by processes developed by G.E. 
and sold only through licensees who have been 
carefully selected—companies with wide experi- 
ence and ability in the sign advertising field. 

Make sure that only genuine G-E Fluorescent Tub- 
ing (marked with the G-E trade-mark) is used in 
the signs you buy. For full information, write to 
General Electric Company, Dept. 83-NP-K, Nela 


Park, Cleveland, Ohio. 


NOTICE: For general illumination, G.E. recommends 
its standard line of MAZDA lamps, either filament, 
or fluorescent in 18'' to 48" lengths. 








ALL G-E SIGN TUBING 


BEARS THIS MONOGRAM 


GENERAL §3 ELECTRIC 
FLUORESCENT TUBING 


Look for the monogram on the tube 
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Order Now! 


Extra Copies WINTER 
CHANGE-OVER ISSUE 


For 10c each, put a copy of this November 6th issue 


NATIONAL PETROLEUM NEWS, 
531 Penton Bldg., Cleveland, Ohio 


Send .. 


in the hands of every station attendant, salesman and di- 
vision manager in your company. 

You'll be surprised at the INCREASED business that 
will result from a study and application of the information 
in this issue to your WINTER CHANGE-OVER sales and 
conditioning market. 


—e oe oe ee ee es ee (PIP and VAIL TODAY! =: _ Seo ee = 


...... copies of the Nov. 6th WINTER CHANGE- 


OVER ISSUE, at 10 cents per copy. 


Enclosed is check 


(Ohio purchasers please add 3% Sales tax) 
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INDEPENDENT MARKETERS... 
INCREASE YOUR SALES & PROFITS 


A Republic Franchise Guarantees 
YOUR INDEPENDENCE 





PROTECTION: 


You hold full control of your own business. 


No competition from your supplier. 


PRODUCTS: 
Select crude oil from ‘‘SREPUBLIC’S”’ 
own production, refined in ‘‘SREPUB- 
LIC’S’”’ modern refineries, guarantees 


highest quality. 


ASSISTANCE: 


Merchandising assistance to help you sell 
a greater volume. Point-of-sale materials 


that build good-will. 


SERVICE: 


Terminal facilities, conveniently located, 








making possible economical transportation 








to Atlantic and Gulf Coast marketers. 





COOPERATION: 


Our policy is to give you every possible 

















help. If you will tell us your problems 











or what you have in mind, we will work 








out some plan that will fit your particular 








need. 








Why not let a “‘“REPUBLIC”’ Representa- 
tive tell you our story? 














SALES OFFICES: 

Benedum-Trees Bldg., Pittsburgh, Pa.; 30 Rockefeller Plaza, R.C.A. 
Bldg., New York; 3700 Leland Ave., Baltimore, Md.; 511 Union 
Trust Bldg., Petersburg, Va.; P. O. Box 152, Wilmington, N. C.; P. 
O. Box 1161, Savannah, Ga.; P. O. Box 1987, Jacksonville, Fla.; 
Second National Bank Bldg., Houston, Texas; P. O. Box 2425, 
Tampa, Fla.; P. O. Box 1222, Fayetteville, N. C. 
































TERMINALS: 
Pittsburgh, Pa.; Balti- 
more, Md.; Norfolk, 
Va.; Hopewell, Va.; Wil- 
mington, N. C.; Savan- 
nah, Ga.; Jacksonville, 
Fla.; Fayetteville, N. 
C.;Tampa, Fla.; Corpus 
Christi, Texas; Texas 
ma City, Tex. 


REPUBLIC OIL COMPANY 


BENEDUM TREES BLDG., PITTSBURGH, PA. 
“THE INDEPENDENT SUPPLIER) FOR THE INDEPENDENT MARKETER” 





















































































dealers in 1 state and better than 600 
fuel oil customers, tells NPN what 
happened after realizing the great 
Change-Over possibilities. 

This executive felt that his company 
stations were not getting the share of 
the business they deserved. In fact, 
he knew they weren’t. For his drive, 
he concentrated on his company’s fuel 
oil customers. He suspected that many 
of these customers were buying fuel 
oil from his company and petroleum 
products of other kinds and accesso- 
ries from his competitors. 

So he arranged with his lessee op- 
erators to split half of the wholesale 
cost of a crankease of oil for each 
fuel oil customer induced to come in 
for a free crankcase drain and refill. 


A letter was mailed to these fuel 
oil customers offering them a free 
change of oil at any of his stations 
without cost, and with no obligation. 
All the customer had to do was pre- 
sent a card which was enclosed to any 
of the dealers listed on the back of 
the card. These cards were redeemed 
by the marketer on the agreed basis. 

As a result of this plan, the mar- 
keter says 95% of those cards came 
in for the free offer—and, more re- 
markable still, 75% bought a complete 
change-over, making an actual profit 
on the give-away. 

This, of course was only “chicken- 
feed” compared with the future prof- 
itable business secured as a result of 
this one idea worked out by a mar- 
keter to help his dealers. Half of the 
wholesale price of a crank case of 
oil is certainly a small price to pay 
for a customer who will give a station 
a gross profit in a year of over $56.00, 
or better than $4.50 per month. 

The 1941 model marketer is not only 
fighting tooth and toe nail for his part 
of business obtained through proper 
merchandising, but is also devising 
methods to switch business from less 
aggressive marketers. 

A major company followed similar 
tactics as described above to sell heat- 
ing oil. 

Most of the stations were equipped 
with heating oil stoves. They placed 
attractive placards in the station 
where customers could see them, read- 
ing: 

THIS STATION HEATED 


WITH * * * HEATING OIL. 
ASK MANAGER FOR DETAILS 


This simple little “stunt” immedi- 
ately brought a large increase in heat- 
ing oil business—and prospects are 
still being secured every day. 

All of which, leads us again to re- 
mark that there are “acres of dia- 
monds” in every marketer’s back yard. 


Perhaps the most unique reply came 
from a large marketer who said that 
the Winter Change-Over item produc- 
ing the most dollar profit was “the 
good old fashioned smile which always 
helps more than anything.” And as 
for the least profitable item, the word 
“gloom” was mentioned. 
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Mid-Continent 


TULSA, Nov. 2.—Gasoline move- 
ment above seasonal expectations due 
to continued mild weather and _ in- 
creased industrial buying featured 
Mid-Continent markets the past week, 
according to reports of refiners. 

An Oklahoma refiner reported sell- 
ing 40 cars more of gasoline in Octo- 
ber than in September, and several 
other Mid-Continent refiners said Oc- 
tober volume was “considerably above 
October, 1939”. Contract shipments ac- 
counted for bulk of orders, it was 
said. An Oklahoma refiner reported 
selling 1 car 72-74 at 5c. No other 
open spot gasoline sales were re- 
ported. 

Stiff competition continued in cer- 
tain mid-western areas, according to 
an Oklahoma refiner who continued 
to report quoting and selling 72-74 oct. 
gasoline at 4c for restricted shipment. 
Quotations reported for 72-74 by other 
Oklahoma refiners for unrestricted 
shipment ranged from 4.50 to 5c. 

Despite continued mild weather, 
burning oil demand continued in good 
volume with stocks closely held, ac- 
cording to reports. No. 2 straw fuel 
was “hard to find’, refiners said. A 
Kansas refiner said he was buying 1 
car each No. 1 p.w. and No. 2 straw 
daily to meet commitments, and an 
Arkansas refiner said he had had to 
buy 15 cars 41-43 kerosine the past 
month. An Oklahoma refiner reported 
turning down inquiry for 300 cars 
No. 6 fuel over next 12 months. 

Grade 26-70 natural gasoline prices 
were unchanged with total of 68 cars 
reported sold as follows: 29 cars at 
2.75c, FOB Group 3, 35 cars at 2.50c, 
FOB Breckenridge, and 4 cars at 3c 
FOB Oklahoma plant for Oklahoma 
delivery. 


Mid-Westen 


CHICAGO, Nov. 2.—Quotations re- 
ported by refiners in Chicago the past 
week for No. 1 p.w. fuel oil ranged 
from 3.50 to 3.75¢c, up 0.125¢c on the 
low, while quotations reported for 
kerosines were down 0.125 to 0.25¢ on 
the highs of price ranges. No changes 
were reported in gasoline quotations. 
Reports generally indicated scarcity of 
range oil and No. 6 fuel in this area. 

Gasoline demand was “above expec- 
tations for this time of year”, accord- 
ing to most refiners, and several sell- 
ers said burner fuel and industrial fuel 
movement was in good volume against 
contracts. 


Group 3 gasoline quotations re- 
ported by refiners ranged from 4.50 
to 5¢e for 72-74 oct., 3.875 to 4.125¢ for 
41-43 kerosine, 4 to 4.375c for 42-44 
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kerosine, and 2 refiners reported quot- 
ing 3.625c for range oil, and 1 refiner, 
50c for No. 6 fuel. Six marketers re- 
ported quoting 3.875c for 72-74 oct., 
3.50 to 3.75¢c for 41-43 kerosine, 3.75 
to 4c for 42-44 kerosine, 3.25 to 3.50c 
for No. 1 p.w., 3.375 to 3.625c for range 
oil, and one marketer quoted 45c for 
No. 6 fuel. 

Open spot sales reported by four 
Chicago tank car marketers were: 22 
cars of 72-74 oct., 9 cars at 3.75¢ and 
13 cars at 3.875c; 3 cars of 63-66 oct. 
at 3.375c; 1 car of Ethyl at 4.50c; and 
4 cars of range oil at 3.50c. 


Atlantic Coast 


NEW YORK, Nov. 2.—Advanced 
quotations for gasoline, kerosine, and 
light fuel oils were reported by some 
suppliers at New York harbor and 
several other points along the North 
Atlantic coast the past week. Colder 
weather and higher boat rates from 
the Gulf were cited by some suppli- 
ers in announcing their price in- 
creases. Some reports indicated that 
increased tanker rates would soon ef- 
fect higher prices in heavy fuels but 
to date no changes in quotations have 
been reported. 

Quotations reported for 72-74 oct. 
gasoline were up 0.le to 5.60c at Al- 
bany, 5.70c at Portland and Provi- 
dence. A Portland supplier reported 
advancing his 68-70 oct. price 0.1¢c to 
5.70¢. 

Kerosine quotations reported at 
New York harbor were up 0.3c at 
5.10ec in tank cars and 5c in barges. 
Advance of 0.4c in his quotations for 
Nos. 2 and 3 fuel oils, to 4.50¢e in tank 
cars and 4.40c in barges, effective Nov. 
4, was announced by a New York har- 
bor supplier at the end of the week. 
Quotations reported by New York sup- 
pliers on Nov. 1 ranged upwards from 
4.10c in tank cars, 4c in barges, for 
both oils. 


Gulf 


NEW YORK, Nov. 2.—With the ex- 
ception of two ships’ bunker sales of 
Grade “C” fuel oil no new inquiries or 
open spot sales were reported at the 
Gulf the week ended Nov. 2. Cargo 
trading was “slow” and “feeling the 
effects of increasing tanker rates”, ac- 
cording to comments here and from 
the Southwest. 

One Gulf refiner reported selling 2 
bunkers of Grade “C” fuel at $0.90 
the past week, one of 500 bbls. Oct. 
28, the other of 1700 bbls. for Oct. 30; 
asking prices reported by other refin- 
ers ranged from $0.80 to 0.90. Another 
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refiner who had been asking 4.125c 
for 41-43 w.w. kKerosine said he was 
now offering at 4c; other refiners 
were asking upwards from 3.875c, ac- 
cording to reports. 


‘aliforni 


LOS ANGELES, Nov. 2.—Independ- 
ent refiners with marine terminals in 
Los Angeles harbor district were offer- 
ing Grade C fuel oil for ships’ bunk- 
ers at $0.625 per bbl., a decline of 5c 
from previous quotations, according 
to reports the past week. Sales were 
said to have been made at this figure. 

Reductions were reported in export 
prices of cased goods. Quotations re- 
ported for U. S. Motor gasoline ranged 
from $1.35 to $1.45 per case; 400 e.p. 
blend, under 65 octane, $1.40 to $1.50; 
375-400 e.p. blend, 65 octane and above, 
$1.50 to $1.60; water white kerosine, 
40-43 gravity, 150 fire point, $1.30 to 
$1.40; and p. w. kerosine, $1.25 to $1.35. 
These reductions generally represented 
a decline of about 10c per case. 

In the domestic market, fuel oil was 
reported firmer at a range of $0.45 
to $0.55 per bbl. for light grade oil in 
the Los Angeles Basin and San Joa- 
quin Valley. Heavy grade oil was said 
to range from $0.40 to $0.50 per bbl. 
in both districts. 


Pennsylvania 


CLEVELAND, Nov. 2.— Kerosine 
and fuel oils pointed higher in west- 
ern Pennsylvania the last week in 
October with several refiners announc- 
ing advanced quotations. Quotations 
for other products and status of most 
products were reported unchanged. 

Buying of 36-40 fuel oil by refiners 
for cracking stock plus demand for 
blends of kerosine and 36-40 for do- 
mestic heating oils were responsible 
for a shortage of fuel and improve- 
ment in kerosine, according to reports 
of some refiners. Quotation ranges for 
45 w.w. kerosine were reported un- 
changed at 4.75 to 5c in the lower field 
and 5 to 5.375¢c in the Bradford-Warren 
district, but more refiners were at the 
highs of the ranges at the end of the 
week than at the beginning. 

Several large export orders for 
petrolatums were said to have been 
placed recently. One refiner said he 
had received two orders, one for 500 
bbls. and one for 750 bbls. for ship- 
ment to England, and one 500-bbl. 
order for shipment to China. An in- 
quiry for 5000 bbls. for shipment to 
China also was said to be in the mar- 
ket. No changes were reported in quo- 
tations, 
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REFINERY and SEABOARD PRICES 


In bulk lots by Motor Transport, Tank Car, Barge or Tanker as shown 


(NOTE—Parenthetical figures after prices indicate number of companies quoting when less than three companies are quoting.) 


HOW PRICES ARE REPORTED— where shipment is generally to be made in ninety days. Prices are FOB refineries , 
pipelines, or tanker terminals in districts designated. 
Refinery and Seaboard prices in National Petroleum News are gathered by PLATT’S Prices shown are for quantities in bulk such as tank car lots, motor transport lots 
OILGRAM and are as published in the Monday issue of the OILGRAM. or barge lots; and in cents per gallon; heavy fuel oils are in dollars per. barrel of 42 
PLATT’S OILGRAM is a reporting service issued in three identical editions daily U.S. gallons; wax and petrolatums are in cents per pound. Prices applying to barges 
from News Bureaus at New York, Cleveland, and Tulsa, Okla. PLATT’S OIL- paid aes only are so designated. os ; \ f 
GRAM gathers and publishes what its publisher and representatives believe to be Prices do not include taxes or inspection fees. Prices are published at the close o' 
accurate news of sales, prices and current happenings affecting the oil industry the business day. ; : ; eee 
and that will be of interest to its subscribers. As this information is usually private, Mid-Western prices in the tables were gathered from refiners with a 
OILGRAM reports it according to what it is able to obtain from sources deemed in Chicago and the surrounding territory. While the prices are quoted on a Group 3 
reliable (Oklahoma) freight basis, this is in accordance with the custom of the oil industry 
: which uses Group 3 as a price basis for the ease of comparing prices even when the 
material originates in another refining district. Other refinery prices are given 
by and for the particular refining district where the material is made and from which 
it is shipped. 
When prices obtained by OILGRAM do not conform to these conditions the ex- 
ception and the new conditions are noted in the news lead or in conjunction with 
the price table by footnote or otherwise, for the particular refinery or sales district 
involved. 
Crude oil and products covered by OILGRAM’S news and price service, except 
where noted, have been represented to the publisher as fully up to the customary 
Prices arrived at by discounts off a specified price or “‘market date of shipment,” trade specifications indicated and according to the generally accepted methods of 
prices named in contracts or prices arrived at in accordance with any arrangement test; and all crude oil and all products thereof as having been lawfully produced 
made prior to date of sale, are not for “open spot”’ transactions and therefore are and transported. 
not considered in making the price tables. Prices made to brokers and prices in Any apparent error should be reported to the nearest OILGRAM or National 
“inter-refinery”’ transactions are also not considered except as may be noted. Petroleum News office at once as no correction will be made after the second issue 
All prices are for “immediate” shipment except in Gulf Coast bulk transactions of the OILGRAM or National Petroleum News following its publication. 


All information is supplied without guarantee as to its completeness, accuracy 
time of transmission or promptness of delivery. 

The subscriber receives this information for his private use and not for resale or 
further distribution. 

Publisher reserves the right to change the extent, nature and form of showing this 
information at any time. 

Prices shown in the tables are quotations (meaning sellers’ general offers or posted 
prices), or actual sales prices, reported to OILGRAM by refiners for “open spot” 
transactions, except as otherwise specified. 





Summary of Daily Gasoline Prices (Oct. 29 to Nov. 4) 


U. S. Metor, (ASTM octane) Latest Prices 
72-74 octane: Mon. Nov. 4 ‘ Oct. : Oct. 30 Oct. 29 
Oklahoma... . , : (u) 4.50 —5.00 4.5 f (u) 4.5 5 (u) 4.50 -5.00 (u) 4.50 -5.00 
Mid-Western (Group 3 basis 50 — 5.00 4.50 -5 4.50 -5 4 5.00 4.50 — 5.00 
N. Tex. (For shpt. to Tex. & N. M. dest’ns. 4.50 5.25 50 -— 5.25 4.5 §.2 4.5 5.25 4.50 -— 5.25 
W. Tex. (For shpt. to Tex. & N.M. dest’ns. 5.00 (2 5 2) 5 2) 5. 5 .00(2) 
63-66 octane: 
Oklahoma ee ee ‘ee 1 
Mid-Western (Group 3 basis) 4.1 
N. Tex. (For shpt. to Tex. & N. M. dest'ns 4.1 
W. Tex. (For shpt. to Tex. & N. M. dest’ 
60 octane & below: 
Oklahoma re ; 
Mid-Western (Group 3 basis) 
N. Tex. (For shpt. to Tex. & N. M. dest’ ns. 
W. Tex. (For shpt. to Tex. & N. M. dest'ns. 
Motor Gasoline, 72-74 octane (ASTM) : 
New York harbor 
Philadelphia district 
Baltimore district 
Motor Gasoline: 
74-76 Octane: (L-3 
Bradford-Warren (Western Penna.) 6.00 6.00 
Other Districts (Western Penna. 5.75 — 6.00 9.7% 5.75 — 6.00 
72-73 Octane: (L-3 
Bradford-Warren (Western Penna ; 9.75 (2 
Other Districts (Western Penna.) 


a- 4.50 
5- 4.50 
5- 5.00 
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REFINERY PRICES 


Gasoline U. S. Motor (ASTM Octane) except where otherwise specified 


Prices Effective Nov. 4 Oct. 28 Prices Effective Nov. 4 Oct. 28 | 7 me: , _ “1. 
tego ae Kerosine, Gas & Fuel Oils 


B Ark. plant of one refiner, for shipment 
72-74 oct .... (u) 4.30-5.00 () 4.50 -5.00 to Ark. & La Prices Effective Nov. 4 Oct. 28 
63-66 oct Bis . 4.125- 4.50 4.125- 4.50 72-74 oct ; 1.625 4.625 OKLAHOMA 
60 oct. & below.... 3.75 —- 4.25 3.75 - 4.25 70-72 oct 4.50 4.50 41-43 grav. w.w 
60-62 400 e.p. ; 1.002 ; 1.00 (2 60 oct. & below , 4.125 4.125 42-44 grav., aw 
Range Oil. 
No. 1 P.W... 
WESTERN PENNA. (Motor gasoline. No. I straw... 
MID-WESTERN Bradford-Warren: No. 2 straw.... 
“by: : dark . 
5 nbs tte : = : ).G.L. gas oil 
63-66 oct : 9 ti 9 ° iar 
60 oct. & below ee ee 2 } : sochhileereieenies Pa No. 3 fuel. =e 
Other districts No. 6 fuel 
alae " 14-16 fuel 
74-76 oct. (L-? 6.00 


3 
72-73 oct. (L-3 


74-76 oct. (L-3).... 6.00 


N. TEX. (For shpt. to Tex. & N. M. dest’ns 
72-74 oct.......... 4.50 — 5.25 4.50 - 5.25 ; MID-WESTERN 
63-66 oct ... 4.125- 5.00 4.125- 5.00 Naphtha Eo Nieeogm eiaee a 
60 oct. & below.... 3.75 50 3.75 1.50 Untreated naphtha. : 5.75 5 5.79 41-43 grav. W.W.......  3.875- 4 125 
60-62, 400 e.p. 4.25-4.75 (2 25 -4.75 (2 Stoddard Solvent... 2: 25 42-44 grav. w.w....... 4.00 37: 
Range Oil 
No. | pw. 
CENTRAL MICHIGAN No. 1 straw 
: : : No. 2 straw... 
W. TEX. For shpt. to Tex. & N. M. dest'ns U.S. Motor: (Oct. L-3 No. 3 
72-74 oct 5.00 (2 5.00 (: 72-74 oct 6.2. 0.20 No. 5 
63-66 oct 50 (2 150(: ,, 07-69 oct... . 5.30 — @.2 mth No. 6 
60 oct. & below : 00 (2 1.00 (: Str.-Run Gasoline (g) 4.25-: 


OHIO (SS. O. Ohio quotations for statewide delivery N. TEX. (For shpt. to Tex. & N. M dest’ns. 
CENT. W. TEX. (Prices to truck transports and = to exceptions sgtlesccing price aera ‘5:58 ater: wen... 3 50 173 2 50 17: 
72-74 oct. (L-3 625 (1 2: 72-74 oct 7.125 vine No. 1 P.W... 3.50-3.75 (2) 3.50-3.7 
67-69 oct. (L-3 3.875.(1 3.87: 

62 oct. & below(L-3) 3.501 


o(: 


CALIFORNIA U.S. Motor: 
. ge 65 ve Ps Soet 9.50 ; 9.50 7.50 KANSAS For Kansas destinations only 
KANSAS (For Kansas destinations only 54-58 vgrav.. for outside 41-43 grav. w.w. : $251 

72-74 ovt 875 M7 ) state shipment 5.00 ot 5.00 6.25 12-44 gravity w.w. 4.125 

63-66 oct 5 , 5 75 54-58 grav.. for instate No. 1 p.w 3.75 3 

60 oct. & below »5 7 5 37 shipment . . a0 1.50 6.00 No. 6 fuel... $0.60-$0.625 (2)$0.600- $0,625 





f) Prices FOB Central Michigan refinery group basis for shipment within Michigan; shipments may originate at plants outside Central group. (g) Excluding Detroit: ship 
ment h) For shipment to Ark. points only u) One retiner reports quoting “4 to 4.50c" for 72-74 oct., the lower price applying only to shipment into restricted competitive 
areas 








NATIONAL PETROLEUM 
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REFINERY PRICES (Continued) 


(NOTE—Parenthetical figures after prices indicate number of companies quoting when less than three companies are quoting.) 





Kerosine, Gas & Fuel Oil 


Continued) 





Prices Effective Nov. 4 Oct. 28 
ARK. (F.o.b. Ark. plant of one refiner for shipment 
to Ark. and La.) 
41-43 grav. w.w....... 4.25 4.25 
No. 1 Paeistca-eate sce 3.625 3.625 
2 Aree eeeew ee 3.375 3.375 
28-32 zero fuel. ...... 3.25 9.25 
Tractor Fuel... (h)4.25 (h)4.25 
WESTERN PENNA. 
Bradford-Warren: 
45 grav. w.w..... . §.00 5.375 5.0 § 376 
46 grav. W.w......... 5.25 (1) 5.25 (1) 
36-40 gravity........ 5.00 5.25 5.00 5.25 
Other districts: 
45 grav. w.w..... . 4.875- 5.00 4.75 5.00 
ot. a See 4.875- 5.125 4.875- 5.125 
OF ORY. Wie. ices 4.875-— 5.25 4.875-— 5.25 
36-40 gravity........ (l) 4.125-4.25 (1) 4.00 -4.25 
CENTRAL MICHIGAN | (f) 
47-49 gravity w.w..... 4.75 5.05 4.75 5.05 
P.W. Distillate....... 1.75 4.875 4.75 41.875 
No. 3 gas oil, Str. ... 4.25 4.50 4.25 4.50 
U.G.I gas oil. ....... 3.50 1.00 3.50 4.00 
Fuel Oils (Vis. at 100): 
500-700 Vis... ... 2.75-3.00 (2) 3.00 (2) 
300-500 Vis... 2.75-3.25 (2) 3.25 (2) 
100-300 Vis. 3. 25-3 .50 (1) 3.50 (1) 
CALIFORNIA 
40-43 grav. w.w....... 1.50 6.00 1.50 6.00 
San Joaquin Valley: 
Heavy fuel. ....... $0.40 -$0.70 $0.50 -$0.75 
Light fuel. ...... $0.45 -$0.75 $0.55 -$0.85 
Diesel fuel. . pei i 4.00 2.75 1.00 
Stove dist... .. . 2.75 -5.00 2.75 -— 5.00 


Los Angeles: 


Heavy fuel. . ... $0.40 -$0.65 $0.5 


5 
Light fuel. ...... . $0.45 -$0.75 $0.55 -$0.75 
Diesel fuel... . ‘ 2.50 4.00 2.7 41.00 
Stove dist. .... . 2 4.00 2.75 41.00 
San Francisco: 
Heavy fuel $0.80 $0.80 
Light fuel boa $0.90 $0 90 
ee ee 4.50 1.50 
Stove dist........ 5.50 4.50 


_ Note: All above hears fuels meet Pacific specific a- 
tion 400; light fuel, spec. 300; Diesel fuels, spec. 200; 
and stove distillate, spec 100. 


Lubricating Oils 


WESTERN PENNA. 
Prices are given by Penna. refiners as their quota- 


tions to jobbing and compounding trade only. Prices 

to other refiners generally are lower. 

Viscous Neutrals — No. 3 col. Vis. at 70° F. 

200 Vis. (180 at 100°) 420-425 fl. 
1) See ee 24.50 (1) 24.50 (1) 
3) Sees eee 23 .50 (1) 23.50 (1) 
DS) err 22.50 (1) 22.50 (1 
aan ee 21.00 21.00 

150 Vis. (143 at 100) 400-405 fl. 
Get...........-. S500) 22.50 (1) 
NOMA... «sexes 21.50 (1) 21.50 (1) 
iSO t..... S ies 20.50 (1) 20.50 (1) 
25 ee a 19.00 19.00 

Cylinder Slocks 

Brt. stk., 145-155 vis. at 210°, 540-550 fl., No. 8 col, 
10 p.t. 14.50 (1) 14.50 (1) 
15 pate... 13.50 (1) 13.501 
25 p.t. 12.00 -13.00 12.00 —13.00 

600 S.R. filterable. . 7.00 — 7.50 7.00 - 7.50 

650 S.R,. 8.00 — 8.50 8.00 — 9.00 

600 fl. ‘aa 9 00 9 50 9 00 9 50 

og ee . 11.00 -12.00 11.00 -12.00 


MID-CONTINENT = (F.0.b. Tulsa 


Neutral Oils (Vis. at 100° F. 0 to 10 PLP 
Pale Oils: 


Vis. Color 

60-85— No. 2 ae oS: ae a 9.75 
86-110-——No, 2 5 = 6.25 5.26 6.25 
1I50—No. 3 8.00 —10.25 8.00 -—10.25 
180— No. 3 8.50 -10.50 8.50 -10.50 
200— No. 3 8.50 -11.00 8.50 -11L.00 
250—No. 3 10.00 -12.00 10.00 —12.00 
280-—No. 3 10.50 -13.75 10.50 -13.75 
300 No. 3 11.50 14.25 11.50 14.25 


Lubricating Oils (Cont'd) 


Prices Effective Nov. 4 Oct. 28 
Red Oils: 

180—No. 5 8.50-9.00(2) 8.50-9.00(2 
200—No. 5 8.50-10.00 (2) 8.50-10.00 (2 
280—No. 5 11. 50-12.00 (2)11.50-12.00 (2) 
300—No. 5 11.00 -12.00 11.00 —12.00 


Note: Viscous Neutrals, 15-25 p 
quoted 0.5¢ under 0-10 p.p. oils. Ren-vlseiun oils, 
5-25 p.p., generally are quoted 0.25c under 0-10 
p.p. oils. 


Bright Stock— Vis. at 210 


200 Vis. D 18.00 (1 18.00 (1 
150-160 Vis. D: 
0 to 10 p.p.... 13.50 -16.00 13.50 -16.00 
10 to 25 p.p. 13.00 -15.50 13.00 -15.50 
25 to 40 p.p.. 12.50-15.00 (2)12.50-15.00(2 
150-160 vis. E.... 12.50 -15.00 12.50 -15.00 
120 Vis. D: 
? to 10 p.p 2.50 -15.25 12.50 -15.25 
5 to 40 p.p. 14.375 (1) 14.375 (1 
ena S.R. Dark Green.. 7.00 (2) 7.00 (2 


600 S.R. Olive Green... 8.00 9.50 8.00 9.50 





La! ae ; 12.00 (1 12.00 (1 
Black Oil ; . 4.00-5.50(2 4.00-5.50 (2 
SOUTH TEXAS Neutral Oils 
Vis. Color 

Pale Oils: (Vis. at 100°F 

100 No. 1\%-2 26 : 5.25 5.50 5.25 5.50 
200 No. 2-3 4.20 7 

300 No. 2-3 qt 

500 No. 24-34% 8.50 8.50 
750 No. 3-4.. 8.75 8.75 
1200 No. 3-4.. 8.875 8.875 
2000 No. 4 9.00 9 00 
Red Oils 

200 No. 5-6 [2 7.20 
300 No. 5-6.... 7.78 ye 
500 No. 5-6.. 8.50 8.50 
750 No. 5-6.. 8.75 8.75 
1200 No. 5-6... 8.875 8.875 
2000 No. 5-6 ; 9 00 9 00 


CHICAGO (From Mid-Continent p.l. crude 
Neutra Oils (Vis. at 100° F.0 to 10 p.p. 


Pale Oils 


Vis. Color 

60-85—No. 2 4am 7.25 
86-110-—No. 2.. 4 .2e 7 
150—No. 3 8 50 8.50 
180—No. 3 9 50 9 50 
200-—No. 3 10.00 10.00 
250—No. 3 11.00 11.00 
Red Oils 

180— No. 5 9 50 9 50 
200—No. 5 9 50 9 50 
250—No. 5 11.00 11.00 
280—No. 5 12.00 12. 00 
300-——-No. 5 12.00 12.00 


Note: Viscous oils, 15 to 3@ p.p. are quoted 0.5« 


lower; 60-85 and 86-110 No. 2 non-viscous oils, 15 


to 30 p.p., 0.25¢ lower. 


Unfiltered Steam Refined: (Viscosity at 210 


140 8.75 8.75 
160 950 9.50 
200 10.50 10.50 


Bright stocks, 160 vis. at 210. No. 8 color 


0 to 10 p.p. 15.00 15.00 
15 to 25 p.p 14.00 14.00 
30 to 40 p.p 13.50 13.50 
E filtered Cyl. Stock 12.56 12.50 


Note: To obtain prices delivered in Chicago ade 
0.25¢ per ga 


Natural Gasoline 


Group 3 & Breckenridge prices are to blenders or 
freight basis shown below. Shipments may originate 
in any Mid-Continent manufacturing district 


FOB GROUP 3 


Grade 26-70 k)2.75 k)2.75 
FOB BRECKENRIDGE 
Grade 26-70 k)2.50 k)2.50 


CALIFORNIA FOB plants mn Los Angeles basin 


79-85, 350-375 e.p. for 
blending 1.75 5.00 1.75 5.00 


generally are 


Naphtha and Solvent 


Prices Effective Nov. 4 Oct. 28 


(FOB Group 3) 


Stoddard solvent. ; 5.875 
" ‘leaners’ naphtha 6.375 
M. & P. naphtha 6.375 
Mineral spirits... 5.375 
Rubber solvent... 6.375 
Lacquer diluent. . 6.625- 7.375 6.625 
Benzol Diluent. . 7.875- 8.375 7.8 


Wax 


White Crude Scale: 

WESTERN PENNA. (Bbls., C.L., N.Y.) 
122-124 A.m.p.... 2.85 3.00 2.85 3 
124-126 A.m.p... 2.85 —- 3.00 2.8 - 3 


OKLAHOMA = (Bbls. or burlap bags, C.L.) 


124-6 AMP. 3 00 (1) 3.00 | 
333-3 AMP... .... 3.25 (1) 3.00 ( 


CHICAGO (FOB Chicago district refinery of 
refiner, in bags or slabs loose, carloads 
are EMP (ASTM) methods; add 3° F. to convert 
AMP. 


Fully refined: 


122-124 (bags only) 5.60 5.60 
125-127... 5.60 5.60 
1 27-539 5.85 5.85 
6.15 6.15 
6 40 6.40 
7.15 7.15 





Petrolatums 





00 
00 


1) 
1) 


Melting points 


into 


WESTERN PENNA. (Bbls., carloads; tank cars, 
0.5¢ per lb. less.) 

Snow White §.125- 6.125 5.125- 6 
Lily White 1 5.125 4.375- 5 
Cream White 3 4.125 3.375- 4 
Light Amber 2 3.00 2.625- 3. 
Amber 2 2.875 2.375- 2 
Red 2 2.625 2.125- 2 





Group 3 Freight Rates 


To Division Headquarters Points of 
ard Oil Co. of Inc 


Gasoline- 


















Distillate-Gas 





Kerosine Oil-Fuel Oil 
Cents Cents Cents Cents 
per per gal. per per gal. 
Cwt. 6.6 lbs. Cwt. 7.4 Ibs. 
Chicago, Il 10) 2.640 2.368 
Decatur, Ill. 39 2.574 2.294 
Joliet, Il 410 2.640 2.368 
Peoria, Ill ; 39 2.574 294 
Quincy, Ill.. 36 2.376 
Indianapolis, Ind. 48 3.168 
Evansville, Ind.... 16 3.036 
South Bend, Ind 19 3.234 
Detroit, Mich . 64 4.22 
Grand Rapids, Mich 58.5 3.861 
Saginaw, Mich. . 66 4.356 
Green Bay, Wis. . 51 3.366 : 
Milwaukee, Wis 43 2.838 53 
LaCrosse, Wis 16 3.036 738 
Minneapolis-St. Paul... 46 3.036 738 
i Duluth, Minn... 52 3.432 O71 
Mankato, Minn 16 3.036 738 
Des Moines, la.... 36 2.376 146 
Davenport, la . 39 2.574 2.294 
Mason City, la 42 2.7%2 ».479 
St. Louis, Mo 33 2.178 1.961 
Kansas City, Mo 28 1.848 1.665 
St. Joseph, Mo 28 1.848 1.665 
Fargo, N. D 63 4.158 3.734 
Minot, N. D 83 5.478 4.92 
i Huron, S. D 3 3.498 3.145 
Wichita 
From Ponca City 7.5 *0.495 7.5 70.555 
From Tulsa 12.5 *0.825 12.5 0.925 
From Cushing ll *().726 il tO.814 
*This rate also includes distillate rate at 6.6 Ibs 
per gal 
This rate applies only to residual fuel and gas oil 


This rate ” exclusive of distillate which is based 


on 6.6 lbs per 


Okla. to Wichita. 
NOTE: 


Includes only gas oil and fue 


> 


gal. from Ponca City, Tube and Cushing 


1 oil 


There is no Group 3 rate to Wichita, hans 





f) Prices FOB Central Michigan refinery group basis for shipment within Michigan 
ment. (h) For shipment to Ark. points only. (1) Quotations. (j) Sal 


shipments may origmate 
Pittsbur 


k) Sales l 


at plants outside Central group 
gh district prices excluded 


gz) Excluding Detroit ship- 








,OVEMBER 


6, 1940 















































Pacific Export (Cont’d) 


Prices Effective Nov. 4 
Cased Goods: (Per case) 
iy eh Mkt sce bee aws $1.35 -$1 
375-400 e.p. blend, 

65 oct. & above.... $1.50 -$1. 
400 e.p. blend, under 

i ere ee |! 
40-43 grav. w.w. kero., 

150 fire point. ..... $1.30 -$1. 
BGs BW eos o:5 e200 $1.25 -$1 

Tanker 


(Approximate rates. 


Gulf-N. Atlantic: 

at E. of N.Y.) 

. Crude & fuel, (10 to 
9. D5 MPRVIEY) on ccc cues 

Light Crude, (30 grav. 
or Lighter) . 

Se 

Kerosine. . 


No. 2 Fuel 


Gulf Coast 


(Prices for sales made or firm offers reliably reported 
for sales pending in cargoes FOB ship at Gulf, for 
Prices are by refiners only 
or to large tanker 


minimum of 20,000 bbls. 


Rates 


Cents per bbl.) 


45 
60 
50 


40 
35 


Last 
Paid 


13 


38 


40 
42.5 


ol 


45 


to other refiners, export agents, 


terminal operators at the customary trade specifica- 


tions noted.) 


Prices Effective Nov. 


Domestic 
*39 Research, max. 2 cc. 


Motor Gasoline 
Min. 80 oct., 
Pe 





72-74 oct. ia C 
70 oct. unleaded 
68 oct. ~ 

65 oct. 

60 oct. 


41-43 w.w. kerosine............. eee 


No. 2 fuel 
Gas Oil 


Below 43 diesel index 


58 & above diesel index 


Bunker C, 
Bunker C, 


Motor Gasoline 


Diesel Oil, ships’ bunkers( (ex- -lighterage) $1.50 -$1.7 
$I 


Export 


60- 62 Gravity, Max. 400 e.p. 


72-74 oct. leaded (AST __ Bee 


70 oct. unleaded 
68 oct. 
65 oct. 


60 oct. 


61 =63' Gravity, ites 390 e.p. 
74 oct. leaded ( AST M) 


60 oct. unleaded 
64-66 Gravity 


60 oct. unleaded 
41-43 w.w. kerosine. . 
Gas Oil- 


Below 43 diesel index 


“= ” ” 


MID-CONTINENT LUBES 


(At Gulf; in packages, FAS.; in bulk FOB terminals) 
Nov. 4 
New 
Steel Drums Bulk 

200 vis. D. 210 brt. 

ee ee ek 19.80 (2 
150 vis. D 210 brt. 

stock 0-10 p.p......21.50-21.80 (2) 15.80 (2) 

10-25 p.p.......... 21.00 (1) 15.30 (1) 
100 vis. Bb 210 brt. 

stock 0-10 p.p...... 21.00 (1) 15.30 (1) 

10-25 p.p.. . 20.50 (1) 14.80 (1) 
200 vis. Ko: 3 col. neutral: 

CP Os cic rave 7.00 (1) 11.30 (1) 


SOUTH TEXAS LUBES 


(Vis. at 100°, « 


Unfiltered Pale Oils: Nov. 4 
Vis. Color 

a Sere 6.00 

- 7.50 
300 No. 3.... 8.00 

500 No. 3. — 9.00 

750 No. 4.... 9.50 
1200 No. 4. 10.00 —-11.00 
po 10.25 
Red Oils: 

Vis. Color 

100 No. 5-6.. 6.00 

200 No. 5-6.. 7.50 

S00 Na. 5G.......<+ 8.00 

500 No. 5-6......... 9.00 

cc ly 9.50 
1200 No. 5-6......... 10.00 —11.00 
2000 No. 5-6.. 10.25 


Less than \% of 1 


ax. 375 e.p. 
72-74 oct. leaded (ASTM) 


oF. 
/0 


Less than v4 of 1% sulfur 


Ss 8b chen de esnacvess 


t. 0, blk exprt. shp., FOB terminals) 


Oct. 28 
$1.45 -$1.55 
$1.60 -$1.70 
$1.50 -$1.60 
$1.40 -$1.50 
$1.30 -$1.45 


Owners 
Ask 


4 
4.00 - 5.00 
3.75 — 4.75 
4.25 
3.75 4.75 
3.625- 4.625 
3.625- 4.50 
3.875- 4.00 
3.25 - 3.75 
3.125- 3.2 
3.125- 3.375 
3.125- 3.625 
3.50 
3.75 
70 
».80 -$0.90 
$0.80 -$0.85 
3.75 -— 4.75 
4.25 
A By ts 4.75 
3.625- 4.625 
3.625- 4.50 
4.25 
4.00 
4.25 
4.00 
3.875- 4.00 
$.125- 3.25 
$.125- 3.375 
3.125- 3.625 
3.50 
3.75 


Oct. 28 


00 
50 
00 
00 

50 
—11.00 
25 


Coan 


10.00 
10 


6.00 
7.50 
8.00 
9.00 
9.50 
10.00 —11.00 
10.2 























(NOTE—Parenthetical figures after prices indicate number of companies quoting when less than three companies are quoting.) 
Atlantic Coast 
(Prices are of refiners, FOB their refineries & their tanker terminals, & of tanker terminal operators, 
FOB their terminals)—Prices Effective Nov. 4 
MOTOR GASOLINE 
Min. 80 Oct. 
°39 Research 
(Max. 2 cc. 72-74 Oct. 68-70 Oct. 65-66 Oct. 60-64 Oct. 

District: Lead) (ASTM) (ASTM) (ASTM) (ASTM) 

N. Y. Harb.. ee >. 75 (2) 5.00 - 6.50 5.00 -— 5.50 5.00 - 5.75 5. 75-6 .00 (2) 

N. Y. Harb., barges. 5.75 - 7.00 4.75 -— 6.50 4.75 -— 5.00 4.75 - 5.75 5.75-6.00 (2) 

ON AP eee 5.70(1) 5.60 Leeeace! :. SMe aon Abe A \eomroaics 

Philadelphia 5.75 — 7.25 5.25 - 7.00 5.25 — 6.75 5.70 (1) 5.50 - 6.75 

Baltimore. ....... 5.75 = 7.25 5.50 - 7.25 5 .50-6.00 (2) 5.50 (1) 5.50 — 6.50 

CS See 5.75 7.50 5.50 = 7.25 6 .00—6 .50 (2) 5.75 (1) 5.75 (1) 

i ee 7.00 - 7.25 6.00 — 7.05 6.00 — 6.50 §.75 (1) 5.75 -— 6.50 

Cherston....... 6.25-7 .05 (2) 6.00 - 7.05 >. 875-6 .50 (2) 5.75 (1) 5.75-6.50 (2) 

Savannah 6.25-6.50 (1) 6.25 - 6.50 he yf eee 5.75-6.00 (2) 

Jacksonville 6.25-6.50 (1) 6.25 - 6.50 ft ee ere 5.375-6.00 

Miami....... 6. 25-6 .50 (1) 6.25 (1) S.B7S-G.125 (2) lk cess 5.00 (1) 

Tampa.... 6.25-6.50 (1) 6.25 (2) 9.875-6.125 (2) knee § .375-5 .75 (2) 

Pensacola 6 .00-6. 25 (1) eR TS Cee caeAee, 8 8=«s_sf AeGhiuree) | (ep aaeaees 

Mobile 5.75-6.00 (1) 5.75 (2) Ne yt ee, je 5 .00-5 .375 (2) 

Portland. . 5.70 (2) 5.70 et Us © | RR orgs penned Se oe 

Boston. . 5.70 (2) 5.20 5.70 5.50 (1) 5.25 5.70 5.45 (2) 

Providence. 5.60 (2) 5.70 Been § CAile ss 5.60 (2) 5. 45-6.00 (2) 

FUEL OILS 
KEROSINE 
and /or 
" NO. 1 FUEL No. 2 No. 3 No. 5 No. 6 

N. Y. Harb.. sieve 5.10 4.10 4.50 1.10 4.50 $1.35 -$1.55 $1.15 -$1.25 
Y. Harb., barges 5.00 1.00-4.40 MOO-880 § spawceew. | \ agaueeens 

Albany . 5.20 4 40 (2) 4.40 (2 $1.85 (1) $1.45 (1) 

Philadelphia ».00 — 5.25 4.25 4.25 $1.37 -$1.47 $1.15 -$1.25 

Baltimore 4.75 4.00 4.00 $1.37 () $1.15 -$1.25 

Norfolk 4.75 -' 5.00 4.00 — 4.50 SOC) 8  <diveeese $1.25 (2) 

Wilmington. .. 4.75 5.25 [SA | ee NE rr ee eo 

Charleston. ... 4 75 5.00 4.00 (2) $1.20 (2) 

Savannah 5.00 - 5.25 “a iv $1.20 (1) 

Jacksonville 5.00 5.25 4.25 (1) cae 8 8=Ss < eee $1.20 (1) 

Miami 5 .125-5.25 (2) a an ee Aine eee 

Tampa 5.00 5.25 eae: <«sd¢h0Gue § ° teymeeiuan $1.15 (1) 

Pensacola DORROTCEEEE) /- cdvueiouhs jg «860e0ha jj (Geeeddsge 0 sme 

Mobile 4.875- 5.00 id aie i cpa reer. 

Portland 5.30 4.50 4.50 $1.85 (1) $1.25 -$1.45 

Boston. 5.20 4.40 4.40 $1 .55-$1.65 (2) $1.25 

Providence 5.20 4.40 4.40 $1.50 -$1.65 $1.25 

Bunker C Fuel Diesel Oil Gas House 
) Ships’ bunkers Ships’ bunkers Diesel Oil Gas Oil 
(Ex Lighterage) (Ex Lighterage) Shore Plants 28-34 Gravity 

N. Y. harbor $1.15 -$1.25 $1.70 1.10 41.50 1.20 1.60 

Albany... $1.45 (1) $1.80 4.40 

Philadelphia $1.15 -$1.25 $1.70 -$1.95 Tae. 

Baltimore $1.15 -$1.25 $1.70 4.00 4.00 

Norfolk ; $1.25 $1.68 -$1.70 4.00 4.00 

Charleston. ... $1.20 $1.68 -$1.70 4.00 4.00 

Savannah $1.20 (1 $1.785-$1.995 

Jacksonville. . $1.20 $1 .785-$1 .995 

Tampa $1.15 $1. 785-$1.995 — oe 

Portland $1.25 -$1.45 $1.80 1.50 4.60 

Boston... aves $1.25 $1.70 4.20 4.40 4.30 4.50 

Providence... .. $1.25 $1.70 4.40 4.50 

1 x | T 
New York Export Lubes | Naphtha 
(Penna. Products in bbls. FAS New York) | Prices Effective V.M.&P. Mineral 
Prices Effective Nov. 4 Oct. 28 | Nov. 4 Naphtha Spirits 
| Baltimore... 9.50 8.00 
Bright stock: | New York Harbor. 8.80 -— 9.50 8.20 - 8.50 
Dagtt, 25 Pt... 6860 20.50 (1) 20.50 (1) | Philadelphia district 10.00 8.00 - 9.00 
CR ce goatee 9.50 9.25 - 9.50 

Neutral oil: Providence. . 9.50 9.00 — 9.50 

200 3 color, 25 p.t tOhio points, delivered 8.75 *8.25 

150 3 color, 25 p.t..... 25 50 (1) 25 50 (1) *This is on rubber solvent. 

600 s.r., unfilt........ 16.00 (1) 16.00 (1) tOhio prices are those of S. O. Ohio. Its prices for 

650 s.r., unfilt. 17.00 (1) 7.00 (1) D.C. naphtha, special Varnolene, Varnolene and 

SME aa ow 18.00 (1) 18.00 (1) Sohio Solvent are same as for V.M. iP. 

|, Re YS eee 20.00 (1) 20.00 (1) 

. ml 
Pacific Export 
Wax (Quotations at seaboard, Los Angeles, cargo lots, 
| except where otherwise noted.) 
(A.S.T.M. Tests. Melting points, however, are A.M.P., ee fennti —_ ‘ 

3° higher than E.M.P. Export prices, FAS. c L Pele ai EGeetive Nov. 4 is Oct. 28 

Domestic prices, FOB. refr'ies., in bags, c.l., with | 375 e.p. blend, 70 oct. 4.50 - 5.625 4.50 — 5.625 

0.2¢ discount allowed for shipment in bulk, except | 390 e.p. blend, 68 oct. 4.375- 5.50) 4.375- 5.507 

where noted. Scale solid; fully refined slabs in bags) | 390 e.p. blend, 66 oct. 4.375- 5.375 4.375- 5.375 

| 400 e.p. blend, 65 oct. , is 7 
Pri ; ; 1 | min. Pkt 25 5-25 25 - 5.25 
Prices Effective Nov. 4 | ys. ‘Ses LA Soe 
New Orleans oo N. WY. | 65 octane... . 4.25 §.125 4.25 - 5.125 
, Export Domestic Export | 38-40 grav. w.w kero., 

Crude Scale: | 150 fire point ; 4.50 -5.00 4.50 - 5.00 
124-6 Yellow 2. 85-3 .00 (1) ae 2. 85-3 .00 (1) | 41-43 grav., w.w. kero. 4.75 - 5.00 4.75 - 5.00 
22-4 White 2 $5-3.00 2.85-3.00 | 44 grav.,w.w. kero... 5.00 - 5.50 5.00 — 5.50 
124-6 White 2.85-3.25 (2) 2.85-3.00 2.85-3.00 | Diesel fuel, 24.& above $1.25 -$1.30 $1.25 -$1.30 

| Diesel fuel, under 24.. $1.15 -$1.25 $1.15 -$1.25 

Fully Refined: | 30-34 grav. diesel (gas 

a oil) Pac. Spec. 200.. $1.25 -$1.35 $1.25 -$1.35 
123-5. aearet raintp 5.60 5 .60(2) Grade C fuel, Pac. 
125 5.60(1) 5.60 5.60 err ee $0.60 -$0.65 $0.60 -$0.65 
128- 30. cece 6.15(1) 5.60—-5.70(i) 5.60 — 
130-2 6.15(1) 5. 85(i) 5 85 In Ships’ Bunkers, or deep tank lots: 
133-5 6.40(1) 6.15(i) 6.15 Diesel fuel, Pac. Spec. 
135-7 7.15(1) 6.40(i) 6.40 200... pS 1.35 -$1.45 $1.35 -$1.45 

108-11 White | Grade C fuel, Pac 
Match..... 25(1&j) | Spec. 400.......... $0. 625-$0.75 $0.65 -$0.75 

(i) Shipments in bags or in bulk. (j) Shipment in tight barrels. 
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TANK WAGON PRICES 


Commercial or consumer tank car, tank wagon, dealer, and service station prices for gasoline do not include taxes; they do, however, include inspection fees as shown in general 


footnote. 


Gasoline tares, shown in separate column, include 1.5c federal, and state tares; also city and counly tazes as indicated in footnotes. 
do not include tares; kerosine tares where levied are indicated in footnotes. 


These prices in effect Nev. 4, 1940 as posted by principal marketing companies al their headquarters offices, 


Kerosine tank wagon prices also 


Dealer discounts are shown in footnotes; for commercial consumer discounts, see NPN for Feb. 21, 1940. 


bul subject to later correction. 





S. O. New Jersey 


Esso (Regular Grade) 
Consumer Gaso- Kero- 
Tank Dealer line sine 





Car T.W. Taxes T.W. 
near City, N. J 6.5 8.1 8.3 e.8 
*Newark, N. J 6.5 8.1 eS: ti 
Annapolis, Md. rv 7.3 $.35 5.5 ¢$.5 
Baltimore, Md 6.75 $5 5.5 25 
Cumberland, Md : 3.15 965 5.5 10 
Washington, D. C 7 8.5 3.5 9.5 
Danville, Va : 7.95 10.45 6.5 11 
Norfolk, Va. 6.75 9:3 6.5 36.5 
Petersburg, Va 7.05 o.55 €:5. 32.2 
Ric mong Va 7.05 6.55 6.5 10.5 
Roanoke, Va 8.25 6.73 6.5 
Charleston, W. Va 7.55 10.05 6.5 12.6 
Parkersburg, W. Va 6.85 9.35 €.S 3.3 
Wheeling, W. Va 7.85 10.25 6.5 11.8 
Charlotte, N.C . ee 8.4 7.5 98 
Hickory, N. C 9.45 10.95 7.5 10.3 
Mt. Airy, N.C 9.3 1o:S 7.9 16:2 
Raleigh, N. C 8.65 8.5 7.5 ¢.5 
Salisbury, N.C 8.95 Cf ae 2 
Charleston, S.C... 6.75 $25 7.5 9.25 
Columbia, S. C 7.6 10.1 je V5 
Spartanburg, S. C 8.3 6.8 T.5 32-2 
Mineral Spirits V.M.P.& 
.W. T.W. 
Newark, N.J........ 3.5 15.5 
Baltimore, Md....... 15.5 
Washington, D. C.... 15 
Fuel Oils—T.W. No. 1 No. 2 No. 3 
Atlantic City, N. J... 34 6.1 6.1 
Newark... re 6.1 6.1 
Annapolis, en ; 6 
Baltimore. 6.75 6 5.5 
Washington, D.C 7 6.25 6.25 
Norfolk, Va.. 7 6 6 
Petersburg. Cee Riis 7.3 6.25 - 
errr ere 7.20 6.25 6.25 
Charlotte, N.C.... 8.8 y ee 
Hickory........ 7.5 
a en ee 6 ae. ee 7 
Charleston, S. C.... oe 6.5 
i Ree rere rrr rs 8.7 1.2 
Spartanburg - —wibacca:, See 8.3 


*Effective Sept. ‘19, 1940, minimum retail resale 
wice of 10.4c posted thru New Jersey. 
Jiscounts: 

Lg gasoline—to undivided dealers, 0.5c off dealer 

price, thru territory, except New Jersey. While 
aoe posted prices continue at Atlantic City and 
Newark, dealers will pay net price of 7.5c per gal. for 
Esso: dealers having pumps marked only Fsso, Esso 
Extra and Standard White gasoline will pay 7c per 
gal. for Esso. 

Kerosine—l\c off t.w. price for 25 gals. or more, 
under contract thru territory (Baltimore city contract 
not necessary) except no discount in state of New 
Jersey. 

Naphthas—To buyers taking following quantities 
at one time: Newark, 2c per gal. on 200 gals. or more, 
less than 200 gals. 0.5c higher price; Baltimore, 2c off 
on 25 to 100 gals. and 3c on over 100 gals. ; Washington, 
2c off to contract buyers 


Socony-Vacuum Oil Co., Ine. 
Socony Mobilgas (Regular Grade)t{t 


Com. Div. Gaso- Kero- 
Com. Cons. Dir. line sine 
T.Cc. T.W. T.W. Taxes T.W. 
New York City: 


Manhattan & Bronx 6.4 6.2 7 3.3. 7.9 
Kings & Queens 64 62 7 S| .5 7.9 
Richmond 4 G2 To. %%.5 -¢:9 

Albany, N. Y 63 63 7.3 5$.5 7.6 

Binghamton, N. Y. 7132 T3 €.8 &.5> $9.1 

Buffalo, N. Y 69 69 79 58.5 7.3 

Jamestown, N. Y 6.7 C7 7.6 $.5 7.4 

Plattsburg, N. Y 6.5 7.2 &2 S&S ¢:3 

Rochester, N.Y 7.3 7.3 8.3 &.5. 8.) 

Syracuse, N. Y 7 7 6.2 &.5 €.& 

Bridgeport, Conn 62 66 65 ‘5 7% 

Danbury, Conn G7 8S Zs 5 2.2 

Hartford, Conn 65 68 7 ‘5 7.5 

New Haven, Conn SF €3 €4 cs 7:3 

Bangor, Me 6.1 7 8 §:6- .§.] 

Portland, Me S72 €46@¢ 8 Ss 2 

Boston, Mass 5.7 6.1 6.6 4.5 8 

Concord, N. H 6.9 et 8.5 5:5 $:6 

Lancaster, N. H ae $5 9.5 5.5 ¢.6 

Manchester, N. H 6.8 7.4 a3 Ss 8:9 

Providence, R. I 5.7 6.2 yep ore 4 

Burlington, Vt 6.8 7.2 6:3 §.5 $.2 

Rutland, Vt oF 4 8 S35 86 

Mineral Spirits V.M.&P. 
TW. TT. 6. 

Buffalo, N. Y 9.4 10.1 

tNew York City. . 892 8.8 

Rochester, N.Y... 10.2 10.9 

Syracuse, N.Y... 3} 11.8 

Boston, Mass pie ll 11 

Bridgeport, Conn... 11.5 12 

Hartford, Conn...... 11 11.5 

Providence, R. 1... .. ll 12 


Fuel Oils—T.W Mobilheat & 


Mobilheat 
Heavy 

New York City....... ars mee 6.4 
Albany, N. Y card 6.3 
Rochester, N. Y 6.9 
Boston, Mass 6.4 
Bangor, Me 6.8 
Manchester, N. H 1.3 
Burlington, Vt 7 

Hartford, Conn 6.5 
Pe ON AND oi. 5 0.0 asa keane ernee 6.5 
Providence, R. 6.3 


*Plus 2% city sales taxc ompute “d at time of each sale. 

+Prices apply to consumers only in quantities over 
1000 gals. annually; for quantities under 1000 gals. 
annually, add 0.5c per gal. 

ttSame prices apply for No. 1 fuel. 

Discounts: Gasoline—To undivided dealers, 0.5¢ 
less than divided dealer t.w. 


Atlantic Refining 
Atlantic White Flash Gasoline (Regular Grade) 


Commer- Gaso- Kero- 
cial Dealer line sine 


5. ww. Faxes T.W. 
Philadelphia, Pa. 7 8 §.5 10 
Pittsburgh be 9.5 5.5 10.5 
Allentown 1:5 9 §.5 10.5 
2, 7 9.5 5.5 10 
Scranton......... 6.4 6.9 TR 10.5 
Altoona. 7.5 9.5 5.5 10.5 
Emporium... 7.5 $35 $5 10.5 
Indiana Tam 9.5 3.6 10.5 
Uniontown. . . 7.5 9.5 §.5 10.5 
Harrisburg 7.5 9 §.5 10.5 
Williamsport. . . 7.5 9 §.5 10 
Dover, Del. . 8.5 $5 10.5 
Wilmington. .. 8 5.5 10 
Boston, Mass eta h 6.6 4.5 8 
Springfield, Mass. . 6.5 4.5 8.7 
Worcester, Mass 7 4.5 8.1 
Fall River, Mass ‘tia 4.5 8.2 
Hartford, Conn 7 4.5 8.2 
New Haven, Conn... ; 6.6 4.5 8.2 
Providence, R. 1... 7.2 4.5 8.2 
Atlantic City, N. J a3 4.5 7.4 
Camden, N. J 7.0 4.5 7.4 
Trenton, N. J.... 7.3 4.5 7.4 
Annapolis, Md. $.85 5§.5 9.5 
Baltimore, Md $8.25 §&.5 8.5 
Hagerstown, Md ; 9.35 so 10 
Richmond, Va : , 16.06 6.5 10.5 
Wilmington, N. C ‘ 9.85 To 8.8 
Brunswick, Ga ; . 8 7.5 *9 
Jacksonville, Fla... . aoe 1.0 8.5 10 
Mineral Spirits V.M.&P. 
TWF Tower 
Philadelphia, Pa. ; 12 14.5 
Lancaster, Pa... .. ao 16 
Pittsburgh, Pa 14.5 14.5 
Fuel Oils—T.W. 
1 2 3 5 6 
NS ares wc, 6.25 6.25 4.25 3.50 
Allentown, Pa.... $5 6.23 6.3 
Wilmington. Del... 8.00 6.25 6.25 
Springtield, Mass... 8.7 68 6.8 
Worcester, Mass 8.1 6.6 6.6 
Hartford, Conn. S22 68 635 


*Does not include le Georgia kerosine tax. 

+Mineral Spirits prices also apply to Stoddard 
Solvent; V.M.&P. prices also oth to Light Cleaners 
Naphtha. 
Discounts: 

tGasoline — to undivided dealers, 0.5c off dealer 

t.w., except Georgia & Florida dealer t.w. and un- 
divided dealer t.w. prices are same. 

Kerosine—Thru Penna. & Delaware, 2c off t.w. 
price on t.w. deliveries of 25 gals. or more at one time. 

Naphthas—Philadelphia, 200 gals. or more at one 
time, 2c off, Lancaster, contract buyers taking 1000 
gals. or more per year, one drum up, 2c off; non-contract 
buyers, 200 gals. or more at one time, 2c off. Pitts- 
burgh, 500 gals. or more at one time, 2c off 


S. O. Ohioft 


*Sohio X-70 Gasoline 
(Regular Grade) 


Con- **Re- Gaso- {|Kero- 


sumer sel- line’ sine 

a lers {S.S. Taxes T.W. 
Ohio, Statewide... 10.5 9 12.5 §.6 8 
Akron ep 10.5 ee $5 &.6 8 
Cincinnati. .. . 10.5 7.2 10 $.5 8 
Cleveland. . . . 10.5 8 11 LS 8 
Columbus . 10.5 8 11 $.5 8 
Dayton.... 35 TS 10 §.5 8 
Marietta xe ee 8 10.5 &.5 8 
Portsmouth....... 10.5 9 3.5 3:5 8 
J” Aer 10.5 7.5 10 §.5 8 
Youngstown .. 10.5 8 ll §.5 y pe 


Esso Aviation Gasoline—Thru Ohio 


Consumer Gasoline 

Fos Taxes 
74 eotame. ... 2.2.6. : 15:5 
80 octane........ 16.5 
87 octane....... 17.5 


www 
vnuw 


tNaphthas—Statewide T.W 


TRE NN bo kc cuceknecceene Sate 12.75 
D.C. a , 3.25 
V.M.&P. onamege Jetnsnote tare 13.25 
\ arnolene Pirie del ats dinate Saes er 13.25 
ee ee ere es ee 13.25 


Fuel Oils—T.W. 


Ohio, Statewide... ... eee Gee 4 ee ie 
Wee ees bcken ae 7.5 7%7.@ pawn 
Cleveland......... , 95 95 9.0 6.75 


*Renown (third- nde: prices are same as X-70 
unless otherwise noted. 

**Except authorized agents. 

+Kerosine prices are ex le state tax. 
prices are ex 1.5c federal & 4c state tax. 

{Prices at company-operated stations. 

ttStatewide prices are subject to exceptions other 
than those shown. 

Discounts: 

Esso aviation—on contract to hangar operators 
and resellers, 2c off consumer t.w. 

Fuel Oils—Statewide and Toledo prices are for t.w. 
deliveries of less than 50 gals.; t.w. and drum oe 
of over 50 gals. are 0.5c less. Cleveland Nos. 1, 2, and 
3 prices are for bulk deliveries of 5 to 99 gals.; 100 gals. 
and over are 2c less. Cleveland No. 4 price is for 
full compartment hose dump only. 

Naphthas—to contract consumers off t.w. prices; 
300 to 999 gals., 0.5e; 1000 to 2499 gals., 0.75¢; 2500 
to 4999 gals., lc; 5000 or more gals., 1.5c. 


Naphtha 


S. O. Kentucky 
Crown Gasoline (Regular) 
Standard (Third Grade) 


Caso- — 





tNet Dealer line si 

Crown Standard Taxes T. W. 
Covington, Ky..... 7 6.5 6.5 9 
Lexington, Ky....... 9 7 6.5 9 
Louisville, Ky........ 8.5 b.5 6.5 8.5 
Paducah, Ey........ 7.5 7 6.5 8.5 
Jackson, Miss... ... 8.5 73 7.3 *8.5 
Vicksburg, Miss...... 8.5 7.$ 7.3 *8 
Birmingham, Ala..... 9 8 *8.5 9 
Mobile, Ala........ 6 5 *9 5 8 
Montgomery, Ala.... 9 7.5 *9 5 *Q 
oe ee 6.5 a4 *7 
Augusta, Ga......... 9.5 8.5 7.5 *8.5 
Macon, Ga 4.5 6.5 7.2 *% 
Savannah, Ga 8 7 aoa “8 
Jacksonville, Fla 7.3 6.5 8.5 8 
Miami, Fla 7.3 6.5 8.5 8 
Pensacola, Fla 8 7 * 5 8 
Tampa, Fla 7.3 6.5 8.5 8 


*Taxes: In tax column are included these city and 
county gasoline taxes: Mobile, 2c city; Birmingham, 
lc city; | Aontgomery, le city and Ic county; Pensacola, 
le city. Georgia and ryeery ry, Ala. have le 
kerosine tax, Mississippi 0.5c, not included in above 
prices. 

{Consumer t.w. prices are same as net dealer prices. 


S. O. Indiana 


Red Crown (Regular Grade) 
Stanolind (Third Grade) 
Red Dealer Prices 
Crown-— Gaso- Kero- 
Cons. Red Sea line sine 
T.W. Crown lind Taxes T.W. 





Chiveed. UR. 2.5.2. BR] 8.1 6.4 4.5 10 
Decatur, Il. ccs eee 8.6 6.2 45 9.5 
Joliet, Tl... . ; ~ ewan 9 6 6.7 4.5 10 
ke er ee J 8.7 8.1 4.5 10 
Quincey, TL... ; 109 94 6.2 45 98 
Indianapolis, Ind.... 11.3 9.3 8.9 5.5 *10 
Evansville, Ind.... 11.1 96 8 §.5 *%.8 
South Bend, Ind. . 11.3 «699.8 8.8 5.5 *10 
Detroit, Mich. 96 8.1 7.1 4.5 7.6 
Grand Rapids, Mich. 8.2 7 7 45 9 
Saginaw, Mich 10.4 89 8.4 4.5 9.1 
Green Bay, Wes. 11.9 10.4 8.9 5.5 10.3 
Milwaukee, Wis... 1.3 9.8 9.3 S.& 163 
La Crosse, Wis 11.5 10 9.5 5.5 10.4 
Minneapolis-St. Paul. 11.5 9.7 7.3 4.5 10.4 
Duluth, Minn... .. . 11.9 10.4 9.9 4.5 10.8 
Mankato, Minn 11.5 10 85 4.5 9 
Des Moines, la.... 100.9 94 7.9 45 *9.8 
Davenport, la 53 96 8.1 4.5 *10 
Mason City, la 11.3 9.8 6.9 4.5 *10.2 
St. Louis, Xie cae ee. eee 7 *45 9 
Kansas City, Mo.... 10.3 7.3 63 *4.5 8 
St. Joseph, Mo.. ~ 10.4 85 7.5 “5S T.9 
Fargo, N. D. ern ee) 9 5.5 11.6 
Huron, S.D... 12 10.5 10 5.5 10.9 
Wichita, Kans...... 9.3 7.8 §.5 4.5 7 


(Continued on next page) 
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TANK WAGON PRICES 


Commercial or consumer tank car, tank wagon, dealer, and service stalion prices for gasoline do not include taxes; they do, however, include inspection fees as shown in general 
footnote. Gasoline taxes, shown in separate column, include 1.5c federal, and state taxes; also city and county taxes as indicated in footnotes. 
do not include tares; kerosine tares where levied are indicated in footnotes. 





Kerosine tank wagon prices also 
Dealer discounts are shown in footnotes; for commercial consumer discounts, see NP N for Feb. 21, 
These prices in effect Nov. 4, 1940 as posted by principal marketing companies at their headquarters offices, but subject to later correction. 





S. O. Indiana (Cont’d) 


Stanavo Aviation 73 Octane 


Chicago, Il. aie ane 14.9 

Detroit, Mich... . , 16.5 4.5 
Milwaukee, Wis... ... 5.2 3.5 
Minneapolis, Minn 15.3 4.5 
St. Louis, Mo Low 14.5 3.5 
Kansas City, Mo. 14.2 *4.5 
Fargo, N. D ; 16.5 5.5 
Huron, 8S. D 15.8 o.5 


Oleum V.M.&P. Stani- 
Spirits Naphtha sol *Taxes 


(Prices are base prices before discounts) 


Chicago. . . ‘s- Seas 13 12.4 4.5 
Det — ake 15.2 14.2 18.7 4.5 
Mo.. 12.9 13.9 13.4 2.5 
St. dhs : 13.2 14.2 12.4 1.5 
Milwaukee 13.8 14.8 14.3 5.5 
Minnep'Is 14 15 2.7 4.5 
+Fuel Oils—T.W. No. 1 Stanolex 
Fuel Furnace 
Chicago Ae . **6.75 6.75 
Indianapolis i Sete a 
i : 6.6 
Milwaukee 8.2 Rid 
Minneapolis rR r 
St. Louis 7.0 50 
Kansas City....... 6.8 6.8 


*Taxes: In ganoline | tax pr ener are included these 
city taxes—Kansas City, St. Joseph, and St. Louis, 
le. Indiana kerosine and fuel oil prices are ex 4c 
state tax: Iowa kerosine prices are ex 3c state tax. 
In naphtha tax column are included Ic federal tax 
and state taxes. 

{Prices for small-lot deliveries range up to 2c higher 
than above prices. 

**For 400 gals. & over; 150 to 399 gals., 7.25c: 100 
to 149 gals., 7.5c; 1 to 99 gals., 8.5¢ 


S. O. Nebraska 


Standard Red Crown Gasoline 
(Regular Grade) 
Gaso- Kero- 


line sine 
r.W. Dealer Taxes T.W 


Omaha... 10.9 9.4 6.5 9.5 
McCook 5 . 10.5 7.9 6.5 9 

Norfolk 11 8.9 6.5 9.9 
North Platte < BE.S 9 6.5 10.2 
Scottsbluff 10.9 8.5 6.5 10.8 


S. O. Louisiana 


Esso (Regular Grade) 
Consumer Gaso- Kero- 
Tank Dealer line sine 
Car T.W. Taxes T.W. 
Little Rock, Ark 6.75 8 


5 8 10 
Alexandria, La 6.25 8.75 8.5 *9 5 
Baton Rouge, La 6.25 8.75 8.5 *9 5 
New Orleans, La 5.7 8.25 8.5 *9 
Lake Charles, La 6.25 8.75 8.5 *9 
Shreveport, La 5 ia &.5 *8 
Lafayette, La 6.5 9 2s *g 
Bristol, Tenn 9.75 10.25 8.5 12 
Chattanooga, Tenn 9 8.85 85 12 
Knoxville, Tenn 9.5 11 8.5 12.5 
Memphis, Tenn re 9.5 8.5 11 
Nashville, Tenn 8.75 8 8.5 11 


*New Orleans kerosine price is ex le parish tax, and 
all Louisiana kerosine prices are ex lc state tax. 
Discounts: 


Esso gasoline—to undivided dealers, 0.5¢ off dealer 
t.w. 


Humble Oil & Refining Co. 


Humble Motor 
Fuel (Regular Grade) Gaso- Kero- 


ank line sine 

Truck Retail Taxes T.W. 
Dallas, Tex — © 10 5.5 6 
Ft. Worth, Tex 6 10 §.5 7 
Houston, Tex 7 11 5.5 8 
San Antonio, Tex 7 ; ll $.5 8 


Thriftane 
(Leaded, 67 Octane, Purple Gasoline 


Dallas : re 8 5.5 
Ft. Worth 5 8 5.5 
Houston 5 & 5D 
San Antonio a) 8 5.5 


74 Octane Aviation Gasoline, Clear 


Tank Car 


FOB Baytown, Tex 8.5 


To all classes of dealers & consumers 





The 


Dallas, Tex. ; 
Ft. Worth, Tex 
Wichita Falls, Tex 
Amarillo, Tex. 
Tyler, Tex... 

El Paso, Tex ; 
San Angelo, Tex... 
Waco, Tex 

Austin, Tex...... 
Houston, Tex : 
San Antonio, Tex 
Port Arthur, Tex. 


Continental Oil 


Conoco De- 
Bronz-z-z mand 
(Regular) (3rd Grade) line sine 
T.W 


Taxes T.W. 


10.5 
12.5 


Denver, Col 


Grand Junction, Col. . 


Pueblo, Col. . 
Casper, Wyo. 
Cheyenne, Wyo 
Billings, Mont 
Butte, Mont A 
Great Falls, Mont 
Helena, Mont 


Salt Lake City, l tah.. 


Boise, Ida 

Twin Falls, Ida 
Albuquerque, N. M. 
Roswell, N. M.... 
Santa Fe, N. M 
Ft. Smith, Ark 
Little Rock, Ark 
Texarkana, Ark 
Muskogee, Okla 


Oklahoma City, Okla ‘ 


Tulsa, Okla 


Conoco Special 


Denver, Colo 
Cheyenne, Wyo 
Helena, Mont 


Salt Lake C ity, Utah 
1 


Albuque rque, N. N 


*Taxes: In gasoline tax saison are inc Inded these 
city taxes—Albuquerque and Roswell, 0.5c; 
le. Idaho prices include 0.le to cover 1-mill tax for 


toll bridges. 


S. O. California 


Standard Gasoline (Regular Grade) 


San Francisco, Cal.... 


Los Angeles, Cal 
Fresno, Cal 
Phoenix, Ariz 
Reno, Nev.... 
Portland, Ore 
Seattle, Wash 
Spokane, Wash.. 
Tacoma, Wash 


Flight Gasoline 


San Francisco, Cal.... 


Los Angeles, Cal 
Fresno, Cal 
Reno, Nev... 
Phoenix, Ariz 
Portland, Ore 
Seattle, Wash 
Spokane, Wash 
Tacoma, Wash 


Stanavo 


Phoenix, Ariz 

Los Angeles, Cal 
San Francisco, Cal.. 
Reno, Nev 
Portland, Ore 
Seattle, Wash 
Spokane, Wash 


*Taxes: Arizona kerosine 


Discounts 


o 1006 dealers 
Stanavo Aviation; 2c 
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Texas Co. 

Gasoline—Dealer T.W. 
Fire-Chief i 
(Regular) (3rd Grade) Taxes 


8 


10 
8 


10 


8 
9 
8 


9.5 


8 


9 
1 
*12 


8 
6 
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Retail 


ae ee ) 
Wruiwwivietw 


(Third Grade) 


Gasoline 
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Gasoline 
Taxes 


Santa Fe 


Kero- 
sine 


T.W 


11 
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Per Imperial Gallon, 


CIE e 


uw 


Discounts: Gasoline 
& divided dealers, 
undivided and divided dealers. 2c ¢ off t. w. price; balance 
of territory—undivided 
divided dealers, t.w. price. 


wy 


all points except 


vw 


D. C., Charlotte, 
Salisbury dealer t 


and Newark t. 


Socony-Vacuum 


Commercial consumer t. 


Haven, Concord, 
Providence and Rutland. 
Divided dealer 


Richmond, Albany, 
gy Concord, 
and Providence. 
seanhatian & Bronx and Kings & — 

divided | dealer ‘. 


Socony-Vacuum 


wWwwwhots 


D 


Vununoucaunw 


w 


Jacksonville dealer t 


resellers and S. Ss. 


Jacksonville and 


Nashville consumer 


PRICES OF IMPERIAL OIL LTD. 
ae: 


3-Star Imperial Gasoline 
(Regular Grade) 
Gasoline 
Taxes 


8 


NA 


8 
10 
10 


Maritime Provinces— 
British 


off t.w. 


Price Changes 


(These changes have been made 
in price tables) 


tank car prices cut 0.5¢ Nov. 4 
Atlantic City and 


prices cut 0.5¢c at all points 
Jersey, 
Salisbury and Raleigh. 
r. Cat 2eé, Oct. 


prices up 0.1¢, 
following points: 
hattan & Bronx, Kings & Queens, Rich- 
, New Haven, Bangor, 
Concord, 
and Rutland. 
. prices up 0.1¢, 
the i 
Bronx, Kings 


Hartford, 
Lancaster, Manchester, 


prices up 0.1c, 
following 


Plattsburg, 
Lancaster, 


y. cut 0. ac, 


dealer 
up 0.1¢, 
r, up ic, 


cut 


Jacksonville and Tampa “up ic, 


up 0.5¢e, 


and S 


Grand Rapids dealer up 0.3c, Oct. é 


Lake 
and . 


Bristol and Chattanooga con- 


. cut 0.25¢, N 
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CRUDE OIL PRICES 


Prices in $ per bbl. of 42 U.S. gals. at the well. A. P. I. gravity. Prices are effective as of 7 a. m. of dates as given 





EASTERN & CENTRAL STATES FIELDS | 
PENNSYLVANIA GRADE 


Posted by Jos. Seep Purch. Agency (Aug. 28,1940) | 


TEXAS & NEW MEXICO FIELDS 
Posted by Humble Oil & Refining Co. (Oct. 2, °39) 








Re oes cn. wicle cle ob x cca mals xls $1.85 $ Z 
oe eye eae pts Sealers $1.50 | s ; £ 
OS Re epieieear ies $1.44 i = , 7 % = 
Corning, O. (Nov. 4, 1939). 022.0 ole: $1.12 3 3 > g S bd = 
= bd ~ 
Posted by Tide Water Assoc. Oil Co. (Aug. 28, 1940) = Z S ont y . 33 7 
ee ee a eS an PRR Des Bee $1.85 ‘& é & me} = 3 Og H 2 
. . . ~ ) - s - 
Posted by The Pennzoil Co. (Aug. 28, 1940) ~2 ~2 os S & 2.5 - 
TOQUE ROMMMND 36ers 6.0 oul ade od tiga cosine $1.78* ce z : = : z Hy +6 xe . rc 
Posted by Valvoline Pipe Lines (Aug. 28, 1940) Gravity do = L sie = Be aha < = 
Bradford (Elk & McKean Counties, Pa.)....... $1.85 Below 20 $0.53 $0.86 $0.81 $0.91 
Warren, Forest, Venango, Clairon & Butler 20-20.9 55 88 83 .93 
Se aes Cie bee Soe ee Sie 1.78 | 57 90 85 95 
Allegheny, Beaver, W ashington & Greene $0.95 59 92 87 .97 
Counties, BMPS csSGh ica kGbn KeadiecteRaeena 1.50 $0.78 97 61 o4 89 99 
hoe. eS SC ere ey $1.44 $0.71 80 99 63 96 91 1.01 
CG MENON OMS 6c 555 555 a o's na he wne ae os $1.40 73 82 1.01 65 98 93 1.03 
i. to Cochran, Franklin, Hamilton & Doo- 75 84 1.03 67 1.00 95 1.05 
little districts; prices in other lower districts range 77 86 1.05 69 1.02 97 1.07 
down to $1.73 per bbl. at well. 79 88 $0.72 $0.67 1.07 71 1.04 99 1.09 
MICHIGAN 81 90 74 69 1.09 73 1.06 1.01 1.11 
MIC x>AN 83 92 76 71 1.11 75 1.08 1.03 1.13 
| 835 ri 7 rf 4 77 5 5 
Posted by Pure Oil Co. (Aug. 24, 1940) } - aa e a3 1.13 ne 4 . 5. 
9 ‘ » 80 75 1.15 79 1.12 1.07 1.17 
Midland, Midland County.................... $1.12 89 08 82 => 117 81 114 1.09 1.19 
RN it £0 Se vor hoa es oe 4a Cacat $1.07 | a4: Oo 1.00 34 29 q ‘ ll 1.2 
Clare-Freeman $1.07 a= 9 : o = 9 1. a : >: 
SRE EL SN Ba . oe 35-35 .9 93 1.02 86 81 1.2) 85 1.18 1.13 1.2 
Posted by Simrall Corp. (Aug. 24, 1940) | 36-36.9 95 1.04 88 83 1.23 87 1.20 1.15 1.2 
Crystal, Greendale, Porter, Vernon and Wise. ‘= 12 | : 7-37 9 97 1.06 90 85 1.25 89 1. 1.17 1 27 
Beaverton, Buckeye, Bentley, Edenville...... 1.10 | 38-38 .9 99 1.08 92 87 3 Se 91 1.24 1.19 1.29 
Freeman and Redding................ P 7 07 39-39 9 1.01 1.10 94 89 1.29 93 1.26 1.21 1.3 
FERRE skits te ec eae ieee hal $0.92 10 & above 1.03 eb 96 9] 1.31 95 1.28 1.23 1.33 
West Branch.................. voce ees 0.92 W. Central Tex. includes crudes purchased in Brown, Callahan, Coleman, Comanche, Eastland, Fisher, Haskell, 
Posted by Sohio Corp. (Mic shdgem Division) Jones, Shackelford, Stephens, Throckmorton & Young Cos., Tex. 
Far lees Cou e gg ha i ee } a Kk. Central Tex. includes crudes purchased in Anderson, Cherokee, Limestone & Navarro Cos., Tex 
« NO ° eeese ee eee . 
Posted by Bay Pipe Line C (Aug. 24, 1940) Tex. & N. Mex. includes crudes purchased in Andrews, Crane, Crockett, Ector, Gaines, Glasscock, Howard, 
Bentley and Bucke a # a pa ee $1.10 Rea agan, Upton, Winkler & Yoakum Cos., Tex. & Lea Co., N. Mex 
Saginuw and Wise. .$1. Gi oka $0.81 


Tex. Gulf Coast includes crudes purchased in Goose Creek, Sugarland, Thompsons, Mykawa, Amelia, Webster & 
" Clear Lake fields. 
JLINOIS-INDIANA-KENTUCKY ee - . . 
Pr. Sohi 2 , ¥ Anahuae-Dickinson includes crudes purchased in Gillock, Cedar Point, Fairbanks, Turtle Bay, Hull, Pierce 
osted by Sohio Corp. Junction & Raccoon Bend (Shallow Sand) fields. 
Iinois Basin, including Griffin oe Aug. 21,°40) $1.15 











eg 














Carmi, Storms, Ill. area (Nov. 10) ; . LOS _. Refugio includes crudes purchased in Saxet, East White Point, Greta, O'Connor-MeFadden, Taft, Plymouth & 
Birk City, Ky. area (Aug. 21, ’ 7m 1.05 fom O'Connor fields. 
Corydon, pial ri eases (Aug. 21, °40)... 1.05 Mirando includes crudes purchased in Duval, Jim Hogg, Webb & Zapata Cos., Tex. & in Heyser & Placedo fields 
osted by Ohio Oil Co. Z ; ' a 
iMinois Basin (Aus. 21 ; 10 $1.15 Postings for Raccoon Bend (Deep Sand) & Satsuma crudes are same as for Tomball 
s Bi eS: Si, ) ; 5 
ae: & he cig Indiana (Aug. 23, °40) 1.00 Rast Teusa $1.10 Talco $0 63 Pious Bll & Jim Welle Cos $1.23 
osted by Carter Oil Co. (Aug. 21, °40 Van 93 Conroe 27 Salt’ Flat, Darst Creek, Hilbig, Carroll, 
Louden, Fayette Co. IIL. e 1.15 Pecos 78 Hardin 10 Clark & Zoboroski 96 
Posted by Mohawk Oil Lines, Inc. (Aug. 21, °40) 
So. Illinois heavy ..$1.05 Light... ee 
Posted by Ashli Oil & Transp. Co. ’ ee 
yet plage ob tndeay regalia MAGNOLIA PETROLEUM CO. THE TEXAS CO. 
Somerset oil in Ashland Lines, Ky.: 
(Aug. 21, °40) Gray. Carson & Hutchinson Cos., Tex. —Dec. 3, (Effective Oct. 2, 739) 
— ‘ diets . "38 same as Humble > y weet c > aos » as ble’s 
Big Sandy River. 2 . lees . » Panhandle, Tex.— Sweet crude _same as Humble’s 
' andy River. .$1.1 Kentucky River. . $1.20 Gray Co. except Texaco begins with 34-34.9 at $0.84. 
Posted by Owensboro-Ashland Co. Tomball, Tex.-—Dec. 3, '38- same as Humble. Sour crude same as Humble’s Carson & Hutchinson 
Owensboro, Ky. area | > 1 740) 0 Cos. except Texaco begins with 34-34.9 at $0.79 
i y aan (aa 's +++ SLI West Texas — Oct. 12, ‘38, in Crane, Glasscock, 
Howard, . Mitchell, Upton & Winkler Cos. same West Texas & Lea Co., N. Mex. —Same as Humble 
. TIN ENT as Humble except Magnolia begins with Below 25 at except Texaco begins with Below 26 at $0.65 and ends 
MID-CONTINENT $0.63 with 36 & above at $0.87. 
OKLAHOMA-KANSAS-NORTH TEXAS s 
, : Ss 5 . N. Mexico Oct. 15, "39, in Lea Co. same a Texas Gulf Coast—Same as Humble except Texaco 
See below for ites = posting and effective Humble except Magnolia begins with Below 25 at ends with 34 & above at $1.16 
dates) $0.63 and ends with 36 & above at $0.87. 
4 ‘ “ ‘ Mirando-Duval, Tex.-Same as Humble except 
=- =n 3° =. ge Mirando, Tex.— Oct. 2, ’39-—same as Humble Texaco ends with 28 & above at $1.04 
z 6 % 6 z S qs % : Beaumont, Tex. Oct. 2, °39- same as Humble Refugio, Tex.—-Same as Humble except Texaco ends 
a7 a7. a7 £2. =7 Texas Gulf Coast. with 28 & above at $1.09 
Gravity L S £ £ £ 
$0.70 $0.60 $0.63 Cass & Panola Cos., Tex Oct. 12, “38 — Below Following Tex. postings Oct. 12, °38: 
=5 63 65 25 grav. oil at $0.73, plus 2c per degree of gravity to 3 a : ‘ ae 
74 , : - top of 40 & above at $1.05 East Texas $1.10 Cass Co : $1 05 
Ls a . ps ar Darst Creek... . 96 Conroe 1.27 
so » 
78 72 71 Following Tex. postings Oct. 12, °38: SHELL OIL CO.. INC 
80 75 $0 58 73 ey 0 pS ee ee . ULL 2 C@O., n 
$2 78 63 75 = sendy comet $I = . ‘v oe _— * $1 14 West Texas & Lea Co., N. Mex. Aug. 29, °39, & 
84 81 68 7 Luling 87 Hardin (Liberty Yoakum Co., Tex. Sept. 1, 39 —same = Humble 
86 34 $0. 86 73 79 Lytton Springs 99 Co 1.02 except Shell ends with 36 & above at $0.87. 
88 87 88 78 8l Dy ; a“ id ~ 
= ber pe = = SINCLAIR-PRAIRIE OIL MARKETING CO. Fisher Co., Tex.—Aug. 29, '39 —Below 25 grav. at 
2 2 2 86 85 , : - ‘ A $0.68, plus 2c per degree of gravity up to 40 & above 
ot 94 o4 90 87 Gray, Carson & Hutchinson Cos., Tex.— at $1.00 
an a bo jo = Aug. 31, °39—same as Humble. T F 
. Following Tex. postings Following Tex. postings 
pe oa ; a : pe on West Texas & Lea Co., N. Mex.—Aug. 31, °39 Oct. 5, °39: Aug. 29, °39: 
| - - - - an same as Humble, except Sinclair begins with Below East Texas $1.10 Pecos € ‘o., except - 
| 1.04 1.04 1.04 1.04 4 | 25 at $0.63 and ends with 36 & above at $0.87. Livingston area, Yates Shallow pool $0.78 
| 38-. 1 06 1.06 1.06 1.06 99 Polk Co... . 1.10 Pecos Co., Yates - 
ay ; pe Fe he pe p+ Texas Gulf Coast—Oct. 3, °39--same as Humble. Shallow pool. . -  .60 
& above a ‘ 
Above schedules posted by: ee. CONTINENTAL OIL CO. 
’ . = ve . -. ) : 4 derson, on « 
No. 1: 8S. O. Indiana Oct. 17, 38 in Okla. & Kans. Eddy Co., N. Mex. _ Freestone Cos 5 Eddy Co., N. Mex.—Apr. 22, '40—Begins with 28- 
No. 2: Carter Oct. 13, °38 in Okla.; Magnolia Oct. | (Aug. 31, °39 re Tex. (Jan. 20, 28.9 at $0.61, plus 2c per degree gravity up to 40 & 
12, °38 in Okla.; Shell Oct. 22, '38 in Okla. & Kans. i er $1.08 above at $0.85. 
j No. 3: Continental Oct. 11, °38 in Okla. & Kans. = ; ' Ce 
with lowest grade Below 29; Texas Co. Oct. 12, "38 STANOLIND OIL PURCHASING CO. Mirando, Tex.— Oct. 2, °39--same as Humble. 
in Okla. & hans. | Tomball, Tex.—Aug. 29, '39—same as Humble ex 
7 No. 4: Sinclair-Prairie Aug. 31, "39 in Okla. & Kans. cept Stanolind begins with Below 29 at $1.07. Refugio, Tex.—Oct. 2, °39—same as Humble. 
, } No. 5: Stanolind Sept. 1, “40 in N. Texas; Con- a : ere eree ' PAN AMERICAN PIPE LINE CO. 
tinental Oct. 11, °38 in N. Texas; Texas Co. Oct. 12, Texas Gulf Coast — Oct. 3, °39, in Clinton field same as 
‘38 in N. & N. Central Texas; Magnolia Dec. 3, "38 as Humble Texas Gulf Coast except Stanolind begins Hastings & So. Houston, Tex. crudes—Oct 1, 
in N. & N. Central Texas; Sinclair-Prairie July 16, °40 with Below 21 at $0.88 °40—same as Humble Texas Gulf Coast except Pan 
in Mexia & N. Central Texas. Texas Co.'s lowest Am. begins with Below 21 at $0.88. 
grade is 28-28.9 at $0.79; Continental, Magnolia and West Beaumont, Jefferson Co., Tex.—-Oct. 2, '39 F ~~ = rv 
Sinclair-Prairie postings begin with Below 29 at $0.79. same as Humble Texas Gulf Coast Cayuga, Anderson Co., Tex.—Oct. 2, '39—$0.78. 
— 
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TN 
CRUDE OIL PRICES (2221/27 
preceding page) 
CALIFORNIA Posted by Standard Oil of California 
All gravilies above those quoted take highest price offered in the field. Prices effective Feb. 1, 1940 
r = « — 
op - = a 
= 3 2 = © i 
on ~ om - 4 e = 2 > re 
: e § _-« 2 & 4 oe ee 2 st 
ose £8 - « & As cet stlt Oe Se af, 6s eR S22 
mei 3s & x : = ‘<a S £25 5 & © = as a ee 6S 6 » SO% 
=a 2 « & 5 = ae 86 6 Ss £38 2 O i >» eo 85 ee ss =- 
suo & ‘Ss 2 » = gs = e ovum § 3 a e= 6&0 = se - 6 85 
oe sc.. = so. 6hUOCU€'s > =: t¢ “ = <2" s¢ e2 <¢ g cS 3. se » © Es 
Gravity eet oF «6 OCU e £5 $8 § 3 £83 § S83 §& E& BS SF ww Sea 8 8 S GS 
nee & Se £€ E£ 65 22 £ £ Bt FS BE KF OC SE EF SB ated S$ SS EAE 
$0.65 $0.64 $0.63 $0.64 $0.65 $0.61 $0.65 $0.61 $0.61 $0.62 $0.63 $0.60 $0.60 $0.60 $0.60 $0.60 . $0.42 
.65 .64 63 64 65 61 65 .61 61 .62 .63 .60 .60 .60 .60 .60 44 
.65 64 63 64 .65 61 Se 65 .61 .61 .62 .63 .60 .60 .60 .60 .60 45 
.65 64 .63 68 .65 .61 ape 65 .61 61 .62 .63 .60 .60 .60 .60 Ge «pieced 46 
.65 64 .63 71 .65 .65 68 .61 .61 .62 .63 .60 .60 60 .60 ere 
.69 .64 .67 75 .70 .69 72 .61 65 .62 .63 .60 .64 .64 .64 .61 $0.60 
Ry ¢ | 64 te 79 .76 74 rf .65 .69 .62 ere .60 .69 .69 .69 .62 .60 
.78 64 .76 .82 81 .78 79 .69 73 .62 72 $0.63 64 .74 7! .74 .66 .60 
.82 .69 .81 86 . 86 .82 .82 re) one 66 .76 .63 .68 oe 79 .78 70 .63 
. 86 40 .85 .89 .92 .86 $0.71 . 86 .78 .82 x ¢ | .81 .67 71 .84 .84 .82 .74 .67 
.90 .80 .90 .93 .97 .90 Pr i § .89 .82 . 86 75 .85 te 75 .89 .89 . 86 .78 Pe | 
95 . 86 94 .96 1.02 95 .82 .93 . 86 .90 . 80 .89 a: ¢ re .79 94 94 90 82 75 
.99 91 99 1.00 1.08 .99 88 96 .90 94 84 94 ee are .83 .99 .99 .95 se 
1.03 .97 1.03 1.04 1.03 O4 1.00 9O4 98 .89 .98 .87 $0.83 $0.92 .87 1.04 1.04 .99 
1.07 1.02 1.07 1.07 1.07 .99 1.03 .98 .93 1.02 91 .86 .96 91 1.09 1.09 1.03 
2.2006«62.07 «2.1L 61.10 1.10 1.04 1.06 1.02 .98 1.06 .96 .90 .99 95 1.14 1.14 1.07 
aa 62332 «68.55 1.14 1.14 1.09 1.09 ; 1.02 1.10 1.01 .94 1.02 ae ae ee | ae ee | 
cant 1.17 Liz 6M Elwood Terrace 1.07 1.34 21.05 .98 1.06 1.02 1.24 1.24 
1.20 1.20 1.39 F. o. b. ship. 1.11 1.18 1.09 1.02 1.09 1.06 1.29 1.29 Kettleman Hills 
1.24 tt + GAS L.US 2.22 2.4 186 LS 1.00 1.6 1.38 ios Me <ans 
} 1.29 1.2 1.2 61.26 1.19 1.30 1.56 1. Ride 
_ 1.34 1.29 1.24 1.23 2.04 1. 1.21 
& 1.39 1.33 1.2 1.27 1.18 1.23 1.25 
~ : Ou 1.44 1.37 L.33 Ls Le ie 1.29 
38- 38.9. aes 1.49 1.37 1.36 1.25 1.30 1.33 
39-399 & 1.54 1.42 . sae Lis 1.38 
40-409 e 1.59 1.46 1.33 1.37 
41-41 .9 = 1.50 1.37 1.40 
42-429 § 154 1.41 1.44 
43-43 .9 wi 1.59 1.45 1.47 
44-44 9 foal 1.63 Le 1.5) 
45-45 9. = 1.67 1.53 1.54 
46-46.9, - ry 1.37 61.57 
47-47 .9 1.61 oe 
48-418 9 1.64 
_*E] Segundo prices same as Signal Hill. Wilmington prices same as Signal Hill, except below 19 gravity prices are: 14-16.9, $0.60; 17-17.9, $0.62; 18-18.9, $0.64. 
**Includes Newhall, McKittrick, Kern River, Round Mountain and Kern Front, schedule for which ends with 19-19.9, Mountain View schedule begins with 19-19.9, 
LOUISIANA-ARKANSAS LOUISIANA-ARKANSAS (Cont'd ROCKY MOUNTAIN FIELDS 
Posted by S, O. Louisiana, Oct. 17, °40 Posted by Shell Oil Co., Inc. (Aug. 29, °39) Posted by Stanolind Oil & Gas Co. (Oct. 11, °38) 
lowa District, La. 
37 ; Below 18.$0.75 $0 89 29-299. $1.04 Salt Creek (except Tensleep crude), Midway and 
. ° PE - a 18-189 77 ; 92 —-30-30.9 1.06 Dutton Creek, Wyo., same schedule as S. O. Indiana 
8 : 3 «= = 19-19.9 79-95-95 95 31-31.9 1.08 posts in Okla.-Kans., ranging from $0.86 to $1.10, 
- 3 : S2 ; 9-20 9 81 26-26.9_. 98 32-32.9.. 1.10 which see in next column. 
& z z ££. § 21-21.9 83 27-27.9.. 1.00  33-33.9.. 1.12 
a ¢ 2° 2 22-22 .9 86 28-28.9.. 1.02 34&abovel.14 Tensleep crude. . . .$0.646 Frannie, light... ..$0.55 
Gravity so SO 8S ‘88 3s Black Bayou & White Castle Distric po I A.—same as Iles, heavy....... .92 Grass Creek, heavy 40 
as Vs AS Ze <“t lowa District, except Black Bayou, etc. begins with Kk Basin, light. -- -90 Hamilton Dome, ‘ian 
a Below 20 at $0.79 Grass Creek, light. .90 SY carpeted 25 
Below 21 $0.75 $0.91 $0.55 Frannie, heavy....  .42 
21-21.9 77 93 57 Gibson Field, Terrebonne Parish, La $1.04 
DP DD | > - ro e ie a! : 4 : me P - 
— 2. 79 95 4 Happytown Field, St. Martin, Parish, La. Posted by Ohio Oil Co. (Oct. 11, '38) 
24-24.9 ; : 83 99 63 (Jan. 12, "40 Jamey 1.00 Elk Basin, Wyo.. $0.90 Rock Creek $1 00 
Below 25 $0.83 $0.73 ; Posted by Arkansas Fuel Oil Corp. Grass Creek, light. .90 Lance Creek...... oe 
25-25 .9. > «do 26> 9:0) 65 tania. fa: Cbct. 2A 788) 0.89 ee Be a SOE ee Cee ere .92 
26-26 4 = 77 87 1.03 67 ee a od i a $ Grass Creek, heavy (May 1, ’38).............. 50 
27-27 .89 .79 89 1.05 69 > " ee : 7 ¢ Sunburst, Mont. (Nov. 16, ’37).............. 90 
28-28 9 Ol 31 ‘Ol 1.07 71 — rig ns ee % a — 
99Q_9¢ 4 4 q oy be epetate ¢ ile atte, La. (Oct. » 20) . m . * 7 oe 
a ae 4 — - a “4 ey ‘ Posted by Continental Oil Co. (Oct. Ll, °38) 
31-31.9 97 (87 1.97 1.13 77 Abbeville, La. (Jan. 1, °39) Ft. Collins & Wellingtoa, Col. 
32-32.9 99 .89 1.99 1.15 .79 Below 36.$0.92 — 37-37.9. .$0.96 — 39-39.9. $1.00 reer aa dente . <a a 97 
33-33.9 1.01 .91 1.01 1.17 81 36-36.9 94 38-38.9..  .98 40 &above 1.02 a pli . mas ma = pee ae ee 
3434.9 1.03.93 1.03 1.19 83 : : 30-30.9.. (85 3434.91, [93 38-38.9.. LoL 
ae 9 1.04 .94 1.04 1.20 84 Posted by Caddo Crude Oil Purchasing Corp. 31-31.9.. 87 35-35 9. 05 39-39 9 1.03 
36-36.9. 1.05 8.95 1.05 1.2) 85 Rr een Oe * : 36 95 nae ae Pe For aa en 5 
37-37 9. 106 06 106 1:22 a6 Allison area, Shrv’prt. field (Aug. 14, °39) $0.95 ‘ _— _— he —— oi 
38-38 .9 1.07 oT 4.07 1.238 .87 . ; = ’ vanon City ¢ or- ig Muddy, Wyo.. 
39-399 1.08 98 1.08 1.24 88 Lisbon, N. La. (Sept. 14, °39 C06, TAR. <6 sos 2 $0.90 Lance Creek, Wyo. 0.77 
40 & above 1.09 99 1.09 1.25 89 27-27.9. .$0.66  30-30.9..$0.72  33-33.9..$0.78 Cat Creek, Mont.. 1.10 
28-28 .9 68 31-31.9.. .74 34-34.9.. . 80 
Bunkie, La. schedule includes Eola and Olla, La. 29-299 70 32-32.9..  .76  35Kabove .82 
_ Caddo, La. schedule includes De Soto, Homer, CANADIAN FIELDS 
— & Sugar Creek, La., Fouke & Miller County, Posted by Imperial Oil Limited 
me Western Ontario (Nov. 6, 1939) 
POWOUE. ccicinn ds 2.10 Oil Springs... . . $2.17 
Darrow, La. schedule includes, Bayou des Glaise, = : ‘ 
Bayou Mallet, Choctaw, Jeanerette, Lirette, No. lurner Valley (Prices FOB produc er’s tankage) 
Crowley, Port Barre, Potash, Roanoke & St. Martin- Crude Oil (Sept. 12, 1940) 
ville, La. 33-33.9. . $1.08 44-44.9. $1.30 95-55.9. . $1. 
34-34.9.. 1.10 45-45 .9.. 1.32 96-56.9.. 1 34 
35-35.9.. 12 -46.9.. : 57-57 .9.. .56 
Adanta, Ark. schedule includes Buckner, Magnolia, 36-36 9. 1 Ta ae : rd 58-58 9. ; i 38 & 
\ illage & Schuler (Jones Sand Oil, Ark. oe a oe wet 48- 18.9. é 1.38 59-59.9.. 1.60 
38-38.9.. 1.18 49-49 .9.. 1.40 60-60.9.. 1.62 
Cotton Valley: Rodessa. $1.05 39-39.9.. 1 ro 50-50.9.. 1.42 61-61.9. i 
eee $1.05 Shreveport (Cross 40-40.9.. 1.22 Sl: ol -9.. 1.44 62-62.9.. 1.66 
Distillate. 1.10 Lake). 1.05 41-41.9.. 1.24 2.9.. 1.46 63-63.9.. 1.68 
Holloway Sand Smackover (Heavy 73 42-42.9.. 1 -26 53-53.9.. 1.48 64 & over 1.70 
Cnan....... 2 Dorcheat, Big Creek, 43-43.9.. 1.28 54-54.9.. 1.50 
& McKamie (S 
Distillates). — as Absorption Gasoline (Jan. 5, 1938) 
ree ; OOS FiO, 20 Tei, Tet BM 0.5 605 ssics ow cc's'n ve week oe 
(Continued in next column) SOA Mees, TT Wi PR Fs 6 6 vk occ devcccecs eeeee 
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Address all Blind Box Number ads to Na- 
tional Petroleum News, 530 Penton Build- 
ing, Cleveland, Ohio, unless otherwise spec- 
ified. 


For Sale 


DEPARTMENT OF THE INTERIOR CALL 
FOR BIDS TO PURCHASE ROYALTY OIL 
ACCRUING TO THE UNITED STATES 
FROM THE SALT CREEK, WYOMING, OIL 
FIELD. Sealed proposals, in duplicate, will 
be received in the office of the Secretary of 
the Interior, Washington, D. C., on or before 
noon, November 15, 1940, from responsible 
bidders for the purchase, beginning January 
1, 1941, of royalty oil accruing to the United 
States from Government lands in the Salt 
Creek, Wyoming, oil field. Detailed specifi- 
cations on quantities offered for sale, re- 
quired form of bids, deliveries, volume meas- 
urements, gravity determinations, bond re- 
quirements, and action on bids, should be 
obtained by prospective bidders from the 
Director, Geological Survey, United States 
Department of the Interior, Washington, D. 
C., the Supervisor, United States Geological 
Survey, Casper, Wyoming, or the Register, 
United States Land Office, Cheyenne, Wy- 
oming. Sealed bids are to be submitted to 
the Secretary of the Interior, Washington, 
D. C., pursuant to the specifications, the en- 
velope to be marked plainly “Bid on Salt 
Creek Royalty Oil—Not to be Opened Before 
Noon, November 15, 1940.” No bid received 
after the time fixed herein for submitting 
bids will be considered. The right is re- 
served to reject all bids received pursuant 
to this advertisement whenever in the judg- 
ment of the Secretary of the Interior the in- 
terest of the United States demands. (Sgd.) 
A. J. Wirtz, Acting Secretary of the Interior. 


Positions Wanted 


Nationally-kKnown association secretary de- 
sires change. Editorial, sales, convention, 
lobbying experience. At 38, Knows seven 
Mid-West Governors and Willkie. Strictly 
“waving” acquaintance with New Deal. Box 
No. 820. 


Salesman age 34, 10 years in oil business, 
5 as jobber salesman. 5 years college, good 
knowledge light oils, lubes, greases, lique- 
fled petroleum gas. Prefer connection with 
independent refiner on commission basis. 
covering large territory selling larger type 
spot buyers. Can furnish successful sales 
record and references. Now located in mid- 
dje west. Will pay expenses for personal 
interview. Box No, 823. 


Married man 39, with major oil company 
15 years. Experienced all phases jobber and 
retail marketing, development, operations, 
sales supervision ete. College education, 
engineering, commerce and finance. Could 
be in Chicago during A.P.I. convention week 
for interview. Box No. 824. 


Classified Rates 





Professional Services 








ANTI-KNOCK VALUES 
DETERMINATIONS 
The Gray Industrial Laboratories 
Chemists and Engineers 


Specialists on Petroleum Products 
961-976 Frelinghuysen Ave. 
NEWARK, N. J. 

Telephone Bigelow 3-4020 





ROYAL E. BURNHAM 
Attorney-at-Law 


Patent and Trade Mark Practice 
Exclusively 


511 Eleventh Street, N. W. 
Washington, D. C. 











ACCURATE LABORATORY TESTS 
GASOLINE OIL 


Standard Methods Employed 
Octane Ratings by A. S. T. M. CFR Unit 


THE DETROIT TESTING LABORATORY 
554 Bagley Avenue, Detroit, Mich. 











HUNTLEY & HUNTLEY 
Petroleum Geologists and Engineers 
L. G. Huntley J. R. Wylie, Jr. 


Grant Building Pittsburgh, Pa. 











aati 











“For Sale,” “Wanted to buy,” “Help 
Wanted,” “Business Opportunities,” 
“Miscellaneous” classifications, set in 
type this size without border—10 
cents a word. Minimum charge, $3.00 
per insertion. 

“Position Wanted’—5 cents a word. 
Minimum charge $1.00 per insertion. 

Advertisements set in special type 
or with border—$4.00 per column inch. 

Copy must reach us not later than 
Saturday preceding date of issue. 

All advertisements carried on this 
Page are payable in advance. 

No agency commission or cash dis- 
counts on classified Advertisements. 











NOVEMBER 6, 1940 


ADVERTISERS’ 





This index is published as a convenience 
to the reader. Every care is taken to 
make it accurate, but National Petro- 
leum News assumes no responsibility for 


errors Or OmMmeSStOns, 





Acheson Colloids Corp. 
Alemite Corp. 
American Can Co. ry 
American Flange & Mfg. Co. 
American Grease Stick Co. 
American —— & Te legr raph 
Co. aoe 43 


Badger & Sons Co. E.  —— hs tg 

Benjamin Electric "c MOS) Se, abe aan omar 

Berry Sons’ Co., James B. 

Bowser & Co., Ss. ee Boe. ; 8 

Bradford Oil Refining (a. aes 52 

Brodie Co., Inc., Ralph N. 

Buckeye Iron & Brass Works. 

Butier Manufacturing Co. 

Canfield Oil Co. 

Champion Spark Plug Co. 

Champlin Refining Co. 

Chek-Chart Corp. are eS Pee 

Chevrolet Motor Division, General 
Motors Sales COP. «26 ccc cccces 

Chicago Bridge & Iron Co. ........ 49 

Chiksan Oil Tool Co., Ltd. .. . 

Cincinnati Advertising Products Co. 
Pump Globe Division............ 

Cincinnati Mfg. Co. Sea Oona are 

Cities Service Oil Co. petah) Sees ae 

Columbian Steel Tank Co. ....... 

Continental Can Co. 

Crown Can Co, .. Beh Atha we alates ae ate 

Curtis Pneumatic Machinery Co. .. 1 

Davidson Enamel Products, Inc. 

Davidson Porcelain Enamel ‘ 

Davis Welding & Mfg. Co. ......... 

Deep Rock Oil Corp. 

Delco Products 

be Rene een 

Dodge Division (C hrysler Motors) 

PGES 33% 4. 5) 5 ooo ina s ama eee 

Du Pont de Nemours & Ce wer Re 3s 

Econo-vent Corp. ae eka 

Erie Meter Systems, Inc. 

Ethyl Gasoline Corp. 

Farrell Mfg. Co. 

Fleet-Wing Corp. ee rn 

Ford Motor Co. ‘ , a avec eas Cae 

Freedom Oil Co. ui eiatlakteant i? ae 

Fruehauf Trailer Co. ; 

General American Transportation 
3 Se ee rere rere Ye 
General Electric Co. : ha ae 

General Motors Truck & Coach 
Division oe ee OR eae ee 
Giant Tire & Rubber Co. ......... 

Gilbert & Barker Mfg. Co. 
Goodrich Co., B. F. Peamerd 
Goodyear Tire & Rubber Co. Sere 
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Canadian hunters “from way back” 
is a title claimed by the following Des 
Moines oil men: H. E. Carpenter and 
L. C. Stimson, Superior Oil Co., and 
Harry Jenkins, Bell Oil and Gas Co. 
Recently, this hunting trio bagged anid 
tagged three deer and three moose, If 
war comes, Uncle Sam may page these 
“dead-eye” Daniel Boones. 

Harry A. Ells, Bartlesville, Okla., has 
been named to succeed E. L. Peck (See 
NPN Personals, Oct. 30), as manager 
of Cities Service Oil Co.’s natural gaso- 
line and chemicals division, says H. R. 
Straight, president. 

Following graduation from Leland 
Stanford University in 1922, Mr. Ells 
pegan his work with Cities Service. 
He was made general superintendent 
in January of 1937, a position he heid 
until his recent appointment. 

o* a * 

Andrew F. Schoeppel, Topeka, Kan- 

sas Corp. Commission chairman, who 


“PERSONALS - 


was stricken with appendicitis while 
attending the commission’s proration 
hearing at Wichita during the last 
week of October, was reported “doing 
nicely” at St. Francis Hospital at 
Wichita. 


L. B. Davis has been promoted to 
marketing assistant of automotive 
products for Socony-Vacuum’s Eastern 
Marketing Division. In his new posi- 
tion, he will work directly under W. L. 
Faust and co-ordinate the activities of 
marketing assistants L. A. MeVey, 
gasolines; F. W. Lovejoy, automotive 
lubricants; A. W. Morrison, automotive 
specialties; W. D. Sherman, planned 
distribution survey; and T. L. Apjohn 
technical advisor. 


* * * 


Draft number assigned to Jerry Sad- 
ler, Austin, Texas Railroad Commis- 
sioner, was the 113th drawn from the 
fish bowl at Washington. 


Tulsa Chamber of Commerce Honors Ellison 


TULSA—"The oil man who has made history, 


referred to Robert S. Ellison, Tulsa, retirir 


stanolind Oil Purchasing Co., who last wee 


ove birthday 
for you, our 


icheon, but worth 


f America 


ilviaendas 


is the way Tulsa's Chamber of Commerce 


g president of Stanolind Pipe Line Co., and 
celebrated his 65th birthday. Shown in the 
I cake scene with Mr. and Mrs. El 

it of Skelly Oil Co., who saluted Oil Man Ellison 
honored guest. These 
f gratitude and appreciation of your work 


Ellison is William G. Skelly, right, presi- 
with the following: “It's dividend 
being realized in the spirit 
publicly expressed at this open 
friendship and best wishes of 
the paths 


of honor 


Word from O. W. Crick, former Tul- 
sa credit manager of Danciger Oil Re- 
fineries, Inc., indicates he has organ- 
ized Crick, Inc. for the distribution 
of bottled gas—“Crickgas’—in the 
Davenport, Iowa area. 

His bulk plant is located just outside 
of Davenport, with the Mississippi on 
one side and railroad tracks on the 
other. Properties of the new company 
will include a bottling rack and down- 
town sales offices for “Crickgas” and 
kindred appliances. 


* # 


Irwing A. Ebaugh, Shreveport, has 
resigned his job with the lube oil sales 
department of Arkansas Fuel Oil Co. 
to take a position with the Navy Pro- 
curement Department at Washington. 


x as * 


A. L. Quackenboss has been appoint- 
ed assistant manager of marine opera- 
tions of Union Oil Co. 


* * 


Charles W. Ephgrave, with a com- 
paratively new sheepskin from Notre 
Dame University under his arm, has 
joined his father, Charles Ephgrave, 
Chicago, of Carson Petroleum Co. 
Young Charlie has only a quarter of a 
century to go to catch up with his 
dad, who has been in the oil business 
for the past 25 years. 


* * 


George Harger, formerly manager 
of the Sacramento branch of General 
Petroleum Corp.’s marketing depart- 
ment, has been promoted to manager 
of the Los Angeles branch. Douglas 
Tait, who has been branch manager at 
Fresno for two years, succeeds Mr. 
Harger at Sacramento. 


* * 


Judge T. M,. Milling, New Orleans, 
for the past 19 years general attorney 
for the Standard Oil Co. of Louisiana, 
has been elected a _ vice-president of 
the company. 

Mr. Milling was born in Winfield, La., 
July 12, 1879. He attended Louisiana 
State University and Baylor University. 
After graduating from Tulane Law 
School, he was admitted to the bar in 
1902. Before joining Standard of 
Louisiana in 1921, he served as district 
attorney in the 23rd district of Louisi- 
ana and later as a judge in the same 
district. He was also chairman of the 
Louisiana State Tax Commission. Mr. 
Milling lives in New Orleans. 
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